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The advantages of aluminum combined with Appleton —equgex THESE APPLETON 
manufacturing standards for dependable performance QUALITY FEATURES 
now make available a wide selection of rugged, service- Se 
able pressure cast aluminum fittings to give your PLACE YOUR ORDERS NOW 
customers easier electrical installations . . . faster, Easy to use—roomy « Lightweight— durable «Taper 
more economical! Tapped threading ¢ Precision hub alignment e 
They are available now. The complete line includes Chamfered hub edges « Pressure cast smoothness 
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Unilets are outstanding in every respect—from design 
to manufacturing excellence. 
Contact your Appleton field engineer or write for bulletin No. AL 60. It includes details for the entire 
aluminum product line by Appleton: Form 85 and larger sizes in Form 35 Unilets, FS and JB fittinys 
and V-51 lighting fixtures. 
Sold through franchised distributors only 
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Only ©-.-% 
Sealed Cable Systems 
by 
Can do so Many Jobs 
so Well 


Simplex C-L-X is a packaged combination of cable and 
an extremely pliable, corrugated metal sheath. It 
requires no separate duct or conduit regardless of 
environment. It is available with steel sheath and 
plastic jacketing; and with copper or aluminum 
sheaths, with or without plastic jacketing. 


By using a single length of 3-conductor 15KV C-L-X 
for both underground and aerial use, a Southeastern 
utility company saved more than 20,000 dollars from 
what it would have cost for a complete underground 


duct system. 


Conduit life in this company’s calcium chloride rec- 
lamation building was only 6 to 9 months. The 
conduit was replaced with a C-L-X cable system which 

- after two years of operation, shows no signs of 
deterioration. 


An East Coast petroleum tank farm used a C-L-X 
8-conductor cable protected with PVC for direct burial 
in ground that was saturated with oil, gas and water. 
Result: Perfect performance at a sizeable savings 
over conduit systems. 


Only Simplex C-L-X offers you: Exceptional Strength 
... Unequalled Pliability . . . Protection from Liquids 
and Gases... Faster Installation and Lower Costs. 
Send for Illustrated Brochure containing Application 
and Engineering Data. 


SIMPLEX WIRE & CABLE @ 


CAMBRIDGE, MASSACHUSETTS 
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January l, I pe the kick-off date for 
enforcemen 1-1 ircuit preakers 1” 
most parts ° ; requirement presents 
the possibility of two our organization. 
Square D has "eased" t and eliminated the 


second. (See ad on reverse side of this memo . ) 


The first problem is st All components 
of Square D's QO and NQO lin a ed since last 
July have been Underwriters’ approve lass NI ( non- 
snterchangeabdle) - Our field engineers have been working 
with you jn weeding out older stocks. Square D Class NI 
preakers fit the old devices: This 1s important since it 
eliminates the necessity of stocking poth old and new 
style preakers.- 


The second problem is enforcement. ordering and stocking 


- 

for jobs can become even more complicated with the non~ 
interchangeable enforcement question. It could mean 
duplicate stocks and special handling h longer 
deliveries: Square D's system 1 at it has 
been applied to all circuit preaker equip 
lighting and appliance pranches - Thus, we have 
eliminated this second problem for you- 


No other NI system equals Square D's simplicity and ease 
of installation. Why not make that 4 prime selling 
point? 

sincerely, 


w. J- Moriarty 
Manager, Distributor Relations 
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NO GUESSWORK WITH SQUARE D 
PANELBOARDS ano LOAD CENTERS 


Exclusive Non-Interchangeable Construction 
Standard on all 250 Volt, 100 Amp 
Branch Circuit Breaker Panelboards and 
Load Centers! 

y No delays, extra labor and tied-up money 
because of disapprovals! 


Square D's simple yet effective system provides 
non-interchangeability on panelboards and load 
centers without added cost of installation compli- 
cations. It complies fully with Article 240-25(g) 
of the NEC* There are no loose parts to change, 
remove or lose. What's more, being a completely 
visible system, a quick glance settles any ques- 
tion of compliance. 

When adding circuits, there are no modifica- 
tions required for 15 or 20 ampere breakers— 
80% of all branches. Only one simple operation 
for the remaining 20%. Errors can be corrected 


@ E frame 
Bolted Connection 
e AC or DC 


© Bolted Connection 
* AC only 


@ Plug-in Connection 
* AC only 


— quickly and simply. No guesswork— ever. 

Another example of the design leadership that 
has made Square D the world’s leading manu- 
facturer of panelboards and load centers. Write 
for complete story—address Square D Company, 
Mercer Road, Lexington, Kentucky. 


ONE UL APPROVED 
NON-INTERCHANGEABLE SYSTEM 
FOR ALL 3 LINES FOR LOAD CENTERS, TOO! 


SQUARE J) COMPANY 


wherever electricity is distributed and controlled 
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Pictured above is a plaque that now 
hangs in EW’s office. It represents one 
of the coveted first-place awards in 
Industrial Marketing Magazine’s 22nd 
annual editorial achievement compe- 
tition for business publications. The 
category: “Best Original Research.” 
The entry: “Changing Dimensions,” 
published in our May 1959 issue. It 
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was one of 703 entries in the compe- 
tition, in which 15 first-place plaques 
were awarded. 


* * 7 


Two features of particular interest 
in this issue are: 

e Our Annual Outlook and Review 
Report (page 37), which this year is 
expanded to 12 articles and 24 pages. 
The number of distributors participat- 
ing in our outlook survey is 173. In 
all, 375 questionnaires were mailed 
with the response totaling 46%. 

e A quick tour of the contents of 
Dr. Edwin H. Lewis’ new book, “Mar- 
keting Electrical Apparatus and Sup- 
plies,” an ELECTRICAL WHOLESALING- 
sponsored study which is published 
this month as a 320-page book by 
McGraw-Hill (page 64). Along with 
publishing the table of contents, we've 
excerpted some direct quotes—several 
of which are lively, to say the least. 
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LETTERS TO THE 


EDITORS 





Realistic Prices vs. 
Discount, U.S.A. 


Dear Sirs: 

he article (“Resale Price Schedules 

Should They Be Realistic?”) appear- 
ing in the November 1960 issue, pages 
57-61 inclusive, is interesting but not 
necessarily educational or corrective. 
It's characteristic of the electrical 
wholesaling industry and (I) assume it 
also applies to other distributing n- 
dustries as well. 

A statement on page 57, paragraph 
and | quote—“Of the 51 
distributors interviewed, 37 said they 
were in favor of realistic pricing 
Fight came out for the fictiously high 
and two electrical 
wholesalers said that it depended on 
the commodity [wo others 
either way One 
realistic fine in 

the other is confused 

The percentage in favor of realistic 
pricing is a shock to me and I won- 
der if this favorable percentage would 


4, states 


price schedules, 


fine 


are 


was (Says) 


prices theory 


stand up, if a nationwide poll (were) 
taken. I say this because the trend in 
the discount era, in which we are la- 
boring, our industry with 
considerable assistance from many of 
manufacturer suppliers, throw 
discount schedules, profit pat- 
terns, etc., in a manner which leads 
down the short and nar- 


to self-destruction 


has seen 
Ou! 


away 


the industry 
row road 
One question that should be added 
to your next survey form (is) as fol- 
lows 
Do you, Mr 
would 


the 


feel 
pricing 
furnish 


Distributor, 
suffice to simplify 
manufacturer would 
distributor cost price only? 
[he answers would be emphatically 
NO, and the carload 
would be forthcoming to describe the 
horrible results which would follow 
If the distributors were asked 
how they quoted prices on large 
for construction material, or- 

for transformers, equipment, 
and they answered, 
honestly, this statement would result 


reasons by 


same 


orders 
ders 


switch-gear, etc., 


Why, cost plus to meet competition. 
a 

What is competition? A very good 
question and a little difficult to answer 
intelligently. To you, it is your neigh- 
bor and friend who is in the same in- 
dustry; it’s the stinker in the next town 
who nothing except 
order for a brokerage fee. 

True! But who is the competition 
that causes those listed above to cut 
prices? 

It is your company! Your 
so-called competition thinks the same 


does grab an 


you or 


things about you that you think about 
them, and who benefits: The architect, 
the manufacturer, the contractor, the 
distributor, the consumer? The answer 
in plain, simple, everday English is 
“Not a Soul.” 

Architect 
facturer, 
profits 


levels 


fees are reduced; 

distributor, and 
are reduced to impossible 
Wait a minute, the final con- 
sumer gains by all these steps of re- 
duced cost, doesn’t he? 

No, emphatically, because he still 
gets what he pays for; this rule still 
retains all of its value even in our dis- 
count circus. 

He receives value, commensurate 
with his purchase price except he 
doesn’t find out, immediately. All of 
the others who participated in reduc- 
ing the final price the consumer re- 
know what we have done 
before his product or building is built 

The consumer doesn’t awaken until 
a wall sags because of improper foot- 
ings, the roof leaks, a boiler develops 
problems, his electrical system is in- 
His awakening 
not occur for five years but it 
does occur regularly under conditions 
existent today in Discount, U. S. A 

These great United States were built 
by a progressive, forward-looking 
They produced good mer- 
chandise and sold it for profit. No 
organization has ever grown and pros 
pered on the false premise that you 
can buy profit 

Our great industries of the 19th 
century have reached a point where 
they have decided that the answer to 
all their problems is to cut costs, so 
they can reduce prices and beat com- 
petition. Competition, unfortunately, 
has the same prerogative, so the re 
sults are still the same and the crazy 
pattern goes on and on. 

However, someone, many some- 
ones, better look ahead at the monster 
we are creating. There must be a limit 
to cost cutting to buy profit or the 
alternate, destruction. Just look at the 
pattern of industry, merger, outright 
purchase, affiliations, all for two rea- 


sons 


manu- 
contractor 


ceived 


adequate and so on 
may 


people 


One: to salvage a smaller concern 
facing bankruptcy. 

Iwo: the octopus which initiates 
the action requires such a small op- 
eration for many and obvious rea- 
sons, better unmentioned. 

In the course of all these actions 
the major problem which is over- 
looked is the fact that the small pipe 
lines which were instrumental in help- 
ing them build up are being dried up 
by the profit squeeze. 

Continued on page 8&6 
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COMPARE™ 


BLACKHAWK QUALITY 


See and feel full , Perfect threads “f 


ry 


Giau 


compare them with any on the market 


Your customers will appreciate the difference 


Blackhawk EMT fittings have full, true, 
perfect threads for ease and speed of in- 
stallation. Bodies of heavy steel or malle- 
able iron - cadmium and zinc finished to 
eliminate corrosion on the unit itself. 
Blackhawk’s new EMT fittings are rain 


tight. Quality controlled at every phase 
of the manufacturing. Available in a 
complete range of sizes. 

Find out why these small, easy to use 
fittings can save your customers time and 
money on any electrical job. 


SEND THIS COUPON TODAY 


Blackhawk Industries 


r 
i 
: COMPARE SEND FOR YOUR FREE SAMPLE TODAY! 
! 
4 
1 
| 


Please send my free sample of Blackhawk fittings. 


Name 7 


Box 708 Dubuque, lowa 
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Blackhawk Industries, Dubuque, lowa 


___ State 





Where the new ideas come from 
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TIMES and TRENDS 





1961—At Least It Should Be Interesting 


As 1960 came to a close, some fancy phrases were 
penned to describe the state of economy. Two of the 
more exotic: “high level creeping stagnation” and 
“negative signs hold a thin margin of dominance.” 
Notably missing were such adjectives as “soaring” 
and “sizzling,” which were encountered so frequently 
just about a year ago. 

As the general economy drifted downward during 
the closing months of 1960, so did the electrical 
distributing industry. Sales for both September and 
October—the last month for which figures were avail- 
able—were below year-ago and previous month levels. 
The cumulative figure for the first 10 months shows 
volume equal to the same period of 1959. 

At the end of October, only two regions—New 
England and the Middle Atlantic states—showed 
gains over the first 10 months of 1959. The West 
North Central and Pacific regions were down sharply 
on the basis of this comparison. Yet within these 
regions and others, the trends among individual 
wholesalers were mixed (page 58), 

Not only are 1960 sales results mixed, but so 
are 1961 sales expectations. Of 173 independent dis- 
tributors participating in ELECTRICAL WHOLESALING’S 
Annual Outlook Panel, 121 anticipate an increase in 
the over-all sales of their own firms, 19 forecast no 
change from their 1960 levels, and 33 expect that 
their volume will decline (page 37). 

Variety also characterizes the comments that dis- 
tributors jotted on their survey questionnaires. These 
notations cover many subjects—particularly trade 
problems—and spell out the industry’s fears and 


hopes as we enter 1961. Here’s a sampling: 

On the virtues of a rough year: “. . . while 1960 
has not been a good year for our business, it has 
been responsible for many good things that we were 
not able to accomplish in the boom years that pre- 
ceded it. . . .”——Florida. 

On the virtues of good policies: “. . . The manu- 
facturers who have realistic pricing and policies and 
live with them are prospering and showing growth 
in spite of their competition. . . ."-—New York. 

On long-term ills: “We are a ‘sick’ industry. Profits 
are far too inadequate for risk involved and services 
performed. We all know what is wrong, but each 
wholesaler feels he can’t correct it alone, so he goes 
along in the same rut. .’—California. 

On long-term advantages: “. . . The matter of 
service is still important to a segment of the business, 
and efforts will be concentrated on that phase” 
Indiana. 

On manufacturer competition: “. . . I find several 
of the large manufacturers are reserving the right 
to sell government contracts direct at distributor’s 
cost, also to large industrials. .”’—Alabama. 

On manufacturer cooperation: “ I think more 
manufacturers are giving more consideration and 
cooperation to the distributor. Many are going to 
selective distribution. Some are cooperating 100% 
on OEM sales. .’—Missouri. 

On just plain truth: “This business gets rougher, 
tougher and more unethical each year, but it’s still 
interesting and challenging’—Texas. 

All in all, it looks like an interesting year. 


Reflections on DJ's Big Win 


With mighty swings of its night stick, the Depart- 
ment of Justice has clobbered many of the nation’s 
leading electrical manufacturers. On December 8, 19 
companies pleaded guilty to price-fixing or bid-rig- 
ging charges (page 82). The outcome of what has 
been described as the “largest criminal case in the 
history of the antitrust laws” is viewed as a stunning 
victory for DJ’s Antitrust Division. 

Such is the magnitude and drama of this coup that 
it has no parallel. It is a curious fact that only on TV 
melodramas do law enforcers usually enjoy so com- 
plete a triumph. In real life, major crime—which 
price-fixing isn’t—often flouts and foils the law. When 
you consider the number of offenses that far out- 
weigh price-fixing on the scale of criminality, and 
which go unapprehended and unpunished, questions 
arise as to (1) the effectiveness of law enforcement 


generally and (2) the equity with which our laws are 
enforced. In regard to the latter, it would seem that 
some individuals and organizations are easier or 
more attractive marks than others. Such an approach 
is hardly even-handed justice. 

What’s more, there are criminal acts that are hardly 
covered by our laws. Organizational or “blackmail” 
picketing is one of them. It can destroy a company and 
create a monopoly faster than a group of competitors 
who gang up to fix prices or split markets. Yet the 
only penalty for organizational picketing is the possi- 
ble issuance of an injunction, which is less than a slap 
on the wrist. 

Law enforcement has won a smashing triumph in 
the area of antitrust, but its very completeness serves 
to emphasize the inequities that exist under our laws. 
And this is no apology for price-fixing. 
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is appearing in leading electrical publications to 
help distributors sell more Blackburn products. 


WAY 
TO FINISH A JOB 


MULTIMOUNT LUG 


SINGLE LUG 


TWIN LUG 


SPLICER 


Socket set screws 
furnished as standard. 

Hex head screws available 
on all fittings at no extra 
cost. L35 and L70 furnished 
with slotted screw to 
allow tightening 

with screwdriver. 
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TERMINAL LUGS AND SPLICERS 


e Quickly installed—No Special Tools Required 

e Highest Quality Materials Throughout 

e Rugged, Durabie Construction; Compact Design 
e Choice of Bolt—Screw, Socket or Hex-head 

e Economically Priced 
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Available Through Electrical Wholesalers Everywhere 
Write for Latest Lug Bulletin Containing Specifications and Prices 


WOODSON RD., ST. LOUIS 14, MO., WYdown 3-9430 





TOP OF THE NEWS... and its significance to you 





Change of Pleas 
Averts Antitrust Trial 


Defendants Test 
Customer Reaction 


Electrical Inspectors 
Charged With Bribery 


Industry Acts On 
“Buy American” Policy 


Lighting Forum 
Highlights Exposition 





A mass antitrust trial of 29 heavy electrical equipment manufacturers 
was averted last month by changes in pleas. The out-of-court settle- 
ment was accomplished at a re-arraignment in a Philadelphia Federal 
Court. After the government dropped its opposition to no contest 
pleas, 19 of the defendants pleaded guilty to some indictments and 
no defense on others. Ten companies entered no defense pleas only 
For details on the trial see News For the Industry, page 82. 


General Electric Co., Westinghouse Electric Corp., and Allis-Chal- 
mers Manufacturing Co., have announced they will initiate coopera- 
tive studies with all customers to determine if violations of antitrust 
laws had hurt these customers financially and, if so, said they would 
remedy those situations. The companies’ move was seen as a means 
of forestalling court proceedings. The federal government and at least 
five states are studying the possibility of instituting damage actions. 
The five states considering taking action are: Texas, Maine, California, 
Wisconsin, and Minnesota. 


Thirty-eight New York City electrical inspectors have been accused 
of taking bribes. The men were identified by five witnesses at a hear- 
ing conducted by the State Investigation Committee. The witnesses, 
an electrician and four electrical contractors, testified it was standard 
practice to pay inspectors to expedite approval of work. The amounts 
ranged from $10 to $25 a bribe. Armand D’Angelo, New York City 
Commissioner of the Department of Water Supply, Gas and Elec- 
tricity, has indicated action has been taken to close down eleven of 
the electrical contracting companies. Although they were given im- 
munity from criminal prosecution, the contractors are still subject to 
administrative regulations, which could result in loss of city licenses. 


The National Association of Machine Tool Builders and the National 
Electrical Manufacturers Association have both urged Buy American 
tightening after the President’s recent decree on balance of payments. 
The Buy American policy is aimed at reducing government dollar 
spending abroad to help correct the U.S. balance of payment deficit. 
For full story see page 92. A Cleveland utility has clearly defined its 
Buy American policy. Cleveland Electric Illuminating, in a written 
statement sent out to selected suppliers, explained that “the objective 
of this policy is to promote the growth and development of industry 
in the United States generally and in our territory in particular, and 
a favorable attitude toward the company of our suppliers.” Where 
foreign purchases are made, they are based on: (1) items not manu- 
factured domestically; (2) items not currently available from the 
domestic market; and (3) items for which there is inadequate domestic 
competition. 


The World Lighting Forum, consisting of nine symposiums, will high- 
light the 3rd National Lighting Exposition, March 5-8, at New 
York’s Coliseum. Speaking at the forum will be Sy Shemitz, president 
of C. S. Mersick Electric Supply Co., West Haven, Conn. Shemitz 
will discuss residential lighting, for which he has received many 
awards. 
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YOUR CONTRACTOR WILL SEE AND READ THIS AD 
MAKE SURE YOU'RE “iN STOCK” , 


RACO ‘QQ’ Quick Clamps save you 10¢ on 


every installation...*9°° on the average home 





Now...a new, faster way to install non-metallic 











cable...and save on every job. With the new 
RACO “Q” Quick Clamp, you just slide the 
cable in. No screws or screwdrivers. Holds Available in switch boxes 

(including beveled corner 


cable tightly. Available in square-cornered boxes) and outlet boxes. 


switch boxes, beveled corner switch boxes and 


*Trade Mark 


outlet boxes. ~ | 
= 
| 


To remove cable, 
release clamp pressure 
with screwdriver 


RACOK ALL-STEEL EQUIPMENT INC. 


Aurora, Illinois 
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NEW PRODUCTS 





Air Cleaner 


Electronic system 
electrostatic principle 


operates on 


Two-stage unit said to have efficien- 
cies ranging up to 90%. Can be in- 
installed with any type of forced air 
central heating or cooling system in 
new or existing homes. Can be mount- 


ed in any position—vertical, horizon- 
tal or at an angle. Unit has power 
door assembly, cabinet assembly 
frame with mounted clogged filter 
indicator, protective lint screen 3-in 
2-stage air cleaning cell and air flow 
distributor. Unit includes living area 
control panel. e Minneapolis-Honey- 
well Regulator Co., Minneapolis. 





Conduit Adapter 

Provides lateral take-offs to con- 
duits at 45-deg angles 
Grey iron casting adapters have two 
large conduit openings, 1'4-in size, 
each at 45-deg angle to the raceway, 
maker says. The 45-deg angle per- 
mits entrance of two conduits to duct 
or two separate from duct to 
independent units. Conduit openings 
may be reduced to smaller sizes of 
conduit by standard reducers. Interior 
surfaces of fitting are smooth; raised 
duct stops are ramped to assure con- 
tinuous flow of conductors through 
unobstructed raceway. e Wheatland 
Electric Products Co., Carnegie, Pa. 


feeds 


Outdoor Lantern 
Photoelectric cell 
turns unit on and off 


automatically 


Sentinel lantern, with light command 
“magic eye” post, turns on automati- 
ically at sunset, off at sunrise. Fixture 
has beveled glass panels trimmed in 
solid brass with shade 10-in square. 
Height of lantern is 18°4-in. Available 
in four finishes: polished brass, weath- 
ered brass, black on brass, and white 
on brass. Lantern fits any post with 
3-in outside diameter. Photoelectric 
cell unit can be used separately as wall 
bracket control up to 200-w, and also 
can be controlled by switch. e Thomas 
Industries Inc., Moe Light Div., 
Louisville 2, Ky. 
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Baseboard Heater 

Designed for use in bathroom, has 
dual voltage feature 
Electric glass radiant heater has 2-ft 
baseboard rated at 600-w for opera- 
tion on either 120- or 240-v. Said to 
warm cold tile floors while providing 
entire room with draft-free heat. De- 
signed for surface mounting, it ex- 
tends 2-in from wall. Heater has built- 
in thermostat and comes in either 
polished chrome finish or satin grey 
enamel. Wiring diagrams, packed 
with each heater, explain dual voltage 
feature. e Berko Electric Manufactur- 
ing Corp., Queens Village 28, N.Y. 


Troffers 

Series enables a variety of archi- 
tectural ceiling patterns 
Series of 4-ft x 4-ft troffers available 
with either of two shieldings: poly- 
styrene plastic dish or plastic louvers. 
Shielding is contained in a door frame 
that hinges or opens from eitker of 
two sides. Troffer is placed in ceiling 
opening and leveled from below by 
turning four screws. Units come in 
three types: F type flanged used in 
ceiling supported by 112-in channel or 
other supporting members, P type 
used in metal pan ceilings supported 
by T-bars, G type used in inverted T 
systems which are tilted and placed in 
position. e Smithcraft Lighting, Chel- 
sea 50, Mass. 


Water Heater 


Electric immersion unit for com- 
mercial, industrial and home use. 


Installed by screwing into tank 
through |-in standard pipe opening. 
Connects to ordinary 120-volt circuit. 
Features built-in thermostat said to re- 
spond quickly and accurately to pre- 
selected temperature. Completely en- 
closed in sheet-steel housing. Any 
temperature between 100-deg and 
180-deg F may be selected. Comes 
in seven sizes from 750-w to 3000-w 
Units also available with heating ele- 
ment and screw plug only. e Edwin 
L. Wiegand Co., Pittsburgh 8, Pa. 


Speed Drive 


Said to be most compact and 
lightest type in the industry 


Fractional horsepower variable drive 
has speed ranges from 4660-rpm to 
1.2-rpm, with up to 10 to | variation. 
Offiered in %4, 42, and % horsepower 
ratings. Called Speed-Trol, said to have 
shortest overall dimension and is up 
to 15% lighter than similar units. 
NEMA standard dimensions for shaft 
height and diameter permit substitu- 
tion with standard motors. Electrical 
characteristics: single phase, three 
phase; drip-proof, totally enclosed 
and explosion-proof. Can be foot 
mounted or face mounted and is 
available with right angle and helical 
gears. e Sterling Electric Motors, 
Inc., Los Angeles 22, Calif. 


Pushbutton 


Single unit combines pushbutton 
and indicating light 


Illuminated pushbutton incorporates 
color-coded, molded type transformer 
designed to be immune to voltage 
surge lamp damage, according to 
manufacturer. Can operate with mul- 
tiple contact blocks with any com- 
bination of N.O. or N.C. contacts 
Features include base and one-hole 
mounting, plastic lenses in red, blue, 
amber, green, clear or white. Avail- 
able for 110, 220, 380, 440 and 550- 
v applications. e Cutler-Hammer, 
Milwaukee, Wis. 
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ROYAL PVC Caps and Connectors 
in non-interlocking and ROYALOK (interlocking) types 


Why stock attachment caps and connectors in a variety of materials 
and designs when one all-viny] line — Royal PVC — is right for every 
job, every customer? Royal PVC devices last longer because they’re 
made stronger — can’t break, crack or chip. Oil, grease, acid resistant, 
too. Other easy-to-sell features include dead-front caps . . . one-piece, 
all-vinyl connectors . . . blades and contacts permanently locked in 
solid vinyl. Black and grey; 2-wire, 3-wire, 4-wire, 125V and 250V. 


See your Royal representative for details on the big PVC line! 


January, 1961—ELECTRICAL WHOLESALING 


ROYAL ELECTRIC CORPORATION 
PAWTUCKET, RHODE ISLAND 


in Canada: 


Royal Electric Company (Quebec) Ltd., Pointe Claire, Quebec 





NEW PRODUCTS 





Outdoor Fixture 


For use in gardens, around buildings 
and outdoor displays 


Weather-proof fixture is for flush in- 
stallation in earth, concrete or plas- 
ter. All-cast aluminum said to assure 
maximum resistance and 
unit is fully sealed to meet all weather 
and grade conditions. Designed for 
i5S0-w Par 38 flood or lamp, 
sealed beneath clear-crystal tempered 
lens, fixture has internal adjustment 
which permits aiming of lamp in any 
direction up to 30 deg off vertical. 
Standard unit is 9-in x 9-in and is 
tapped for %-in conduit side entry 
Other size and entry specifications 
available. @ Prescolite Manufacturing 
Corp., Berkeley, Calif. 


corrosion 


spot 


Slide Switch 


Unit has triple pole, double throw 
circuit 
New model slide switch, type SW-369, 
with triple pole, double throw cir- 
cuit, has been manufac- 
turer's line. Suitable for use in audio 
systems, electronic measuring devices, 
home appliances and industrial con- 
trols. Rated at 3.0 amps, 125-v ac-de 
Similar models available in other cur- 
rent ratings. All terminals in com- 
mon plane. Both terminal and con- 
tacts silver plated, and standard units 
feature “short” terminals, with nom- 
inal 0.575-in dimension from mount- 
ing surface to tip of terminal. e Con- 
tinental-Wirt Electronics Corp., Phil- 
adelphia, Pennsylvania. 


added _ to 


Ground Strap Fitting 


Applicable where joining conduit to 
grounding devices 


New type ground strap fitting is said 
to speed up installation and insure a 
positive ground. Flexible strap type 
clamp facilitates installation when 
joining conduit to grounding devices. 
Only one connection for both wire 
and strap is required with this type 
clamp, manufacturer says. e H. B. 
Sherman Mfg. Co., Battle Creek, 
Mich, 
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Load Center 


Three new aluminum combinations 
available 


Providing space for six 240-v, 2-pole 
circuits, new combination units offer 
convenience of meter socket and cir- 
cuit breaker load center within same 
enclosure. Three ratings available: 100 
amps; 150 amps, and 200 amps. All 
have surface mounted raintight enclo- 
sures and single-phase, 3-wire devices 
designed for installation on 120/240- 
systems. Insulated groundable 
neutrals are standard. e Circuit Pro- 
tective Devices Dept., General Elec- 
tric Co., Plainville, Conn. 


Vv ac 


Lampholder 


Feature frees both hands, permit- 
ting easy wiring 
Unit is candelabra base lampholder, 
and has feature which frees both 
hands, permitting easy wiring without 
removing caps. Lampholder is rated at 
75w-125v. Suitable for holiday light- 
ing displays. Devices will accommo- 
date from No. 20 to No. 12 A.W.G. 
stranded wires. Leviton Mfg. Co., 
Brooklyn 22, N.Y. 


Accomodates every type of cover, 
plate and wiring device 
Three series of completely inter- 
changeable FS boxes include: weath- 
erproof boxes taper threaded for rigid 
conduit; boxes with “rivet-point” lock- 
ing for thin-wall EMT; 
and specification-grade line with com- 
pression-fittings. Units are precision 
diecast aluminum in new design for 
greater structural strength with less 
weight. Series feature grounding 
screws, inside mounting knockouts, 
back drainage “feet” to prevent wall 
streaking, and exterior hub construc- 
tion for maximum wiring space. All 
three UL-approved and available in 
14-in and 3%4-in sizes with 10 different 
hub styles. e Stonco Electric Products 
Co., Kenilworth, N.J. 


set screws 


Louver 


Cubicle construction said to diffuse 
light 55 degrees 


New louvers said to provide extra- 
ordinary low brightness appearance 
with utmost lighting — efficiency. 
Viewed from an angle, louver’s cubi- 
cles blend-in effect and hide 
lamp source for optimum light dif- 
fusion. Unit adaptable to luminous 
ceilings or install in individual fixtures 
of any length or width. Louver is of 
one color stable construction 
Panel size is 2334-in x 47%4-in. Can 
be cut or grooved to meet any re- 
quirement. Available in white, pink, 
green, yellow, blue and gray. e Amer- 
ican Louver Co., Chicago 30, Il. 


create 


piece 


Motor Starters 


Unitized construction with front 
removable components 


New concept in motor control design 
through 30 hp, 550-v, offers unitized 
construction with all component; 
front removable. Features include 
plug-in type push buttons or selector 
switches, easily added in the field 
Thermal overload relays with trip in- 
dicator are trip-free and  tamper- 
proof, maker says. Third overload 
can be added in field without changing 
enclosure. @ Furnas’ Electric Co., 


Batavia, Ill. 


Switch 


Unit works mechanically by rocking 
action 


Available in flush or interchange 
types. Designed for 15-amps, 120- 
277-v or 20-amp, 120-277-v, ac. 
Called Touch-a-matic, unit assures 
contact by either pushing, rocking or 
touching motion. e Eagle Electric 
Mfg. Co., Inc., Long Island City, N.Y. 


Luminaire 


Wraparound unit is fully enclosed 


and shielded 


Shallow type luminaire has apparent 
depth of 2%-in when viewed from 
side. Refractor-diffusor lens designed 
to distribute 88% of light to working 
plane and 12% of light to side walls 
and ceiling. Channel is grooved to ac- 
commodate sliding clamp type hang- 
ers. e Mitchell Lighting Div., Comp- 
co Corp., Chicago, Hl 
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Id THE'SOUND 
OF QUALITY 


.-- in the NEW ADVANCE 


Sound Conditioned 40-Watt ‘ 
Two-Lamp Rapid Start SOUND RATED 


Fluorescent Lamp Ballasts 


Now, through continuing research and development, Advance engineers bring to the lighting in- 
dustry these new “A’’ QUIET-RATED fluorescent lamp ballasts that absorb the magnetic vibration 
of the core and coil before it becomes sound. This is a new concept that is only presently possible to 
achieve with the use of a special THERMO-PLIABLE COMPOUND. These new ballasts also incorpor- 
ate the exclusive Advance “KOOL-KOIL” principle. They operate cooler, give up to 15% more light 
output and increase ballast life 3/2 to 4 times over ordinary ballasts. 

For silent lighting installations in schools, hospitals, libraries and other critical areas where absence 
of noise is the primary consideration, specify ADVANCE “A” QUIET-RATED fluorescent lamp bal- 
lasts. Catalog No. RQM-2S40 for 118 V. operation. Catalog No. VQM-2S40 for 277 V. operation. 


“The Heart of the Lighting Industry” 





orid’s Lorgest Exclusive 
Monutacty of 
lvorescen © ° 


2950 NO. WESTERN AVE. CHICAGO 18. ILL. U.S.A. 


Mfg. in Canada by: Advance Transformer Co., Ltd 5780 Pare St., Montreal, Quebec 
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PNep ge). V-wslem oi y-wal, (oe NEW PRODUCTS 
DESPITE POWER FAILURE hinges 


7-Day Time Switch with Multi-pole 400 cycle type relay for 
all power applications 


20 Hour RESERVE POWER! Newly designed 115-v, 400-cycle re- 

moa lay features self-wiping contacts. Unit 
will handle 10-amp loads at 28-v 
dc/115-v ac, including 400 cycles. 
High-speed relay will handle all 
power applications, manufacturer 
says. Available up to 3PDT, with 
an octal plug and with clear poly- 
styrene high-seat cover. Dimensions: 
%-in sq x 2 1/16-in high. Mounting: 
8 pin octal plug in for standard 
DPDT; 11 pin type octal plug for 
3PDT. e¢ Kurman Electric Co., 
Brooklyn, N.Y. 





Power Transistor 


Designed for use in automation 
devices 





New military PNP germanium power 
transistor, JAN-2N158, available for 
use in automation devices to operate 
relays, control servo motors, and 
drive magnetic amplifiers. Other ap- 
plications include low-speed switches, 
audio and sawtooth oscillators, and 
Ventilating, and Lighting audio power amplifiers. Maximum 
. ° sn ue ratings at 25 deg C are: 60-V 
\ in Schools, Public Buildings collector-to-emitter voltage, 2-amps 
and Offices. emitter current, 17-w dissipation, and 

65 to +85 deg storage junction 
temperature range. @ CBS Electron- 


Check These Exclusive TORK Features: ics, Div. of Columbia Broadcasting 
ne | System, Lowell, Mass. 





Ideal Control for Heating, Air Conditioning, 


@ Should power fail precision spring mechanism takes over 
instantly .. . keeps on time for 20 hours! . 
@ When power resumes electrically wound spring rewinds 10 | Switches 
times faster than used. Designed for both ground support 
Up to 12 operations a day with 2 hour minimum settings. and aircraft equipment uses 
Dial revolves once a week permitting longer or shorter peri- : : 
ods of operation for each individual day, as well as skipping | Model J3136 is moistureproof, push- 
selected days. | push, two circuit switch rated at 5- 
Choice of easy-to-set tab-type tripper dial . . . OR conven- amp, ind. or 10-amp. res. 28-v dc; 5- 
tional ON-OFF dial! | amp ind. or 10-amp. res. 120-v ac. 
Available with Single Pole Single Throw, Double Pole Single | Measures 11%2-in in length. Model 
Throw, Single Pole Double Throw, and Double Pole Double 3336 3 > > , 
he | J3336 is double pole, double throw 
Throw switching. witch rated at 1 28-v d 
fitch rated at 1-2 . 28- “ . or 
Highest capacity of any 7-Day Time Switch . . . up to 55 , . : as 7 — . si yom - , 
Amperes per pole. -amp. - -V : ac res. e Contro 
@ Compact, rugged design...same size as 24 hour models! Switch Div., Controls Company of 
@ Available without case, with bracket . . . or with Flush En- America, Folcroft, Pa. 
closure, for panel meunting! 


Here is the safest, most dependable Time Switch made . . . designed Boxes 
to meet the highest quality standards of Consulting Engineers and Two-gang outdoor boxes. with 


Architects. Insures comfort — no danger of Time Switch failing to ° 
operate when needed due to power failure. Economical too! No threaded outlets introduced 


need for service screws to reset Time Switch after power failure. Two-gang weatherproof boxes fea- 
ture 6 and 7 openings in 2-gang 
boxes. Six-opening box has 3 outlets 
on one end, 2 on other end and 1 on 
back. Seven opening box has 3 out- 
lets on each end and 1 on back. 


tn Conuites Stiessiaiins tabtiae’ anaes : All boxes individually packaged with 
n : M be we . : 

gi ; ew Sane Haeeewe 2 aluminum plugs in 2-color pack- 
Most Complete Line of Time Switches for Heating, Ventilating, Air Con- | id avs 
ee Sere Water Softening, Sewage Disposal, Pumping, and ages. Boxes are 442-in x 4%-in x 
aE eS SENG | 2-in deep. Made of cast aluminum 


© Bell Electric Co., Chicago, Ill. 


TIME CONTROLS, inc 
MOUNT VERNON, NEW YORK 
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EMBOSSED LABELS in SECONDS with 


DYMO 


M-2 Tapewriter 


ary) 


qv 





DYMO 
vinyl and metal 


pressure-sensitive 


labeling tapes 


Red, grey, black, brown, 
blue, green, yellow and 
clear vinyl tapes. In 
metals: stainless steel, 

aluminum, lead, and 
copper with or without 
adhesive backing 


WRITE FOR FREE SAMPLES AND INFORMATION INDUSTRIES, INCORPORATED 
sas i yea 2546 - 10th ST., BERKELEY 10, CALIF. 
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Under 
this | 
lynamic 

new 
signature 
Edwards 
moves 
ahead 


EDWARDS 


This is the “new look’’ of the Edwards 
Company. We're on the move into a new 
era of growth and expansion in organi- 
zation, in service and in products to meet 
the demands of ever broadening markets. 
mw And as Edwards grows, so will your vol- 


. ume and profits, because our long-stand- 
_ ing distributor policy will always apply: 


je fou will never be undercut by 
Edwards selling direct 


wileu will share in the sale of every 
Edwards electrical product 


wie will continue to be protected 
by Edwards rigid one-price policy 


Te Sonar will continue to partici- 
pate in your stock control program 


4 You'll always be able to rely on the 
Edwards man in the field for sales 
and technical assistance 


We will continue to support your sales 
and service activities with every resource 
at our command. Edwards Co., Inc., 
Norwalk, Conn. (In Canada: Edwards of 
Canada, Limited, Qwen Sound, Ontario) 











WHY THE INSPECTOR SMILES: Here for the tirst time is 
complete NON-INTERCHANGEABILITY in fusible service 
equipment that will pass the most rigid inspection. (As 
you know, effective January 1, 1961 the National Elec- 
trical Code requires the use of type S fuses only! 


CONTRACTORS SAVE MONEY ON EVERY CIRCUIT: Compliance 
with the code normally requires the additional expense 
of buying and installing fuse adaptors. With Federal 
Pacific’s new 301PS15 and 301PS30 Stab-in fuse blocks 
you subtract these costly extras from every circuit in- 
stalled because the 301PS enables you to install non- 
interchangeable type S fuses without adaptors. 


AND THIS IS NO FOOLING, EITHER! Al! Type SF fusible serv- 
ice equipment is absolutely fool-proof! An exclusive 
locking clip, supplied on all SF Stab-in units, makes it 
impossible to remove the unit once it is installed, except 
with a tool available only to qualified electricians. What's 
more, there’s no fuse shell in the 301PS, so it’s impossible 


to jump the fuse holder with a penny or washer. A re- 
quest for Bulletin FB-1-1110 will bring you complete 
information on how you can comply with the code, speed 


inspection approval and increase your profits. Federal 
Pacific Electric Company, 50 Paris St., Newark 1, N. J. 


FEDERAL PACIFIC ELECTRIC COMPANY 
FPE 


growth through creative energy 





Door Opener: 
There's ae f | voce alee 


OOF Opener a | SYLVANIA 


“NATURAL” WHITE 


Nn CVEly _ IUORESCENTS 


Great news for any retailer —a full- 


& 

spectrum fluorescent! ‘‘Natural’’ fluo- 

Vania rescents bring out the rich true colors 
\>\ in meats, foods, fabrics, make any 

te Fi product more attractive where color 

counts. (It’s due to a new Sylvania 

phosphor blend, delivering the best red 

rendition ever attained in a white 

lamp.) Big ads, dramatic ads pre-sell 

“Natural” fluorescents for you... open 

the way to hundreds of new prospects! 


— . 
New Nertural tarp pute stzrte Ian Saiee wt Coicre! Gtores 


VANIA _ 


Door Openers to keep doors open with every Syivania sale! Lower TCL does 
it...and Special Analyzer Kits do it .. . and only Sylvania backs up every sale with Catjlid \\ 
this exclusive Certified Performance Policy: “If at any time a Sylvania Fluorescent Lamp Plounance | 
fails in your opinion to provide better performance than any other brand fluorescent Ploy Pa 

lamps, on the basis of uniformity of performance, uniformity of appearance, maintained FLUORESCENT 
brightness and life, it may be returned to the supplier for full refund of purchase price.” — 





Sylvania competes with other brands, not with its own distributors. { = == = 
All Sylvania Lighting distributors are independents. They’re growing, and so ————“rasx,, 
are we. Let us show you how much it can pay you to open your door to Sylvania Lighting. _——- 
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Door Opener: 


the lamp that delivers 212 times 


more light than standard 
fluorescents —of same size. 


SYLVANIA 


VHO 
POWERTUBES | 


There are plenty of lighthouses that 
don’t deliver as much light as one 
Sylvania VHO Powertube. With this 
kind of performance, they deserve to be 
big sellers. And they are! VHO (Very 
High Output) Powertubes not only 
deliver twice the light of standard fluo- 
rescents, they’re also light in weight, 
small in size, low in cost! Sylvania packs 
*em with sales features, backs ’em with 
powerful advertising. 


~ 
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Door Opener: 


the lamp that lowers customers’ 
Total Cost of Lighting. 


SYLVANIA 
STANDARD 
FLUORESCENTS 


athe et ot > a 


Have your customers ever really 
analyzed their TCL (Total Cost of 
Lighting) ? TCL means cost of lamps 
plus power plus maintenance. Sylvania 
Standard Fluorescents prove that a 
better lamp (costing less than 10% of 
TCL) lowers Total Cost of Lighting! 
Month after month Sylvania advertises 
this message. When you offer a free 
Lighting Analysis with your TCL 
Analyzer Kit, you’ve really got some- 
thing to talk about! 


SYLVANIA J 


> ve * 
Subsidiory of GENERAL TELEPHONE & ELECTRONICS Ss) 


Lighting Division, Sylvania Electric Products Inc., Dept. 62, 60 Boston St., Salem, Mass. In Canada: Sylvania Electric (Canada) Ltd., Montreal 








New contact reliability. Parallel bifur 
cated contacts, which allow four cur 
rent paths instead of one, provide 
infinitely greater circuit reliability 
liberally designed so any current path 
carries full relay rating 








7% 


1 ih is i 


New simplified design! Cutaway view 
shows basic simplicity. Coil vacuum 
impregnated to resist damage from 
humidity, vibration, electrical stress. 
Terminals can be screw or spade type. 





At last! ‘‘Mechanical memory” latch 
as reliable as the relay itself! No ad- 
justment ever needed. Add latch at 
any time. 


| 


Space savingest relay 
you've ever sold: New 
Cutler-Hammer Compact 300° 


Versatile 300 V contro/ relay opens new market opportunities for you 


best answer yet to the need 
for an extremely reliable, small-size 300 V, 
6 amp., control relay—the new ‘‘Com- 
pact 300” from Cutler-Hammer. 

It has so many unique characteristics you 
will be able to sell it over the entire range 
of the market for relays—machine tools, 
electrical machinery of all kinds, automated 
programming—to operate solenoids, con- 
tactors, servo mechanisms—on control cir- 
cuits and even so-called dry circuits. 

Every detail known that affects relay 
reliability has been improved in the ‘‘Com- 
pact 300.”’ In fact, we’re so sure of its 
electro-mechanical reliability, the “Compact 
300” is permanently enclosed. Service prob- 
lems are eliminated. If it should be damaged 
by a fault current, your customer throws it 
away and replaces it with a new one. Its 
low price makes this practical. 


Here is the 


Controls 8 Circuits—The “Compact 
300” is so small, it controls up to eight 


WHAT'S NEW? ASK.. 


circuits in a panel space only 2” wide by 

;” high. Two, three, four, six and eight 
poles with any combination of N.O. or N.C. 
contacts are available. 

Best of all, an exclusive new ‘‘mechanical 
memory” latch can be added at any time. 
It has a life equal to that of the relay. 
Get all the sales-producing facts from your 
Cutler-Hammer representative or send for 
Pub. LO-79-A247. 


What's new at Cutler-Hammer? 
New, better products are flowing con- 
tinually from our research laboratories to 
give you the competitive edge. New sales 
engineers have been added to give you more 
help in the field. New distribution methods 
give you better back-up stock service. Many 
other details are helping to put the Cutler- 
Hammer distributor in the best selling situ- 
ation possible. Like to know more? Contact 
the Cutler-Hammer sales office nearest you. 


CUTLER- HAMMER a 


cuter Hammer | Inc M 





ED 


BEFORE YOU BUY RIGID GALVANIZED CONDUIT 


Hand run a coupling on Steelduct uniform galvanized threads. The coupling will 
run free but not loose. Steelduct galvanized threads are sharp and clean because 
the Steelduct galvanizing process produces a measured uniform coating, free 
of any excess deposits of zinc. Uniform galvanized threads by STEELDUCT cut 


installation costs by eliminating rusty threads and assuring free running couplings. 


THE STEELDUCT COMPANY 


REPUBLIC STEEL BUILDING YOUNGSTOWN, OHIO 
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from the Ground UP... 


SERVICE ENTRANCE EQUIPMENT 
keeps installation costs DOWN... Makes Selling Easier! 


DUAL-GRIP 
ENTRANCE HEADS 


Built-in connector clamp de- 
signed for fast, easy connection 
to conduit. No special fittings 
needed for EMT ... no threads 
to cut on rigid. Complete range 
of sizes: 4%” through 3” 


g 


ENTRANCE ELBOWS 


Now available in extra-long 
length for easy pulling of con- 
ductor. Compact .. . completely 
weatherproof ... deep cut 
threads assure quick, effortless 
installation! 


SURE-SAFETY 
GROUND CLAMPS 


The only complete line of bronze 
clamps for 14” to 4” pipe. 3 types 





handle all needs. Swinging tops 
for faster installation! 


J. A. WEAVER a 


* 
* 
ae 
ee 
see 
eee 
sees 
eee 
ease 
Bt 
one 


2110 Howard St. « St. Louis 6, Mo. ¢ GArfieid 1-6336 
sree STOCK THE COMPLETE WEAVER LINE NOW! 


Samples are available for demonstration . . . no charge, of course. Write today . . . specify exact items desired 
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Villy Jupurvun tal 16d VUTID, GiIp>s anu uninys, 


ONLY ONE JOBBER-PROFIT | 


AMifnvec HM. 1G Ulily wUllaye 1esie: iid! diSO Measures current, 


AMPROBE’S jobber-profit program works hard five ways to bring you more profits, more 
sales in 61. These five ways are described briefly below. See your AMPROBE Representa- 


tive today for complete details. 


1 PRODUCT DEVELOPMENT. Three revolutionary new prod- 


ucts, developed out Pyramid research, join the 
AMPROBE RS-3 and AMPROBE Jr. snap-around 
this year. All are designed to help you 
and to serve you a better 


famous 
instruments 
serve your customers better, 
helping of sales. 
2 100% JOBBER PROTECTION. Anj 
where makes a profit for 
And, since AMPROBEs sell 
tion you can bank on 


AMPROBE sold 
a jobber somewhere. 
protec- 


any- 


rywhere, this is 


SALES TRAINING. AMPROBE furnishes your salesmen 

with a complete supply of manuals, catalogs, bul- 
letins and other instructional materials—and then 
holds clinics to make sure those materials used 
properly and profitably! 


SALES INCENTIVES. AMPROBE’s fabulous “Shirt Cam- 

paign” for distributor salesmen has become an 
eagerly anticipated annual event. It and similar timely 
incentive programs keep up salesman excitement 
sales volume! 


are 





oe a 


~ 


To be announced February, 1961 To be announced April, 1961, To be announced September, 1961 


PROGRAM GIVES YOU ALL FIVE! 


SATURATION ADVERTISING. AMPROBE is presold for you of prospects plus point-of-purchase displays seal 


through a schedule of dramatic advertising inserts the sale. Proof? A 


ait 


od survey by a leading electrician 
in all the major trade publications your customers 


publication reveals that AMPROBE is the brand more 
read. A continuous program of mailings to thousands 


of your customers know and want. (Details on request.) 


roo 
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Probe for Profits with Pyramid 


PYRAMID INSTRUMENT CORPORATION, LYNBROOK, NEW YORK Canada: Atlas Radio Corp., 50 Wingold Ave., Toronto, Ont 












© UPA PICTURES, INC. 


SKY’S THE LIMIT FOR 





You'll “Rocket to Profit” with PO.PS. 


Some people just have a good product 

. . and expect the world to beat a path 
to their door! But today it takes equally 
good packaging, displays, merchandis- 
ing, and advertising to win maximum 
success at the cash register. And G-E 
Bulbs have rolled them all up for you in 
a Point-of-Purchase Selling System that 


is absolutely tops in its field! 


PRODUCT. .. First as always with 
the big improvements, including the 
smaller, brighter, whiter 100-watt 
bulb that fits where 100’s never went 
before. 


PACKAGING ... All-new designs 
with great big wattage numbers that 
customers can see clear across the 
store. 





G-E BULB PROFITS! 


when you join General 
Electric’s Mister Magoo on his 
TV flight to the moon! 

y \ 
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BLAST-OFF TODAY! 


NOW’S THE TIME to alert your dealers to get set 
for the profit-makingest G-E bulb promotion 
ever... biggest event since “Ballots for Bulbs” 
last Fall. The nearsighted Mister Magoo, nar- 
rowly beaten in the Presidential race, will be the 
First Man on the Moon... in more than 10,000 
TV spots on local stations and nine network 





shows, plus big magazine space. Show your 
dealers how they can ride with Magoo to a new 
profit peak—with a full stock of General Electric 


Soft-White bulbs in ALL sizes their customers 
want! Don’t wait—campaign starts February 13. 


... G-E Point-Of-Purchase Selling 


DISPLAYS ... Built to suit your MERCHANDISERS... . Designed ADVERTISING... Featuring the 


dealers’ stores, tied in with G-E for fastest turnover. See that yourdeal- inimitable Mister Magoo in commer- 


promotion to give full impact of ers have the stock to keep ’em filled cials and magazine ads that are the 


Magoo’s Moon trip. when the campaign starts Feb. 13. best in the business. 


Progress /s Our Most Important Product 


GENERAL €@ ELECTRIC 





specia/ 
attention 


is given to 


y 
EASE OF® 
BENDING 


on 


LACLEDE oriewzeo RIGID CONDUIT 


Laclede Rigid Conduit is made from open-hearth steel produced in 
Laclede's own mill. Throughout manufacture, metallurgy is closely con- 
trolled to achieve the ductility and uniformity of grain structure that 
permits smooth, easy bending. And even in sharp bends, the protective 
zinc coating on Laclede Rigid Conduit will not crack or fracture. This 
quality conduit offers many outstanding benefits: 


= Hot dipped galvanized inside and out 
™ Smooth inner raceways for easy wire pulling 


™ Precision cut, zinc coated threads, protected during 
shipment and storage with tough plastic caps 


™ Meets Underwriters, A.S.A., State and Federal 
specifications 
® Available from stock for quick delivery 


LACLEDE STEEL COMPANY 


SAINT LOUIS, MISSOURI + Producers of Steel for Industry and Construction 
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PROFITS 
up 


FOR "61 


Distributors See 
Big Year Ahea 


Big majority—121 out of 173— in EW's 
annual distributor outlook panel take 
optimistic view of their ‘61 prospects. 


Nationally, the median electrical 
distributor’s forecast for his firm 
is a 5% increase in over-all dollar 
sales. The expectations range 
from a 20% gain to a 10% drop 
Of the 173 wholesalers who re- 
sponded in EW’s survey, 121 look 
for an increase in dollar sales, 19 
anticipate no change from their 
1960 levels, and 33 expect a de- 
cline. The percentage gains antici- 
pated by the two largest groups of 
respondents are: up 10%—-say 
48 distributors, up 5‘ say 45 
distributors. 


To the question, “How do you 
think your net profits in 1961 will 
compare with 1960?” 98 distribu- 
tors say up, 13 say no change, 
and 50 say down. Relatively, the 
Far West is the most optimistic 
region: 23 say up, 1 says no 
change, and 8 say down. The 
profit outlooks in the other three 
regions are: Midwest—32 say up, 
5 say no change, 17 say down 
South—24 say up, 4 say no 
change, 14 say down; Northeast 

19 say up, 3 say no change, 11 
say down 


Up 3%—that’s the median dis- 
tributor’s expectation regarding 
the direction and degree of change 
in his operating costs. The 
medians for the Northeast and 
Far West are both higher than 
this national expectation, whereas 
the median increase anticipated 
in the South is the lowest. Of the 
163 distributors who replied, 116 
expect their operating costs to rise, 
29 anticipate no change, and 18 
look for decline. The range in ex- 
pectations: from a 10% gain to 
a 10% drop 


HE business slide during the last half of 1960 doesn’t 

dampen the expectations of electrical distributors for 

1961. As the figures on the maps above indicate 
wholesalers see upturns this year in three key areas 
sales, profits and costs (the last definitely undesired but ap- 
parently inevitable). These figures, along with the prod- 
uct sales outlooks on the next two pages, are drawn 
from an analysis of EW’s annual distributor outlook sur- 
vey. In addition, this 24-page report on ‘61 business 
prospects presents: 

e A product-by-product roundup of electrical appli 
cation trends (p. 40). 

e A forecast of sales opportunities for six basic mar- 
kets—industrial (p. 44), residential (p. 46), commercial 
(p. 48), institutional (p. 50), utility (p. 52), and dealer 
(p. 54). 

e A sampling of distributor opinion on problems and 
prospects upon entering the new year (p. 56). 

e A review of electrical distributors’ sales by regions 
during January-October 1960, plus “thumbnail sketches” 
of regional economic trends (p. 58). 


23 more pages follow in EW’s Annual Outlook and Review Report 








FORECAST ’61 


Product Prospects 
Are Mostly Up 


ESPITE the downturn in the industry’s sales during 

the last half of 1960, electrical distributors view 

their product-by-product prospects for 1961 with 
optimism. In general, EW’s distributor panel expects 
dollar sales for eight product groups to rise this year 
with volume for six others to match 1960 levels. (See 
table for median expectations nationally and regionally. 
Median, incidentally, means “in the middle.” Example: 
165 distributors submitted forecasts for their motor con- 
trol sales, ranging from up 20% to down 20%. The 
distributor in the middle—number 83—predicts a gain 
of 5%, which is the median expectation for the product 
group nationally.) 

The products most likely to gain this year are: electric 
heating equipment, commercial and industrial lighting 
fixtures, wiring supplies, motor controls, panelboards 
and switchboards, residential lighting fixtures, signaling 
equipment, and transformers. The remainder are seen 
as holding their own. 

Product-by-product, here’s an analysis of the fore- 
casts (total respondents: 173 distributors, although the 
number varied somewhat from product to product): 

e Built-in electric space heating equipment: 75% of 
the distributors responding predict an increase in their 
sales, 21% say no change, and 4% say down. One 
southern distributor expects his electric heating sales 
to be up 50%, and 32 wholesalers across the country 
are looking for 20% gains in their billings. On the 
other side of the scale are two distributors—both in 
the Far West—who anticipate 20% declines in their 
electric heating sales. Just about everywhere, however, 
the outlook is up, including Minnesota, where one 
wholesaler comments: “Plan to eliminate all appliances 
and devote effort to electric home heating.” 

e Commercial and industrial lighting fixtures: this 
phase of the lighting business seems to be regaining 
status in the eyes of electrical distributors. It ranks 
second to electric heating equipment in terms of the 
number of distributors who expect their sales to be up. 
A majority of 69% of the responding distributors 
were of this opinion, with 16% expecting no change 
from their 1960 fixture sales, and 15% anticipating 
a decline. 

e Wiring supplies: the volume prospects for these 
staples are viewed as favorable by a clear majority of 
distributors. The expectations: 68% say up, 18% say 
no change, 14% say down. 

e Motor controls: Long a favorite on the electrical 
wholesaler’s growth product list, motor controls are 
accorded high hopes for 1961. Of the respondents, 
67% expect a gain; 23%, no change; 10%, a decline. A 
particular dissenter is one northeastern distributor who 
anticipates that his motor control sales will be down 
10-20%. He explains: “Had an exceptional year, do not 
expect market sold in ’60 to repeat in ’61.” 

e Panelboards and switchboards: 61% say up, 28% 
say no change, and 11% say down. 

e Residential lighting fixitures: 56% say up, 23% 
say no change, and 21% say down. While optimism 
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dominates the outlook for this product group—38 
distributors expect their sales to be up 10% or more 
—-there is, nonetheless, a strong current of pessimism. 
Says one far western wholesaler, who anticipates a drop 
of 10%: “Competition forcing sale of lower-priced fix- 
tures.” And notes a southern distributor: “Today, this 
is getting to be a combination wholesale-retail business, 
and we are not willing or able to handle it on that basis.” 

e Signaling equipment: There seems to be much 
strength, litthe weakness in distributors’ sales outlooks 
for signaling equipment. The spread: 53% say up, 
39% say no change, and 8% say down. 
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e Transformers: 50% say up, 44% say no change, 
and 6% say down. 

e Industrial electronics parts and apparatus: 42% say 
up, 54% say no change, and 4% say down. Six dis- 
tributors—-four of them in the Northeast—expect that 
their sales in this product group will rise 20%. And 
adds a southern wholesaler: “Our big push is here.” 

e Fans and ventilating equipment: 38% say up, 41% 
say no change, and 21% say down. 

e Power tools: 34% say up, 53% say no change, 
and 13% say down. However, 21 distributors expect 
to increase their sales of this product group 10% or 
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more—one of them a far western wholesaler, who is 
“just getting started in power tools.” 

e Pole line equipment: 31% say up, 57% say no 
change, and 12% say down. 

e Motors: 31% say up, 61% say no change, and 
8% say down. 

e Electric housewares: This is definitely the low 
end—20% say up, 45% say no change, and 35% 
say down. Characteristic comments: “present market 
chaotic’”—Charleston, West Va.; “small item for us, 
becoming smaller’—Detroit, Mich.; “no longer handle” 
—Pittsburgh, Pa.; “rubbish”—Boston, Mass. 
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Trends in 1961 
Product 
Applications 


Here's a product-by-product roundup 
of electrical application trends based 
on new product types, new techniques 
of installation, design preference and 


certain requirements spelled out by 


the !959 National Electrical Code. 


N THE SCENE of today’s electrical installations, 

there are many and varied trends in the use of 

products. These trends involve new and improved 
designs of equipment, different and better ways of using 
specific types of equipment, growth in application of 
some products due to economic advantage, wider recog- 
nition of important safety advantages in certain appli- 
cations, and the emergence of some applications that 
satisfy engineers’ demands for convenience and flexi- 
bility in electrical usage or that afford ready compliance 
with relatively new Code requirements. A close look at 
some of these trends reveals a wealth of sales-loaded 
information which should be at the fingertips of every 
electrical supplies salesman. 


Lighting Equipment 

The slow-moving, but readily-discernible trend to 
higher footcandle intensities for all types of lighting in- 
stallations is affecting design of equipment. Although 
the 100-200 footcandle installations are still few and far 
between, there is acceptance of the new IES lighting 
levels, and engineers and contractors are awaiting new 
and better lamps and luminaires that will permit achieve- 
ment of the new lighting standards at substantially lower 
costs than those prevailing today. Economic sanction for 
higher level jobs is already being given by: 

1. High-lumen-output fluorescent lamps that permit 
greater light output without increase in the number of 
luminaires. Some lamps produce greater output with 
higher currents, higher input watts. Other lamps provide 
increased light output without higher watt input, the 
higher output being due to construction of the glass 
envelope or to the use of more efficient phosphors. 

2. Much more efficient incandescent lamps, including 
new reflector lamps and the revolutionary new quartz- 
iodine lamp which has a 50% increase in mean efficiency 


40 


over other incandescent sources and has a conservatively 
rated filament life of 2,000 hours—with practically con- 
stant lumen output over the life of the lamp. This quartz 
lamp is available in special reflector units for a wide 
range of outdoor floodlighting jobs, competing with mer- 
cury-vapor lighting. The lamps are available in 500- and 
1500-watt sizes. 

3. Rectangular glass-block fluorescent lamps, consisting 
of a maze of fluorescent lighted passages within a 1'2- 
inch thick glass block that may be rectangular or square. 
A typical 12-inch square unit operates at 40-50 watts 
and produces more light output than a 100-watt incan- 
descent lamp. 


Swimming Pool Lighting 

Considerable discussion has taken place throughout 
the country within recent months on the subject of safety 
in swimming pool lighting. Electrical accidents due to 
shock from 120-volt equipment for swimming pool light- 
ing have been reported. Study of the problem by various 
authorities has revealed that all such shock hazards can 
be eliminated by the use of lighting circuits and equip- 
ment rated not over 15 volts. 

Proposals have been made at section meetings of the 
International Association of Electrical Inspectors to 
place a mandatory limit of 15 volts on such equipment. 
Lamp manufacturers posed the problem of making 15- 
volt lamps of high enough wattages for such application 
There are, however, a number of manufacturers who do 
make low-voltage swimming pool lighting equipment. 

Within the past month, the City of New York adopted 
a code ruling to limit lighting for swimming pools, re- 
flection pools and fountains to 12 volts, derived from a 
suitable isolating transformer. 


Protecting Ballasts 


Protection of fluorescent ballasts is another subject 
that has come in for considerable discussion. The objec- 
tive here is to provide individual protection for ballasts 
to open the circuit to a ballast that has reached a danger- 
ous operating temperature due to improper installation, 
lack of ventilation, lamp failure, or internal shorts. Such 
protection would eliminate the fire hazard and reduce 
equipment burnouts—which cannot be accomplished by 
the relatively large sized branch circuit overcurrent de- 
vice. Ballast protection may be provided by the manu- 
facturer or by the installer. 


Surface Luminaires 


One of the most common problems associated with 
lighting installations today involves the mounting of sur- 
face-mounted fluorescent lighting fixtures on certain 
acoustical tile ceilings. The problem derives from NI 
Code section 410-74 b., which says, “Where a fixture 
containing a ballast is to be installed on combustible 
low-density cellulose fiberboard, it shall, where surface 
mounted: 

1. Be approved for this condition, or; 

2. Be spaced not less than 112 inches from the surface 
of the fiberboard.” 

And a note to the section says, “Combustible low- 
density fiberboard is considered to include sheets, panels 
and tiles which have a density of 20 pounds per cubic 
foot or less, and which are formed of bonded plant fiber 
material; but does not include solid or laminated wood, 
nor fiberboard which has a density in excess of 20 
pounds per cubic foot.” 

From the above, if a luminaire does not have specific 
approval for direct mounting on low-density fiberboard, 
some means must be provided in the mounting to main- 
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ELECTRIC heating cable is fixed to the top surface of building entrance marque« IAC is used here on ladder-type cable 
to melt snow and ice, remove weight load. Such applications—sidewalks, driveways racks for circuits from generators to 
etc.—promote electric heating in many markets switchboard and then to load centers 


tain the required 12-inch spacing from the ceiling 

the luminaire. This may be done by some type of space 
used on the mounting screws or by wood or other spacer 
that maintains the air space for heat dissipation. In some 
cases, the fixture has been mounted on a thin sheet of 
asbestos, which completely covers the fiberboard for the 


area of the luminaire 


Electric Heating 


With each passing year, the prospects for this elec 
trical application look much better. Of course, wide 
spread use of electric space heating in any area depends 
upon a number of factors. The advantages of electric 
heat are usually within economic reach in areas with 
mild winters—those areas where the yearly degree-days 
figure is low. In those sections of the country with 
moderately cold or extremely cold winters, electric heat 
will find extensive application if the prevailing electric 
energy rate is such that cost of electric heat is competi 
tive with operating cost of combustion-type heating 
systems. 

Electric heat is much cleaner than any of the other 


heating systems, with consequent reduction in home in 


terior maintenance. Installed cost of electric heating sys 

tems is favorable, with elimination of the chimney and 

reduction in the over-all Space requirements and elimi NON-METALLIC sheathed cables are used here 
nation of piping or ductwork. Individual room control for motor and lighting circuits. Note busway sup 
of temperature is still another desirable feature ply to branch circuit center 


ALUMINUM CONDUIT— in all sizes 
and applications—is gaining wide popu 
larity for its substantially reduced in 
stalled cost as well as good performance 


CONTINUED 





Trends in Product Applications (cont.) 





Ihe greatly reduced service entrance capacity require- 
ments of the 1959 National Electrical Code should have 
some effect on the electric heating picture. The new 
Code permits a connected load up to 42.5 kw on a 
100-amp service. In a typical case, a 1500-sq. ft. house 
could include a full quota of lighting and receptacle 
outlets, a 12-kw range or components, a 3-kw water 
heater, a 5-kw load for clothes washer and dryer, 15 
kw of electric heating load and up to a 15-kw load of 
unit air conditioners—all on a 100-amp service. Of 
course, the panel in such a case would have to be loaded 
with branch circuits, but the rating of the mains and 
the service conductor installation would be only 100 
amps. This would make electric heat available with a 
relatively inexpensive service cost and could be a factor 
with builders. 


Electric Appliances 

The continuing growth in the application of electrical 
appliances in the home is demanding closer attention to 
various NE Code rules on circuit design and installation. 
For instance, increased popularity of the portable elec- 
tric dishwasher was responsible for a requirement in the 
1959 Code that a grounding type receptacle outlet be 
used for an outlet installed at the sink location in a 
kitchen. This receptacle is intended to provide basically 
for connection of a portable dishwasher, which appliance 
is used at the sink location. 

Another interesting point in connection with use of 
appliances is the size of the circuit required in relation 
to the rating of the appliance. For many years, it has 
been standard to supply a No. 10, 2-pole circuit for the 
available sizes of residential clothes dryers. However, 


inspection agencies have been enforcing limited loading 
of such circuits as required by the Code for motor- 


operated appliances 


ROTATING ABRASIVE WHEEL has found highly success- 
ful application in cutting of aluminum conduit. It cuts clean 
without flaring-in the conduit at the cut. 


CABLE TROUGH continues to gain popularity in spite of 
absence of N. E. Code recognition. Here, neoprene-jacketed 
cables are supported to a double-ended main switchgear. 


The Code says motor-operated appliances must not 
load their branch circuit more than 80% of the circuit 
rating. The spare capacity in the circuit is provided to 
allow for the starting current of the motor without trip- 
ping the circuit protective device. Based on this ruling, 
although a No. 10 2-pole circuit has a maximum capacity 
of 6900 watts, the permissible load for a dryer—which 
is “literally” a motor-operated appliance—must not ex- 
ceed 80% of the circuit rating or 5520 watts. In a num- 
ber of places, the ruling has been questioned due to the 
fact that the motor is such a small part of the total 
load. It is felt that 20% of the circuit capacity is more 
than the starting current of the motor requires. 

For dryers rated over 5520 watts, up to 7300 watts, 
80% loading would require a circuit of No. 8 conduc- 
tors (type R or TW). And with the appearance of the 
high-speed dryer—rated up to 9000 watts—No. 6 cir- 
cuits will be required in many cases. 


Wire and Cable 


At present, there seems to be a trend toward elimi- 
nating the confusion of so many types of insulations on 
building wires. Although the Code lists R, RH, RW, 
RH-RW, RHW, RHH, RU, RUH, RUW, T, TW, and 
THW, the wire most commonly found on new jobs is 
either RHW in the rubber-covered types or TW in the 
plastic-covered types. There is, however, a starting trend 
to THW wire, the 75C version of TW and the plastic 
counterpart of type RHW. 

Interlocked armor cables are also gaining in popu- 
larity and are available in a very wide range of con- 
structions to meet the requirements of all types of indoor 
and outdoor applications. They are made in sizes from 
No. 12 up to 1,000 MCM, for systems up to 15 kv. 
They offer well-engineered wiring systems with substan- 
tial labor economies. 

A new type of armored cable has been introduced 
over the past few years. This assembly consists of in- 
sulated conductors within a completely sealed, corrugated 
metallic jacketing of steel or non-ferrous material. This 
is not interlocked armor cable and is not the same as 
standard UL type armored cable. This completely-en- 
closed, flexible wiring system is impervious to liquids 
and gases, highly resistant to crushing and other me- 
chanical damage and is practically as pliable as un- 
sheathed cable of the same size and construction. 

Non-metallic sheathed cable, which has been a long- 
time method for residential wiring, has also caught on 
to some extent in commercial wiring. It can provide for 
power and light branch circuiting with substantial eco- 
nomies in labor and material. And its 600-volt rating 
suits it to use in systems from 120 volts up to 600 volts. 
A comparatively new version of this cable has an outer 
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jacketing of plastic instead of the conventional impreg 
nated braid, giving the new type of NM the feel and 
appearance of types NMC and UF cables. 


Raceways 


One of the big trends in recent years is to the use of 
aluminum rigid conduit for all types of indoor and out- 
door applications. Aluminum conduit is being used, gen- 
erally, for the same applications as steel. There’s no 
significant difference in the cost of the two types. Alumi- 
num conduit, however, is roughly one-third the weight 
of the same size of steel, and there are considerable 
labor savings in the installation of aluminum. 

Aluminum conduit bends relatively easy, and _ this 
characteristic frequently produces economy through the 
use of field bending instead of the use of ells. Cutting 
of aluminum conduit up to 1%-inch size is readily 
done with a hand hacksaw. Larger sizes may be cut with 
a power cutter, although a power-driven rotating abra- 
sive wheel has been found to be the best device for 
clean cutting with no flaring in of the conduit end and 
no rough edges. Such a wheel cuts aluminum conduit 
like it was slicing baloney. 

Full lines of aluminum conduit fittings and accessory 
devices are available and generally used with aluminum 
conduit to minimize the use of dissimilar metals. It is 
common to see conduit terminals made with two alumi- 
num locknuts and aluminum bushing. The use of double 
locknuts on all aluminum conduit terminals assures a 
tight conductive path from conduit to boxes and en- 
closures, eliminating “hot” joints due to the oxide form- 
ing on aluminum surfaces. 

Another measure frequently specified by consulting en- 
gineers is the use of abrasive compound on all threaded 
joints and connections of aluminum conduit. This com- 
pound consists of a petroleum-base with suspended 
metallic particles. These metal particles provide an abra- 
sive, oxide-breaking effect within threaded surfaces. 

Aluminum conduit has been used exposed and buried 
in concrete without any exterior applications of protec- 
tive paint. For direct underground burial, however, the 
use of an exterior coat of bituminous paint or asphalt 
roofing paint or a wrap of protective tape is recom- 
mended for any metallic conduit. 

Threading of aluminum conduit is generally a straight- 
forward matter, posing no problems. Standard sulphur- 
base cutting oil may be used as the lubricant, and sharp 
cutting-dies should be used for aluminum just as only 
sharp dies should be used for steel conduit. 


Cable Troughs 


One of the most discussed products through recent 
years has been the expanded-metal cable tray and the 
ladder-type cable rack. Although there is no coverage 
of such products in the National Electrical Code, applica- 
tions of them continue to increase. Probably the most 
common application is the use of multi-conductor, neo- 
prene-jacketed cables in the tray. Correlation between 
such a wiring method and any of the Code-approved 
wiring methods is very difficult, at least. It might be 
considered to be a non-metallic sheathed cable system 
with the tray serving only as the support. Types NM 
and NMC cable, however, are specifically identified and 
are only recognized in sizes from No. 4 to No. 14 AWG. 
The neoprene-jacketed cables used with the tray system 
are generally style RR cables and may have no correla- 
tion themselves with any cable recognized by the Code. 

In recent months, there has been much pressure on 
the code-makers to take a stand on the acceptable meth- 
ods of using cable tray. Some authorities have taken 
exception to the use of individual unjacketed, insulated 
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building wires in trays. They contend that the tray does 
not afford mechanical protection and that the method 
amounts to a radical form of open wiring. The conten- 
tion of many Code authorities has been that trays and 
racks may be used only to support cable assemblies 
which can be used as wiring methods by themselves, as 
recognized in the code—armored cable, NM or UI 
cable, MI cable. 


NI Circuit Breakers 


For the next year or so, the industry will be paying 
close attention to the matter of non-interchangeability 
in molded-case circuit breakers for lighting and appliance 
panelboards. According to the 1959 National Electrical 
Code, such panelboards applied where conditions of 
maintenance and supervision are not sufficiently quali- 
fied to assure that breakers will be properly rated for 
the wires they protect must provide non-interchange- 
ability in the various sizes of breakers. The idea is to 
prevent replacement of a breaker unit with one of higher 
rating when the conductors of the circuit would be left 
without proper protection. 

The Code requires three non-interchangeable (called 
“NI”) classifications of circuit breakers rated up to 250 
volts and not over 100 amps. These classes are: 0 to 20 
amps, 21 to 50 amps and 51 to 100 amps. The Code 
says that “such circuit breakers or their multiple mount- 
ing or bussing means shall be so arranged that it will 
be difficult, after a circuit breaker has been installed, to 
replace it with’a breaker of a higher ampere classifica- 
tion.” The manufacturers of panelboards have produced 
equipment to meet the Code rules, and general wide- 
spread enforcement by inspection authorities is expected 
as of January 1, 1961. However, it is interesting to note 
that NI type circuit breaker panelboards have to be 
used only where there is not qualified maintenance in 
attendance. This, of course, includes private residences, 
stores and other commercial buildings as required by 
the local inspector. Where qualified maintenance is avail- 
able, old type panelboards can be used. 


Plug Fuses 


January 1, 1961, is the starting date for enforcement 
of the 1959 Code rule that all plug fuses must be Type 
S fuses used with holders or adapters to make the fuses 
non-interchangeable within two classifications: 0 to 15 
amps and 16 to 30 amps. And another new Code require- 
ment to keep in mind with respect to plug fuses is that, 
“Over-current devices installed in residential occupancies 
on circuits of 20 amperes or less shall be of the time- 
delay type.” Note that this includes both circuit breakers 
and fuses. Molded-case CBs are generally of the time- 
delay type by reason of their construction. But care 
must be taken to assure that fuses have a time-delay 
characteristic. 


Switches 


Modern safety switches available today have been de- 
signed to meet the heavy duty requirements of large 
power and light loads. Newer units have circuit breaker 
type mechanisms with load-interrupting ratings up to 12 
times the full-load current rating of the switch. This ca- 
pability in switches can be very important in heavy 
capacity systems where time delay characteristics in as- 
sociated fuses or CB protection can permit operation of 
the switch under heavy fault conditions. And, too, 
heavier construction of contact assemblies in switches is 
essential to withstand any possible stresses caused by let- 
through currents under conditions of severe short-circuit 
duty. 
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Manufacturing Continues Slide: 


The industrial market picture will get 
worse before it gets better, but electrical 
spending—mainly on automation and mod- 


ernization—is due for a good increase. 


INDUSTRIAL 
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Modernization to G 


HETHER you call it “readjustment” or “recession 

the current business slide will put a damper on your 

sales efforts in the industrial market for at least the 
first 6 months of 1961 

Capital spending by manufacturing industries should dip 

3 to 5%. But industrial construction now appears to be in 
line for a 7% gain in 1961—much of the rise a carryover 
from incomplete projects started in 1960. 
e Modernization the Key—Considering that industrial 
building registered a spectacular 38% gain in *60 ($800 
million}—that 7% doesn’t look bad. But you will find the 
most promising phase of the 1961 industrial market in the 
continued and heightened emphasis on modernization of 
existing plants and equipment, rather than in any increase 
of capacity 

What does this mean to you? You most certainly will 

feel the spending cutback—but not as badly as those sell- 
ing other industrial products. Why not? Because electrical 
work continues to take an increasing proportion of dol 
lars not only in new construction, but also in the efficient 
modernization of existing buildings. Manufacturers can 
cut new construction to the bone but competition, costs 
and depreciation dictate streamlining of production facili 
ties. 
e Electrical Work Up—tThe electrical share of industrial 
spending for new construction and modernization is due 
to rise in 1961. The total: $527 million—a gain over the 
1960 figure of $480 million 

The steel industry offers a case in point in considering 
electrical modernization opportunities. By December 9th, 
steel production had dropped to 48.3% of capacity—the 
lowest level of the year for a non-holiday period. Some 
steel company executives renewed a drive to discontinue 
publication of the weekly operating rate forecasts. Their 
reason: much of the industry's current capacity is obsolete, 
so that mills are using more of their effective capacity 
than the operating rate figures indicate 
e Distributor’s Angle—Because of this obsolescence, 
wholesalers serving this key industry have maintained and 
improved on their sales positions despite the general set 
back. Says one: “Steel producing areas have been feeling 
a first-class depression for the past 18 months with 8 to 
10% unemployment in many areas. But automation ac 
counts for a great deal of this. And with automation and 
modernization have come bigger maintenance and re 
pair bills, which means we sell more apparatus and sup 
plies.” 

Though the sales outlook for the steel industry is still 
clouded, the automobile future looks better. Total volume 
for 1960 was more than 6,100,000—third best annual 
score ever racked up and a far cry from 1959 when the 
industry was just regaining its feet after the 116-day steel 
strike. 

Here, again, automation and electrical modernization 
are the key to sales. The success of compacts, both at 
home and abroad, has stimulated apparatus and supplies 
sales. Production line changes, re-tooling, cost-cutting use 
of electricity for power and control—all add up to con 
tinued healthy sales 

Industry by industry, the sales story in 1961 will be the 
same: little change until mid-year on new electrical work. 
but automation and electrical modernization growing 
steadily throughout the 12 months after a slow start 
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During the next 10 years, industrial construction 

volume is expected to reach about $45 billion. If trends 
in construction continue with no serious setbacks, this 
could mean an average annual expenditure of $4.5 billion 
This compares to the annual average of $2.7 billion 
during the past 10 years. 
e More Salesmen—Electrical distributors throughout the 
nation have indicated they are going to make an all-out 
effort in obtaining part of the electrical share of the 
industrial construction dollar. Many of these efforts will 
be devoted to additional sales training and concentrated 
selling to customers who present no problems involving 
volume and credit. 

We definitely are going to attempt to improve our 
sales in 1961,” a southwestern distributor says. “First, 
we're increasing our sales force. We are sending these 
men through our own 18-month to two-year training 
program that includes a Dale Carnegie course and ex 
tensive experience in warehouse procedures, cost account- 
ing and sales. It takes hard work and digging, but you 
don’t get sales by waiting for customers to call you.” 
e Higher and Higher—Industrial electrical loads in 1961 
will continue to climb in drive hp and powered materials 
handling. Control, electronic and electro-mechanical au 
tomation, and lighting are in for a good year 

Lighting volume in the industrial market reached $80.7 
million in 1960 and appears headed for a 2% rise in 
1961. General acceptance of higher recommended light 
ing levels has helped greatly but the development and in 
troduction of new products will stimulate sales. In addi- 
tion to high frequency lighting, electric ceilings, high bay 
mercury installations, etc., here are new developments 
integrated lighting-heating-cooling systems; outdoor-type 
fluorescent lamps; new, pencil-thin incandescent lamps 
with iodine added to the gas inside the bulb to prevent 
blackening; new “peaking-ballast” dimming systems for 
fluorescent lamps; new transistor-type high-frequency in 
verters for fluorescent high-cycle lighting; more efficient 
electroluminescent lighting; smaller, more powerful light 
‘projector’ units which take less space while “amplifying 
light 
e Electronics to Surge—Whether or not you now sell 
them, the use of electronic components by industrials is 
rising rapidly. In some cases they are being bought as 
more efficient replacements for traditional electrical prod 
ucts 

Electronic manufacturers are aiming for the industrial 
market as never before. Frank M. Viles, Jr., president 
of ITT’s distributor products division, was recently quoted 
by Electronics: “Thirty percent of all electronic products 
will be sold in 10 years through firms now electrical dis 
tributors (They) are faced with the problem of either 
losing more and more of their business to electronics part 
distributors because they don’t handle the electronics 
products wanted by their customers—or getting into elec- 
tronics distribution themselves.” This comment is typical 
of many electronic manufacturers’ thinking and intended 
direction, A survey of your customers will help you to 
measure your electronics market potential (EW—Aug 
60, p.69) 

For the modernization-minded electrical distributor and 
his salesmen serving the industrial market, 1961 should be 
a good sales year if enough sales effort is stressed 





A Recovery in Starts Will Help 


After an 18% decrease in private hous- 
ing starts last year, the picture looks bet- 
ter for 1961, with a 4% increase. More 


electrical work also will be available. 
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Electrical Work 


STRONG recovery in the last six months of this year 
should boost private home building only slightly over 
the estimated 1.23 million starts during 1960. 

Basically, the increase—an estimated 4%—is ex- 

pected to stem mostly from an ease in the availability of 
mortgage credit. A similar prediction by the Commerce 
Department last year, however, did not materialize, and 
was one of the largest factors in the decline of starts from 
the high mark of 1.5 million in 1959. 
e Less Demand—Although mortgage credit did ease 
some during the last few months of 1960, it did not do so 
by the margin predicted. In addition, there was less de- 
mand for new homes than during the earlier period fol- 
lowing World War II. 

This same situation probably will continue this year. 
Although credit may be eased more than last year, there 
still will be a lack of demand for new homes compared 
with the demand in the years immediately following the 
war. Interest rates on mortgages not only will be rela- 
tively high this year, but also construction costs will con- 
tinue to rise, forcing a general increase in the price of 
homes. 

Regionally, all sections of the United States will follow 

the national pattern for housing starts this year. The only 
exception will be in the West. Again this year, as in 1960, 
many families will continue to move to this area. Here, 
there will be a continued demand for new homes, despite 
the tight money situation. Last year, housing starts fell 
by 13% in the first six months as compared with the first 
half of 1959. This decline, however, represents only about 
half the percentage of drop for the nation. 
e The Electrical Picture—Although private housing 
starts will rise slightly in 1961—1to about 1.3 million—the 
electrical share of the home-building dollar will fare some- 
what better. Latest figures show that the electrical work 
going into new residences will reach about $895 million. 
This will top the 1960 estimate of $860 million. 

There are two basic reasons why the electrical work 
dollar will increase at a larger rate than actual starts. 
First, there is a trend toward the construction of larger- 
and more expensive—homes. Along with this goes more 

and better—electrical equipment. 

More important is the fact that more electric products 
will be emphasized in these houses, including electric 
heat, better lighting, additional built-ins and larger service 
entrances. 

Second, electrical distributors throughout the nation 
indicate their intention to stress the importance to both 
the trade and the homeowner of better electrical equip- 
ment going into homes. One distributor in the District of 
Columbia emphasizes this point: 

“Although residential building should be better here this 
year than in 1960, we are going to push harder in em- 
phasizing the importance of electricity in homes,” he says. 
“We are going to emphasize custom lighting to the con- 
tractor, builder and homeowner; we are going to promote 
electric heat; we are going to stress larger service en- 
trances. If we continue to do this, I am sure the builder 
will place more consideration in his budget for the 
greater use of electricity in homes.” 

e A Lighting Increase—One obvious increase in the 
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share of the electrical dollar will be for lighting. Because 
of the increased amount of industry advertising to the 
trade and the consumer, both quality and quantity of fix- 
tures going into a home are on the increase. 

For instance, the lighting share of the electrical dollar 
last year was about $111 million for private construc- 
tion, and $2.9 million for public residential building. Be- 
cause of the emphasis this year by the lighting industry, 
the share should increase about 4% for private and 2% 
for public construction. 

As an added stimulus, the American Home Lighting 

Institute is emphasizing the importance of a change in 
FHA requirements for lighting (EW—Nov. °60, p. 82). 
If—and when—this is accomplished, the builder will be 
required to emphasize better lighting. 
e Better Heat—The principal market for electric heat 
—new homes and installations in older residences—is 
increasing constantly. By the end of 1959, resistance heat- 
ing installations in residences totaled 579,000. This repre- 
sented the largest part of the over-all figure of 613,250 
installations in all categories. 

Latest figures indicate an additional 35,000 installations 
were made in 1960. And for this year, the figure should 
increase by about 50,000. 

Several factors are responsible for the increased use of 
electric heat. Both electrical distributors and manufac- 
turers have increased their promotions considerably dur- 
ing the last 12 months. Utilities are cooperating more and 
are setting special rates for the use of this type of heat 
Better equipment is also a large contributing factor in the 
growing trend to electric heat. 

Industry-wide programs will continue to forge ahead 
and stress the importance of living better electrically. In 
addition to AHLI’s efforts, more emphasis will be placed 
on the “Medallion Home” and the “Live Better Electric- 
ally” programs. Through advertising and sales promo- 
tions, these programs have done much to convince the 
homeowner of the importance of electricity in the home 
Increased efforts will be made this year, starting with the 
observance of National Electrical Week Feb. 5-11. 

In addition, the National Wiring Bureau will increase 

its efforts to promote better home wiring. This year, the 
Bureau will recognize leaders in the field who have pro- 
moted adequate wiring well. Awards will be made Feb. 
23-24 at the 17th annual National Wiring Sales Confer- 
ence at Chicago. 
e The Fix-It Market—Home modernization has always 
played an important part in the over-all market for 
electrical distributor sales. This year will be no exception. 
Because of the emphasis on living better electrically, con- 
sumers are going to demand better electrical service. 

Until recently, a 100-amp service entrance was the 
criterion. Now, however, with consumers more interested 
in better lighting, the use of more appliances and electric 
heat, the trend is to 200-amp service entrances installed 
in new homes. 

This, of course, demands more and better wiring in ex- 
isting homes. This modernization and repair for both 
private and public construction amounted to $1.2 billion 
for 1960. Of this, about $90 million went for private resi- 
dential construction, and $4 million for public construc- 
tion. This represented a healthy increase over the figures 
of 1959. 

With the presence of tight money and a lesser demand 
for new homes, the modernization market should increase 
still more this year. Latest figures show nearly $100 mil- 
lion will be spent for private construction, and $4.5 mil- 
lion for public. 

All in all, 1961 looks good for the electrical distributor 
and the electrical industry. Although profits are available, 
the distributor will have to push harder to obtain his profit 
share of the electrical dollar in the residential market. 
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COMMERCIAL 
MARKET 


Outdoor lighting will be pushed hard this year 
1961 
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Steady Gains Forecast 


OMMERCIAL construction, which showed encourag- 
ing gains last year, will continue to rise during 1961, 
despite any slight downturn some observers predict 

could occur in the first months of this year. 

Over-all, the commercial construction market showed 

an increase of 7% last year over 1959, bringing the 
figure to $4.2 billion. This year, spending probably will 
reach $4.25 billion. 
e A Greater Share—Despite some adverse factors, of 
fice building and warehouse construction led the list 
of commercial construction last year. Latest figures 
show $2.1 billion was spent, indicating an increase of 7% 
over the 1959 figure. Outlays for stores, restaurants and 
garages fared just about as well—up 6% from 1959 to 
a figure of $2.1 billion. 

Only two areas of the nation deviated slightly from the 
steady increase. These were Kansas City, Mo., and New 
York City. In the former, two factors were present: un- 
usually bad weather throughout last winter and early 
spring, and a building construction strike that did not end 
until late spring. Here, construction decreased some. 

For New York’s $1 billion-a-year construction indus- 
try, Operations were hampered—rather than halted—by 
an 18-week strike by elevator installation and mainte- 
nance men. Here, final construction was prevented in 
most projects, thus tieing up money because the buildings 
could not be occupied by tenants. 

e A Good Outlook—Despite these setbacks locally, 
1960 was a good year for commercial, which looks as 
though it could fare even better in 1961. Latest predic- 
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Based on an increase in needs for com- 
mercial establishments, and an ease in 
credit money, all types of construction 


will increase by about 10% this year. 


Bright Outlook 


tions are that office building and warehouse construc 
tion will increase by 8%, and store, restaurant and 
garage construction by 7% 

These forecasts are based mainly on the increasing 
need for commercial establishments, and predictions that 
credit money will ease 

One distributor in southern California is very optimis 
tic. “We are in a growth area,” he says. “I expect to see 
an increase of commercial construction this year, not 
only here, but also throughout the nation. The electrical 
industry is young, and there are always new products 
appearing on the market, giving all of us in the electrical 
industry an opportunity to increase our electrical dollar 

“Commercial construction today is planned at a capa- 

city that makes room for newer ideas to come. We have 
no doubts that electrical sales will rise this year.” 
e A Continued Boom—Few projects in recent years 
have had such an impact on construction as the suburban 
shopping centers. In the past five years, there has been an 
increasing migration of residents to the suburbs. This 
increase has caused—and will continue to cause—a de- 
mand for shopping areas to accommodate the increased 
population of smaller communities. This not only has 
produced an added need for new construction, but also 
has placed an emphasis on the modernization market 
in the downtown city areas 

Although this type of suburban construction will con- 
tinue to increase—there are now nearly 4,500 such shop- 
ping centers in the United States—a trend towards new 
construction is beginning to develop in the downtown 
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areas, which could mean significant future trends. 

Because of the increased parking and traffic conditions 
within cities, the idea of constructing shopping centers in 
the downtown areas not only is being discussed, but also 
being done. In Rochester, N.Y., for instance, a project 
to be completed in two years in the mid-town area will 
house 60 stores, two department stores and a bank 

In addition, a 10-story office building, a restaurant, a 
three-story hotel and a 2,000-car garage will complete 
the $20 million project. Another $27 million project is 
now underway in New Rochelle, N.Y 
e A Decision—The main factor in these cases 1s 
whether to modernize and attempt to recapture the de 
crease in downtown sales, or to construct new areas and 
compete directly with the suburban stores. In the next 
10 years, there probably will be a trend to clear areas 
of existing structures in the downtown area and replace 
them with modern, “suburban” shopping centers. How 
successful this will be in stemming the tide to suburban 
sales is not known. However, at the present rate, down 
town stores are losing about $45 billion in annual sales 
to the suburban stores 

Whatever the outcome, commercial construction will 
profit—and so will the electrical share of the commercial 
building dollar. While the electrical work accounted for 
sightly more than $700 million last year, it will grow to 
an estimated figure of about $775 million in 1961 

A continuing increase in the commercial construction 
backlog will help to maintain the building rise. And be 
cause of the increase, more and better electrical equip- 
ment will be emphasized. Because of the greater use of 
electricity in office buildings, larger distribution systems 
will be used 
e A Growine Market 
for lighting should prove even more profitable in 1961 
For stores, restaurants and garages, $75.6 million was 
spent in 1960 for lighting equipment. It is predicted that 
nearly $80 million worth of equipment will be used in 
this market this year 

One important item coming to the forefront in both 
new construction and modernization in suburban areas 
is parking lot lighting. Electrical distributors throughout 
the nation have indicated that they intend to place more 
emphasis on this market this year than in the past. Be 
cause of the trend towards better lighting. higher levels 
of illumination are being recommended and used to focus 
customer attention on specific areas 

The lighting equipment dollar volume for offices. ware 
houses and loft buildings also will increase this year 
Compared with the $68.2 million spent last year. the 
figure in 1961 is predicted to reach nearly $71 million 

Also, more promotions and attention are being fo 
cused on new or improved electrical products going into 
commercial construction. These include electronic prod 
ucts for more efficient operations, small incandescent 
lamps in which iodine has been added to prevent bulb 
blackening and, of course, electric heat 
e More Promotions—New and more extensive pro- 
grams will be emphasized this year by electrical manu 
facturers and associations in assisting members of the 
trade to upgrade electrical sales to the commercial market 

In addition to the industry aids and promotions being 
prepared for the trade by the National Wiring Bureau 
and the National Lighting Bureau, an electrical distri- 
butor has undertaken to stress the importance and take 
advantage of the relighting market (p. 61). Late last fall, 
Graybar Electric Co., Inc., introduced a program to elec- 


Always increasing, the market 


trical contractors in an effort to assist them in selling 
more and better lighting 

In all, the picture this year is optimistic. Continued 
development of electrical products will provide the dis- 
tributor with an excellent commercial potential market 
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All Categories Will Show Rise 


INSTITUTIONAL 
MARKET 


The institutional market will continue to 
look bright during 1961 in all classifi- 
cations of construction. The electrical 
share should total almost $325 million. 


ERHAPS one of the brightest markets in 1961 will 

be the institutional—including these types of public 

and private buildings: educational, religious, hos- 
pital, administrative and service, social and recreational 
and highways. 
e Looking Up—tThe construction and modernization out- 
look for all these categories is up—ranging from 3% 
for religious building to 10% for new private educational 
facilities. Possible cut-backs in institutional spending are 
not very likely this year. In fact, if the overall economy 
is not able to recover fast enough, you can look for a 
number of pinpointed, pump-priming spending moves by 
the Kennedy Administration, which will be felt par- 
ticularly in the institutional categories of construction. 
e From Your Angle—Recent estimates point out that 
the potential for the electrical share of the institutional 
construction and modernization dollar is growing every 
year. In 1959 it was $308 million—9% above 1958. In 
1960, electrical work in new construction and moderniza- 
tion in the institutional market rose to $319 million 
This year, the expected total is $325 million. 

The three principal sources of electrical work—indus 
trial, commercial (private) and school building—promise 
a total volume of about $10.8 billion of construction in 
their respective fields for 1961. This should account for 
something in excess of $1 billion of electrical work 
During the coming decade, it is expected that this figure 
will climb astronomically. 

The 8% dollar-volume increase in 1961 of electrical 
work comes from a 4% increase in costs and about a 
4% gain in physical volume. Something else to look 
out for is a sharp rise in public works programs to offset 
declining employment in other industries. This accelera- 
tion should become clearly visible in the second quarter 
of this year. 

e Lighting Volume—tThe total 1960 lighting equipment 
dollar volume for the institutional market totaled more 
than $199 million, including both public and private 
construction. The 1961 total lighting equipment dollar 
volume has been predicted to reach close to $201 million 

Breaking it down, private construction accounted for 
$59 million of the lighting dollar volume, with the big- 
gest share going to religious construction. In public build- 
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ing, educational construction got $59 million of the total 
$139 million spent on lighting equipment. Second in line 
was the highway category (including street lighting), 
with $41 million. 

¢ Building Outlays—A brief breakdown of building 
outlays for last year and for 1961 shows the following: 

e Private and public educational construction will total 
about $3.75 billion this year as against $3.47 billion in 
1960. Private plans call for investment of $650 million; 
public, approximately $3.1 billion. 

Note: school construction will have to continue on 
the upswing to meet the mushrooming rise of new stu- 
dents. A bigger boom is seen coming in the mid-60s, and 
the modernization and replacement market in schools 
is still big for electrical distributors. 

e Hospitals and institutions are in for increased ex- 
pansion. On the private side, $625 million (a jump of 
9% over 1960) is earmarked for 1961 spending. Public 
expenditures will amount to about $425 million, or an 
increase of 6%, in 1961. 

e Religious category outlays reached the $1 billion 
level for the first time last year. This was an 8% increase 
over the 1959 figure of $947 million. While the outlays 
in this category will continue upward this year, they will 
do so at a slower pace. Predictions are that construction 
in 1961 will total about $1.075 billion. 

More each year, churches and synagogues are be- 
coming more than just places in which to worship. Not 
only are they now expanding in size, but also in modern- 
istic designs. Areas in many of these buildings are being 
used for recreational purposes with food facilities avail- 
able for social events and business meetings. 

This has proved to be a good market for the electrical 
distributor in the past—and will continue io be profitable 
this year. Not only will more wiring be needed, but 
architects are also stressing both atmospheric and ade- 
quate lighting. There also will continue to be a trend 
to the use of dimmers in controlling this better use of 
lighting. 

e Social and recreational construction is expected to 
total $800 million in 1961, compared with the $700 
million spent last year. This category will continue to 
be the bright spot of the institutional market, following 


Religious building 
will gain. 


the large increase last year of 27% over the 1959 figure 
of $550 million. 

In a sense, this rising category directly reflects the 
move of families from cities to the suburbs. With this 
on the increase, more of these facilities will be needed 
in small communities where the population is on the 
increase. Much of this, of course, depends on home 
building. However, a good increase in these projects 
will be evident from the construction backlog 

e Highway construction will increase by about $300 
million over the 1960 figure. This will match the $6 
billion record total of 1959. 

The drop in highway construction last year followed 
the $400 million advance in 1959, which was related to 
anti-recession moves that year stemming from the Fed- 
eral Aid Highway Act of 1958. This resulted in a step-up 
of spending. 

Ihe good construction outlook for 1961 will be in- 
fluenced by additional funds made available for high- 
ways. This will be made possible because less money 
will be needed for right-of-way purposes. 

For competition in highway construction bidding, the 
state of Maryland still heads the list. Because of economic 
conditions and improvements in earthmoving techniques, 
highway project bids were running about 8 to 10% 
below similar bids during 1959. In all types of highway 
projects, bids last year were below estimates of the state’s 
engineers. The situation, however, did not hold for other 
types of construction 

And in Michigan last month, the largest bid opening 
ever held by a state highway department took place in 
Lansing. These bids covered projects for 73 miles of 
highways in 10 counties, 56 bridges and water main and 
sewer construction. 

Here, total low bids amounted to about $42.3 million 
Officials estimated that bidding was tight and only slightly 
under engineers’ estimates 

Electrical work will continue to increase, also, in 
highway construction this year. Probably the largest sin- 
gle item will be highway lighting. New designs and 
developments in lamps will enable drivers to see greater 
distances at night, and will help to light overpasses and 


dangerous crossings much more adequately 
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Less expansion of existing lines is forecast 
for 1961, but there will be a lot of revamp- 


UTI LITY ing. A 10% increase in REA co-op spend- 


ing is also predicted. The new administra- 


MARKET tion wil play a bigger role. 


Big Business in Utility 


HERE WILL be a cutback in expansion of existing 

utility lines in 1961. However, there will be a lot of 

revamping business on tap because of the increased 
usage of kwhrs in the home, in commercial establish 
ments and in industry. This means bigger and heavier 
load-bearing equipment will be needed by utilities. 

The total outlook for utilities in 1961 is slightly better 
than last year, but, according to Electrical World, the busi 
ness outlook is showing signs of a potential economic 
storm of activity that promises $13 billion in utility con- 
struction expenditures by 1975. At present it is hovering 
around $4 billion. 

REA co-ops will increase their spending by 10% in 
1961 on plant equipment. This 10% increase represents 
a total of $330 million. 

Another thing to consider is the new Administration 
in the White House. President Kennedy’s REA and 
federal power policies will play an extremely important 
role in the future of these markets. 

Here’s the complete picture, economic and political, 
past, present and future: 

otal utility sales of electric energy hit an estimated 

670 billion kwhrs in 1960—a 7% increase over °59. This 
year, a slower 6% gain should boost the annual kwhr 
sales total to 712 billion. 
e Sales—Residential kwhr sales gained an estimated 9% 
and commercial sales an estimated 8.5%. Industrial 
kwhr sales gained approximately 5% over ’59. 

At the 61 year-end, residential kwhr sales are forecast 
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to drop to a slower 8% gain; commercial sales will 
probably remain at 8.5% and industrial kwhr sales will 
drop to a moderate 4.2 % advance. 

e Residential—Last year’s residential kwhr sales rise re- 
sulted from greater appliance saturation and new home 
construction in °59. Electric space heating again gained 
about 21%; more “Medallion Homes” were constructed 
and people used more kwhrs around the house. Other 
causes for the rise: lighting; population expansion; na- 
tional economic growth trend. 

e Commercial—The big spurs in the commercial kwhr 
sales last year were air-conditioning, lighting, the eco- 
nomic growth trend and electric heat. This year’s gain 
will be from new construction and modernization. 

e Industrial—1960's gains in the industrial kwhr field 
were buoyed by bigger car production. A much slower 
gain is seen for next year, however, since experts pre- 
dict another slow year for the industrial market as a 
whole and auto manufacturers will find it tough going 
trying to match ’60’s performance. 

e Growth—The fastest growth areas in the U.S. (in re: 
kwhr sales) are the West South Central and Mountain 
regions. They expect a 33-to-34% growth in sales by 
62. Second in line is the South Atlantic with an antici- 
pated 30% gain by °62. The last two areas are the Pa- 
cific with 25.6% and the East North Central with 18.8%. 
e Expenditures—Utility construction expenditures added 
up to about $4 billion in °60. According to a recent 
survey conducted among utilities by Electrical World, 
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‘60 was slightly better than 59 and this year will probably 
be the same. Things will pick up slightly in 1962. By 
1975 construction expenditures should be over $13 
billion. 

Generation spending: this will continue dwindling, re- 
flecting the reduced levels of capacity additions, until 
1962, when an upward trend will begin in planned gen- 
eration expenditures. 

Transmission plants: expenditures here jumped 11‘ 
in "60 over °59, but will drop in °61 by about $43 mil- 
lion. It’s due for a bounce-back in °62, but it will still 
be slightly under the 1960 level. 

Distribution spending: this will see a moderate 
rise this year. In 1960, distribution spending gained 9° 
over °59. 

e Wholesaler-eye View—While utilities have no qualms 
about making optimistic buying predictions, wholesalers 
are more cautious. A number of distributors have indi 
cated that the first 12 months of the new decade were 
slightly below 1959 in utility equipment purchases. In 
1961, say the distributors, there will be less expansion 
of existing lines, but there will be a lot of re 
vamping. This means heavier transformers and more 
insulators. Electric heat is coming into use more and 
more and will continue this rise for at least a decade. 
There will be more lighting needs because of huge 
migrations from the downtown areas to the country and 
the suburbs. 

e Direct Selling—A southern distributor says that if dis 
tributors across the country would “carry an adequate 
inventory for this market, they would not find manu- 
facturers selling direct to utilities. This would eliminate 
utilities having to carry their own inventories and would, 
of course, mean a cut in the utilities’ operating costs 

e REA Outlook—<According to a National Rural Elec- 
tric Co-op Association spokesman, 1961 will see about 
a 10% ($30 million) increase in co-op spending on 
plant equipment as they replace smaller items or add 
new ones (transformers, conductors). NRECA had ex 
pected 1960 to end up better than 1959, but it finished 
the same—about $300 million on equipment 

Part of the expected 10% rise should come from new 
REA loans, part of it will come from the co-ops’ own 
revenues (usually about 15%) and the rest of it from 
the present block of approved, but unadvanced, REA 
loans which amount to about $500 million 

Spending will probably increase for generation, trans 

mission and related equipment. In the past, generation 
and transmission has been about 33% of the total but 
it’s forecast that this total will reach 50 
during 1961. 
e Political Outlook—The Rural Electrification Adminis 
tration, which former President Eisenhower would have 
cut back on, probably will be left alone by President 
Kennedy. 

With federal power facilities, Kennedy will step in 
where the Republican Administration claimed the gov 
ernment had no business. Kennedy is expected to ex 
pand the REA program; keep the REA interest rate at 
2%; remove some of the legal prohibitions on REA 
loans; encourage co-ops to seek bigger loans for their 
own plants and transmission; increase federal genera 
tion and transmission facilities 

In addition, Kennedy might call for more power proj 
ects in the West; make federal power rates lower: con 
struct regional transmission lines to various federal 
systems. 

More federal spending, increased federal construction 
and operation of power facilities and easier money poli 
cies are expected to emerge from the broader and more 
liberal federal policies of the new administration that 
has just recently taken over in Washington 


possibly 
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Downturn Now—But an Upturn Is 


DEALER 
MARKET 


Major appliances slipped badly and elec- 
tric housewares were up very slightly last 
year. Industry experts forecast an upward 
trend starting the last 6 months of 1961. 


tric housewares and major appliance markets. High 

hopes of a record-smashing sales volume and net 
profit upswing were entertained by experts last January— 
the start of the sizzling ’*60s—but total sales fizzled down 
in both markets and net profits were far from exciting. 
Electric housewares gained only slightly in total sales, 
while major appliances suffered an estimated 10% set- 
back in manufacturers’ sales compared with 1959. 
e Slump Causes—Market experts pinned down the 
causes for the sales slump in both electric housewares and 
major appliances as a misjudgement of the market by 
some manufacturers. This caused a capacity production 
which was far beyond the then current demand. Result: 
reckless wholesale price-cutting and “was-is” pricing in 
the major appliance field. In this market, the build-up of 
excessive inventories was primarily at the distributor and 
manufacturer levels. 

In electric housewares, the latter weeks of the year 
more or less saved the market (which had been down 2% 
in total sales) with a sudden spurt of gift-sales pick-up, 
which was slightly dented by bad weather. Throughout 
the year prices remained reasonably firm with softness 
appearing only occasionally. Profits were down. 

Other causes for the backslide in both electric house- 
wares and major appliances were: 

An estimated 18% downturn in housing starts; drops in 
purchases due to economic uncertainty of the times; too 
many models—this confuses buyers; consumer “buying 
sophistication”; manufacturers by-passing electrical dis- 
tributors and selling direct (a West Coast distributor says 
“this loss is felt appreciably”); severe competition for the 
consumer dollar by the dramatic rise in need for every- 
thing from kiddie pools to trips abroad. 

e What to Expect—Despite what happened last year, 
hopeful predictions are being released by industry experts, 
though electrical distributors handling housewares in vari- 


| AST YEAR was a disappointing surprise for the elec- 


ELECTRICAL WHOLESALING—Janvary, 1961 





Coming Soon 


ous parts of the country feel that 61 will be just as bad as 
60. Some experts are saying that the downturn has bot- 
tomed-out and that sales and profits are due for a rise 
that will start in the last six months of this year and end 
up slightly ahead of last year. The rise will continue in 
62. Prices are also expected to firm up this year 

e Slump Cures—Reasons? Producers will tend to keep 
inventories more closely balanced with sales; an expected 
4% rise in home building this year; a rise in disposable 
personal income; vast expansion in the middle income 
groups—these are the markets’ biggest customers—and 
the increasing birth-rate. 

Electrical distributors have also indicated that the 
builder is a profitable market for built-in appliances, and 
in the case of one distributor, “has been the backbone of 
our business.” Another distributor says that he got a big 
share of the 60 market and expects a larger share in ’61 
because of the emphasis he has put on the rising builder 
trade. 

A new market, which looks like it has a fair size poten- 
tial for portable appliances, is entering into the sales pic- 
ture. Latest figures show that 75,000 Americans have, or 
are now buying, second homes, and the figure is on the 
rise. These homes range from “lake shacks” to country 
homes. The reason for the birth of this new trend is the 
increase in leisure time, pension plans and population ex- 
pansion. 

Another dealer market which electrical distributors 

should investigate is the hardware retailer. You can sup- 
ply him with wiring devices, lamp cord, etc. and other 
items that the do-it-yourselfer uses. This year’s hardware 
business has been on the sluggish side but picked up after 
the presidential elections. On the whole, 60 hardware 
business was equal to 1959. 
e Up and Coming Problems—The major appliance and 
electric housewares market has undergone startling ex- 
pansion in the past 10 years, and it’s due for more 
changes within the next 20. According to one industry ex- 
pert, 25% of the total volume in the next decade will 
come from basic new products. 

There are, however, serious readjustment problems to 
meet. While the market is definitely expanding, it’s con- 
tracting from the dealer point of view. According to one 
distributor, “business will continue to drift to the mail or- 
der and discount houses in 1961. These are the boys who 
can sell merchandise at what it costs us.” The traditional 
outlet for appliances and housewares has been slowly sur- 
rendering under the rise of variety stores, discount, 
trading stamp and catalog houses, super markets, highway 
stores and chains. 

Department store mergers are making it possible for 
the market to wind up in the hands of a few giants and 
thousands of dealers can fall by the wayside. Another 
competitive figure emerging on the national scene is the 
closed-door discount house which serves only military 
and government personnel along with union members— 
all on a card-carrying basis. Right now there are an esti- 
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The aggressive distributor will be rewarded 


mated 39 stores. Soon there will be 100 of them, grossing 
perhaps about $1 billion a year 

e How to Survive—If dealers are expected to survive, 
they must remember that no one owns the customer. They 
must remember the impact of new products and be ready 
to educate the customers. A dealer will have to get away 
from negotiated prices and formulate a policy of one 
price and top service. If he attempts to beat the game by 
price alone, he will lose out because he is not equipped 
for that kind of fight. 

e Good Advice—In an address to electrical distributors 
at the NAED Southern Region meeting last winter, 
N. H. Schlegel, vice president, marketing, Cory Corp.., 
Chicago, had the following advice for distributors who 
also want to survive in the highly competitive electrical 
housewares market: 

“It’s high time the distributers showed manufacturers 
some positive indication to prove you have a continuing 
interest in the sale and merchandising of their products 
It’s high time you transferred some of your junior sales- 
men back into the supply business and put some of your 
man-size merchandisers to work studying and planning 
ways in which your organization can get a fair share of 
this currently growing market.” 

Schlegel further stated that the electrical housewares 
business can hold big profits for the electrical distributor 
who is aggressive enough to work hard at it. He estimated 
that the retail cash register rang nearly 50 million times 
in 1959, “yet if I walked among you and asked which of 
you aggressive distributors were in housewares to stay, 
95% of you would say you do not know. 

“I know a great share of your frustration comes from 
ill defined . distribution policies of housewares 
manufacturers. But in the next two years there must be a 
firming up of these policies. The distributor who shows 
he has what it takes . . . will be greatly needed and re- 
warded,” the manufacturing official concluded 
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IN THE NORTHEAST 





... Manufacturers, distributors and all others who are 
part and parcel of the electrical industry must co-operate 
with and have faith in each other to adjust the attitude 
and ethics if we are to return to an orderly, profitable 
business pattern. The manufacturers who have realistic 
pricing and policies and live with them are prospering 
and showing continual growth in spite of their competi- 
tion. So our industry must support such suppliers and 
not create their competition by brokerage action. Carrie 
Nation made it eventually, so electrical wholesaling still 
has a chance—New York. 

Wholesalers are their own greatest problem. Appar- 
enily, very few realize actual operating costs. Regarding 
manufacturers, my biggest complaint is the poor service 
that is being rendered in many cases. Successive follow- 
ups by mail, phone and wire are usually necessary to get 
answers pertaining to deliveries, engineering informa- 
tion, etc.—New Jersey. 


An aggressive, impersonal approach to sales problems 

with an eye to profit—keys our sales. We are modify- 
ing this to read—-with both eyes on profit in ’61- 
Connecticut. 


We feel definitely that there is only one way to keep 
gross margins and net profits up, and that is to do more 
constructive selling. This means co-operation from 
manufacturers who have got to have faith in their prod- 
ucts and the intestinal fortitude to lose an order once 
in a while and not meet all competition—some of which 
is real and some imaginary—Massachusetts. 


An interesting offshoot of the continuing malpractices 
of electrical wholesalers seems to be a sudden increase 
in outright bankruptcies of the most flagrant cost-plus- 
2% operators. Perhaps we are entering an era of sepa- 
rating the marginal brokers from legitimate, full-func- 
tioning, fair-priced wholesalers; which, of course, is all 
to the advantage of our industry. It would prove en- 
lightening if you ran a report on failures of distributors 
on a national scale with an analysis of the reasons for 
such losses——New York. 


1. Sales in °61 should run 3-5% above 1960. 2. Much 
more selective selling should keep up our gross margins. 
3. Closer control on variable expense will help us con- 
trol squeeze on net profit. 4. We shall make greater 
effort on those lines which are less competitive and 
which afford larger margin—Massachusetts. 


Metropolitan area distributors who want to show a 
profit in °61 will have to learn the meaning of “co-opera- 
tion” when it applies to interchange of credit informa- 
tion about electrical contractors. It seems we are no 
longer selling goods and services but “terms.” How would 
we feel if the banks opened up electrical supply 
counters?—New Jersey. 


61 will be a good year for electrical distributors if 
they will remember that it is necessary to sell and sell 
hard at a profit. Not 5% above cost but 5% above cost 
plus operating expenses—New Hampshire. 
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What Distributors Are 





IN THE SOUTH 





This business gets rougher, tougher and more unethi- 
cal each year, but it’s still interesting and challenging 
Texas. 

* * * 

1960 is a year to look back to in retrospect and, in some 
ways, to give blessing for, although it has not been a 
profitable year. It has weeded out some weak sisters in 
business. Distributors have finally learned in some ways 
that they must make a profit to stay in business. Credit 
policies have been tightened and collections followed 
more closely by firms that were very lax previously. It 
has also weeded out some weak sisters in the manufac- 
turers’ agency field. All in all, while 1960 has not been 
a good year for our business, it has been responsible for 
many good things that we were not able to accomplish 
in the boom years preceding it. | for one would not be 
too downcast if business stayed at this level for a while 
longer so that we could enjoy further benefits from the 
general house-cleaning that is going on in the electrical 
industry today. Florida. 


We are planning a program of “hard effort” product 
selling and most of all “selling up” to our contractors to 
get us and our contractors a better profit picture. We 
must have more profit on our 61 business. We find the 
better grade of contractor interested. Arkansas 

Our area seems to be in a little better shape than 
some others. No big jobs but a goodly number of smaller 
ones. I believe 1961 will have perhaps slightly more busi- 
ness available than 1960. Price competition remains very 
keen. However, we have some instances where services 
and quality are given consideration. I suppose we have 
our share of problems as regards manufacturers’ poli- 
cies, but nothing we couldn’t handle. In a limited mar- 
ket, you just have to dig a little harder—Louisiana 


I intend to keep our profits about the same by 
careful pricing, particularly to the small contractor who 
will be able to pass the increased cost on to his cus- 
tomers. I believe we have been too lax in giving our 
best price unnecessarily. . . .—Mississippi. 


In this district, sales should be up with industrial ex- 
pansion and commercial construction, On general sales, 
the gross margin and net profits will be down—due to 
many companies working on gross business and very 
small profits. ‘ 

I find several of the large manufacturers are reserving 
the right to sell government contracts direct at distrib- 
utor’s cost or less, also to large industrials. . . Alabama. 

BS * * 

Won't lose too much volume, but gross profit will be 
down about 4% and operating costs will be up 3-4%. On 
account of additional competition in area, business will 
be unsettled and not at all satisfactory. We are gradually 
trying to sell items in smaller volume at greater gross 
profit and let the larger houses have big volume-small 
profit items. . . Georgia. 

I am optimistic about 1961 and believe that we will 
have an increase of 10% or more over 1960 in sup- 


plies and fixtures—Louisiana. 


ELECTRICAL WHOLESALING—January, 1961 





Saying about '61 





IN THE MIDWEST 





I believe sales will depend more on a definite sales 
program, rather than just rolling with the punches and 
quoting a lot of prices. Gross margins will have to in- 
crease, on the over-all, or many distributors will find 
themselves in trouble. I think more manufacturers’ poli- 
cies are giving more consideration and more co-opera- 
tion to the distributor. Many are going to selective dis- 
tribution. Some are co-operating 100% on OEM sales 
2 + « -—Missouri. 

a + * 

The profit squeeze is going to be even tighter 
Wisconsin, 

If sales volume for 1961 drops as much as 10%, the 
resulting competition for the market could well drive 
down profits to a new low. The maintenance of gross 
profit levels has been almost impossible with competi- 
tion. Selling is more and more on a brokerage basis 
The matter of service is still important to a segment of 
the business, and our efforts will be concentrated on 
that phase—/ndiana. 

* * 

I believe business will remain real competitive. I look 
for a tightening of credit on part of manufacturers and 
bonding companies. Curtailing some of the smaller con- 
tractors and contractors that are under-financed— 
Minnesota. 

Out here, the first quarter looks soft, but then it’s 
never very good. So it will be about the same as 1960. 
I think the industry has about leveled off on price com- 
petition at the point of irreducible minimum. We, like 
most distributors, have gone almost as far as it’s possible 
to go in reducing costs, so I think our costs will con- 
tinue to rise in 1961, but at a little slower rate. I don't 
see much opportunity for volume to gain very much in 
1961, but like everyone else I’m hopeful, even confident, 
that we can get just a little bit better margin result 

This matter of manufacturer-distributor relations is a 
two-way street. Manufacturers are caught in many of 
the same problems as distributors and will go in what- 
ever direction will be in their own best interest. Those 
manufacturers who can get or have gotten strong dis- 
tribution will work hard to retain it. Those who don’t 
have good distribution will survive in anyway they can 
and thus help to stir up water which is already pretty 
muddy—Jowa. 

Sales should point up; gross margins and net profits 
down. Manufacturers’ policies—there are none or prin- 
ciples. Competition highly competitive to down-right 
vicious. Problems aplenty—solutions none. There you 
have it—Z/llinois. 


Plan to eliminate all appliances and devote effort to 
electric home heating—Minnesota. 

Manufacturers will continue to eliminate distributors 
not performing a distributor’s function. . . . Direct sell- 
ing by marginal manufacturers of electrical equipment 
will increase. . . . Possible elimination of consigned wire 
stocks. . . . Distributors who have not had sound opera- 
tions these past few years will have financial difficulty— 
their “sins” are catching up with them!—Jowa. 
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Here's a quote-by-quote sampling of what 
distributors from coast to coast told EW: 
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Our job will be to keep a gross margin that will fol- 
low the manufacturers’ resale and not have fellow dis- 
tributors tear it all apart—Washington. 

¥ x 

In our particular intermountain area during the past 
few years, we have found there is a tendency of manufac- 
turers’ sales managers to look at the map and not realize 
how many wide-open spaces there are due to the thinly 
populated areas, which comprise our trading area. Con- 
sequently, there has been a great upswing to manufac- 
turers’ agents. Due to limited distribution in our area, 
many manufacturers have not been able to find what they 
consider adequate distribution, and the resultant com- 
petitive situation has become practically as competitive 
as many major heavily populated distribution areas. Due 
to the fact that we do not have the volume of these 
major areas, it has been disastrous to profits—Utah 


We are in favor of realistic price policies and elimina- 
tion of long term “protected” prices on notice of in- 
creases. We would encourage more selective distribution 
on lines and continued education from a manufacturer 
to distributors on the desirability of holding the price 
line—California. 


Competitors’ loose credit policies are getting looser as 
volume drops. Maybe the rules of good business will start 
to apply soon and we'll see some businesses go broke 
Colorado. 


Advice for the manufacturer: 

1. Where his cash discount is other than 15th o1 
10th proximo, bring his cash discount into line with this 
general industry trend. This especially applies to manu- 
facturers with a twice a month or a 10-day payment 
schedule. 

2. Carefully survey his distributor’s market potential 
then properly plan more effective field development fo! 
his product, using his existing man power 

3. Review his distributor discount schedule and give 
increased discounts for the slow turn-over of his line 

4. Select the most efficient invoice form and not suc 
cumb to his printer’s effort for artistic recognition at the 
expense of practical requirements 

5. If he has a distributor policy, mention in his trade 
advertising that his product is available from and through 


distributors—California. 
* 


.¢ 


We are in a “sick” industry. Profits are far too inade 
quate for risk involved and services performed. We all 
know what is wrong, but each wholesaler feels he can’t 
correct it alone, so he goes along in the same rut, No 
profit—high overhead—thinks “cost” is invoice price! 
lets manufacturers set and quote his selling prices and 
lets his own salesmen run his business just to “get the 
order”—California 

+ 

We are constantly modernizing our operations; 
consequently, feel we can hold the line on operating 
costs. We do not expect gross margins to improve except 
by the addition of specialized lines and concentration on 
the more profitable lines. To that end, we expect to change 
our salesmen’s compensation system slightly to give more 
incentive on profitable merchandise—California 


More comments on page 82 





REVIEW FOR REGIONS 


How Regions Fared in Sales of Electrical Wholesale Distributors 


West West 
North South South 
Central Pacific Central 


—8% 
—9% 


NATION 0 


Atlantic 


(no change) 


Mountain 


2% 


New Middle 
England Atlantic 


Based on electrical apparatus, supplies distributors’ sales for first 10 months 1960 compared with 1959. Data: Bureau of the Census. 


1960 Sales Down; 


he soaring “60s have yet to soar, according to the 
sales picture of the first completed year of the new 
decade. Sales of electrical apparatus and supplies 
distributors had no change nationally during the first 10 
months of 1960 as compared with the same period of 
1959. Total dollar volume for the first 10 months of 1960 
was estimated by the Bureau of the Census at $3.270 bil- 
lion as against $3.258 billion for the same period of 1959 
Although there was no nationwide steel strike to con- 
tend with, as was the case in 1959, the volume barometer 
recorded sporadic fluctuations caused by a slow-down in 
building construction, price cutting, overproduction, stiffer 
competition, strikes and a sluggish appliance market, 
which were reflected in sales and profits 
e Lower Than °59-—Out of the total nine regions, seven 
recorded sales below the 1959 mark for the same period 
of 1960. Of the two regions that increased their sales per- 
centage, the increase was notably lower than any increase 
recorded for the first 10 months of 1959. The Middle At- 
lantic area, which had the highest increase, for the same 
period of 1959—3‘ however, is declining in relative 
industrial activity. The New England region ranked sec- 
ond with a 2% rise above the same period of °59. This 


area is presently expanding in the electronics industry. 
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Profits Down 


e Index Indicator—Whether sizzling or fizzling, the ups- 
and-downs of the first year of the new decade were graph 
ically outlined by ELECTRICAL WHOLESALING’s Busi- 
ness Index: January marked the low, 117 (1954 
== 100); February, 126; March, 134; April, 133; May, 135; 
June, 143; July, 135; August, 146; September, 144; 
October, 138. 

At the end of the third-quarter, an EW survey con- 
ducted among distributors in three major cities revealed 
that while volume remained high, profits were sinking 
(EW—Oct. ’60, p. 110). The sought-after fall up-turn ma- 
terialized somewhat, but resulted in only a minor increase 
in sales and profits among electrical wholesale distributors. 
For a final look at the business picture of the year of great 
anticipation and expectation, EW asked distributors the 
following question in mid-November: 


How’s Business So Far in 1960? 


Of the national sample of 375 electrical distributors 
contacted, 161 replied. Of these, the majority indicated 
sales and profits were below the level of 1959. The follow- 
ing table shows the break-down: 
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lotal Replies: 161 Up Down No 
Change 

Sales 66 71 24 

Profits 63 73 25 


For specific answers to the question, here’s what dis- 
tributors had to say, in their own words .. . 


NORTHEAST: “‘Spasmodic”’ 


In this region, sales and profits were above the ‘59 
level, according to those distributors contacted. Of the 35 
distributors who replied, 20 said sales were up; 10 indi- 
cated sales were down; 5 said no change from 1959. On 
the profits side of the scale, 19 indicated profits were up; 
9 said they were down; 7 said they experienced no change 
trom the °59 level. 

The following reaction was noted in the New York 
area: “Mediocre—break even point.” “Volume holding 
up. Profits down.” One up-state distributor pictured things 
a little better. “Our business has improved as compared 
to 1959 in spite of the fact our industry and construction 
locally have been uncertain. Since October business has 
shown a receding pattern, not alarming, but a definite 
trend.” 

Pittsburgh distributors had this to say: “Our volume and 
profits improved over 1959.” “Volume good, prices com- 
petitive, profits too narrow, costs rising.” 

In New Jersey, business activity marked a slow-down. 

There appears to be less activity, yet volume is up. Profit 
margins are being squeezed.” “Sales up 7%. Profits equal 
to 1959. Competition rough, and service requirements 
of customer are more demanding upon us.” “Down about 
10%.” 

New England distributors, however, noted an increase 
in 1960 sales and profits over the previous year. “About 
5% over 1959.” “Extremely competitive. Volume and 
profit are up over ‘59. We are making our profit buying 
not selling,” said a Hartford, Conn. distributor. A Massa- 
chusetts distributor indicated favorable business. “Sales 
to date are up 15%. Profit good, collections slower in the 
third quarter.” 


SOUTH: “Poco Bueno” (Not Bad) 


Of the 43 distributors in the South who replied, 19 said 
sales were up; 17 said down; and 7 said no change. Profit- 
wise, the business picture was not so good; 15 said profits 
were down; 9 profits up; and 5 no change. 

One of this region’s largest cities, Atlanta, Ga., was 
definitely on the up-side of the business barometer. “Vol- 
ume up 20%.” “Business has been very good.” “About 
equal to 1959.” “Sales up about 5%, net profit down.” 
In nearby, Birmingham, Ala., the opposite pattern held 
true. “Down over 1959 through third quarter but last 
quarter looks to be down at least 15% over last quarter 
1959.” 

In Texas, where everything is big, sales and profits, 
however, were not. “Sales off 20% from °59, gross profit 
2% —net 3%.” In Dallas, the pattern was similar. “5% 
down.” “Approximately 15% below 1959.” “In Tex-Mex 
Spanish, business has been ‘Poco Bueno’ (little good—not 
bad)—Corpus Christi. 

In Louisville, Knoxville, and Nashville, business last 
year appeared mostly on the rise. “Excellent.” “About 
7% above 1959.” “Excellent until the month of August.” 
“Down 6%.” 

Florida, Louisiana, and Mississippi distributors summed 
it up this way, respectively, “Volume off only slightly but 
profits are ‘compressed.’ ” “About the same as 1959.” 
“Dollar volume about 6% below 1959 to date.” In the 
Pine Tree State of North Carolina, everything was look- 
ing up. “Up 16% through October.” “By far the best year 
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we have had in over 15-year history.” “An improvement 
over ’59 in both volume and gross profit.” 


MIDWEST: “Just Fair’ 


A total of 54 distributors replied from the Central 
states. Sales were up for 17, down for 29, and no change 
for 8. Profits were down for 31, up for 17, and no change 
for 6 in comparison with the 1959 level. 

Volume in this region was, for the most part, down or 
even with last year’s level, as one distributor from Min- 
neapolis put it: “We have been able to hold about even 
with a year ago. Profits are down a little.” Indiana dis- 
tributors viewed similar records. “Even with 59.” “About 
5% below 1959 figures.” “Fair—volume will be down 
about 5%.” 

In the larger cities of Chicago and Detroit, the sales- 
profit picture was more varied. “Running about 8% ahead 
of 1959,” one Chicago distributor said. Another put it 
simply, “Bad. Sales down—profit down.” In the Motor 
City, the replies went this way: “Not bad, but could be 
better. Expect ’60 sales to be about 4% below °59.” “Our 
fiscal year ends March 31st. Volume so far is up 10% 
Net profit down about 7%.” 


FAR WEST: “Profits Drop” 


In the Pacific region of the nation, 29 distributors gave 
replies to how business was during the past year. Sales 
were down for 15; up for 10; and no change for 4 
Profits were mostly on the downgrade: 15 recorded a drop 
in profits, 9 said profits were up, and 5 said they were the 
same as °59. 

From the two newest states in the union, Alaska and 
Hawaii, distributors reported business was on the rise. 
“We experienced continued increases each month”— 
Fairbanks, Alaska. “Paralleled national trend—last quar- 
ter increased”—Honolulu, Hawaii. California distributors 
had a mixed reaction, particularly in the Los Angeles 
area. “Not as good as 1959—a little better than 1958.” 
“A bit slow.” “8% above 1959” “Our volume has held up 
surprisingly well, although profit margins are off slightly,” 
said a San Francisco wholesaler. 

In the mile-high city of Denver, it was an up and down 
year for distributor sales. “i6% ahead of 1959. Record 
year for our company.” “Volume down 10%. Profit up 
14 per centage points.” Arizona distributors put it on the 
line. “Down—we won't meet cut-throat competition and 
won't make illegal deals. We are also wary of poor 
credit risks.” “Down 15%-—-but since we do not give 
discounts beyond ‘last column,’ we have lost some volume 
but made money on what we sold—we are even on 
profit.” In the Northwest, Seattle distributors noted a drop 
in sales. “Off about 4%.” “Below 1959 about 10%.” 

Reviewing the nation, as a whole, many electrical 

wholesale distributors noted that the sales-profits pattern 
of the past year was similar to that of 1958. In 1959 dis- 
tributors recorded a 10% rise in sales for the first 10 
months of that year, as compared to a 5% decline in 
*58 and no change in °60. 
e Trend In Reverse—The West North Central region, 
which is notably the nation’s farm belt, had the biggest 
drop in sales during the first 10 months of °60 as com- 
pared to the same period of "59—9%. The Pacific region 
followed closely behind the West North Central region 
with a sales drop of 8%. The Mountain region, which 
recorded the highest increase in sales during the first 10 
months of ’"59—18%, dropped 2% in sales for the same 
period of *60. 

Others following the downward trend in sales during 
the first 10 months of 60 were the West South Central 
region, the East South Central and the East North Central. 
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Thumbnail Regional Review 





New England 








[he rapidly growing electronics industry accounts for 
this region’s move to regain its stature as a leader in 
industrial activity. New England distributors increased 
sales by 2% compared to the first 10 months of ’59. 
Although all signs point to increased economic activity, 
there seems little chance of an all-out industrial boom 
ahead. Latest regional per capita income: $2,477, down 
1.9% from 1959. Average gross weekly wage: $94.63. 
Population gain since 1950: 10.2%. 





- 


| Middle Atlantic 





Industrial activity in this area, relative to other regions, 
is slowly on the downgrade. Five years ago, the Middle 
Atlantic region provided 28% of the nation’s factory 
employment; today it provides only 26.8%. Sales for elec- 
trical distributors were 3% above last year’s level, for 
10 months of 1960 compared to 10 months of 1959. 
Housing starts dropped more than 20% in 1960 com- 
pared to the 1959 level. A further decline in industrial 
activity is anticipated for the region that once was the 
country’s top ranking industrial area. Per capita income 
reached $2,461, up 2.3% above °59. Average gross 
weekly wage: $91.21. The region gained 2.3% in popu- 
lation since 1950. 





| 
East North Central | 





[his region remains in the industrial core of the United 
States, despite inroads by other areas. The proportion of 
industrial building contracts awarded has been rising 
slowly and steadily. The impact of the St. Lawrence Sea- 
way has been a favorable factor along with expanding 
foreign trade and growing industrial development west 
of the Great Lakes. Distributors’ sales in this region were 
1% below the level of °59 for the first 10 months, as 
compared to the same period of last year. Per capita 
income: $2,320, up 6.3% over 59. Average gross weekly 
wage: $100.60. Population gain since 1950: 18.1%. 





West North Central | 





Traditionally called the Farm West, this region of the 
country is steadily growing in industrial expansion. Pres- 
ently, this area’s share of new plant and machinery ex- 
penditures is the same as New England’s, and industrial 
building contracts in the West North Central region are 
far ahead. However, housing starts here, as in most of 
the nation, were down in 1960. Distributors’ sales for the 
first 10 months of ‘60 were down 9% as compared to 
same period of the previous year. Regional per capita 
income: $1,747, 1.8% above ’59. Average gross weekly 
wage: $90.49. Population gain since 1950: 7.4%. 





South Atlantic 





| 
— 





The South Atlantic Region is steadily increasing its im- 
portance as a leading industrial center. It now provides 


t 
60” 


10% of all factory employment, and, in 1959, 17% of 
all industrial construction contract awards. This area 
recorded a minimum drop in housing starts of the nation 
during *60—10%. For distributors in this area, sales in 
the first 10 months of 1960 were down 4% as compared 
with the same period in 1959. Regional per capita in- 
come: $1,880, up 2.5% over ’59. Average gross weekly 
wage: $85.19. Population gain since 1950 was 2.6%. 





East South Central 








This region is one of the nation’s smallest industrial 
areas, but it is growing steadily. The chemical and ap- 
parel industries are the leaders, in this area, with soft 
goods accounting for 56% of all manufacturing jobs. 
Electrical distributors’ sales for the first 10 months of 
1960 were down 1% from the same period in 1959. 
Latest per capita income: $1,285, up 4.4%. Average 
gross weekly wage: $73.49. Population gain since 1950: 
3.8%. Housing starts were down 11.7%. 





West South Central 











Like New England, electronics is the fastest growing 
new industry in the West South Central region. Growth, 
in this area, is not confined to electronics, but also is in 
oil and agriculture. During *60 the area’s increase in 
factory employment surpassed the country as a whole 
by a wide margin and gains were distributed over many 
hard and soft goods manufacturing industries. Distrib- 
utors’ sales for the first 10 months of 1960 were 
down 6%, as compared to the same period of ’59. Latest 
per capita income: $1,559, up 5.3%. Average gross 
weekly wage: $104.14. Population gain since 1950: 
9.9% . Housing starts in this area dropped 12.4%. 





Mountain 








The Mountain region, often considered the least impor- 
tant industrial area, production-wise, is the fastest grow- 
ing. Hard goods industries are spurring growth in the 
region while soft goods manufacturers follow. Electrical 
distributors’ sales for the first 10 months of ’60 com- 
pared with the same period in ’59 showed a drop of 
2%. Latest per capita income: $1,849, down 3.2% from 
°59. Average gross weekly wage: $97.36. Population 
gain since 1950: 3.6%. 





Pacific 








Industrial growth in the Far West has continued on a 
broad front for a long time. The region is tied with the 
South Atlantic states for third place in factory employ- 
ment. About 70% of the Pacific area’s factory jobs are 
in durable goods industries, which are growing twice as 
fast as non-durables. Distributors’ sales showed a drop 
of 8% for the first 10 months of 1960. Per capita 
income: $2,416, up 1.5%. Average gross weekly wage: 
$101.43. Population gain since 1950: 27.0%. 
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GROUP meetings are being held to 
introduce program to contractors. At 
this typical meeting at a Graybar 
branch, John Bevers (left), manager 
at Omaha, Neb., and Bing Kindell, 
district manager of lighting at Kansas 
City, Mo., conducted the meeting. 


A Marketing Plan to Boost 


Relighting Sales 


Graybar Electric's program is designed 
to obtain the modernization potential. 


NE of the first all-out attempts on the part of an 

electrical distributor to obtain a profitable share of 

the potential commercial and industrial relighting 
business has been undertaken by Graybar Electric Co., 
Inc., (EW—Nov. '60, p. 108). 

The new marketing plan—called the Lighting Action 
Program—is designed to be simple, yet include all the es- 
sential elements to increase quantity sales for the moderni- 
zation market. Graybar officials estimate that as a local 
potential, $1 million worth of relighting fixtures can and 
should be sold for every population group of 25,000. 

Basically, the program is an effort to provide the elec- 
trical contractor with all the necessary sales tools and 
training assistance in helping him do a better selling job. 

“We believe that contractors are good salesmen,” B. F. 

Benning, general lamp and lighting sales manager, Says. 
“They couldn’t stay in business if that weren't true. But 
we do say our industry has been derelict in failing to give 
them the tools and assistance needed to sell this relighting 
market.” 
e Tools and Aid—Two important points comprise the 
Action program. A sales tool kit for contractors (pic- 
tured on the following pages) provides all pertinent infor- 
mation needed to sell relighting projects successfully. This 
kit includes an explanation of a time payment plan en- 
abling the contractors’ customers to obtain lighting with- 
out a large capital investment. 

Next, Graybar is “back-stopping” the contractor with 
identical fixture stocks in the company’s 135 distribution 
centers throughout the nation. 

About 21 months ago, Graybar presented the plan to a 
group of lighting manufacturers, and suggested that a spe- 
cial group of fixtures be developed for the program. The 
final group selected includes both existing and new lines 
developed by the manufacturers. 

In addition to a long-range advertising and promotion 
program to maintain contractor interest, Graybar is con- 
ducting dinner meetings for contractors in every major 
city of the United States to introduce the program. The 
over-all plan is, according to officials, to benefit the dis- 
tributor, his customers and the consumer in obtaining 
part of the $5 billion relighting potential. 
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by Robert S. Bush 


PERSONAL approach is made here by salesman Vernon Beas 


ley (left), who shows kit to customer Ray Hargrove. Dallas 


CONTINUED 





A Marketing Plan to Boost Relighting Sales (cont.) 





An Action Plan Kit That's Designed 


Elements of Graybar’s sales tool kit to assist the electrical con 
tractor in getting his share of the commercial and industrial relighting 
market are pictured above and are keyed for the following descriptions 

1. All elements of the distributor’s plan are enclosed in a kit that 
is free if the contractor takes advantage of the over-all program. 

2. Practical guides to relighting give contractors a fast reference 
to commercial and industrial projects. 

3. A brochure explaining the entire plan to contractors 

4. A condensed list of everything electrical handled by Graybar 

5. Colorful identity stickers contractors can use. 

6. A variety of literature describing fixtures in stock 

7. A four-color lighting tabloid contractors can mail to _ their 


ELECTRICAL WHOLESALING—January, 1961 





YSAR IN-STOCK LIGHTING 


sate 9 ee ane 
a ee 
aoe 


nae ore 
commute vous 2CTIOF 


penned, vit 


scone neva FreTene OOPUANS | 


To Help the Electrical Contractor 


customers with the purpose of pre-selling “Action Plan” fixtures. 

8. A 24-page in-stock fixture selector that contains illustrated 
detailed descriptions of every fixture in the “Action Plan.” 

9. Ideas and assistance the distributor can provide in planning 
displays for the contractor 

10. An explanation of Graybar’s finance plan whereby the con- 
tractor’s customer can have relighting now and pay for it later 

11. A plan book designed to help the contractor build lamp sales 
and profits. 

A twelfth element not pictured is a light meter and guide. This 
is a new and simplified light meter that contractors can use to show 
their customers exactly why they need lighting modernization. 
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First Complete Study 
Of Industry Now A Book 


Dr. Lewis' book is a direct result of a study initiated by ELECTRICAL 
WHOLESALING. Published this month by McGraw-Hill, it presents studied 
and timely observations of what is right and wrong about marketing pat- 
terns and practices in today's rapidly expanding electrical industry. 


Birth Of A Book... 


In July, 1956, Dr. Edwin H. Lewis, professor of mar- 

keting at the University of Minnesota, was approached 

by ELECTRICAL 

WHOLESALING to 

undertake a definitive 

study of the distribu- 

tion of electrical ap- 

paratus and supplies. 

Dr. Lewis accepted. 

Atter nearly two years 

of research and more 

than 150 personal in- 

terviews with manu- 

facturers, distributors, 

and users, he com- 

pleted the study. The 

highlights were pub- 

lished in the June, 

1958 issue of EW. Dr. 

Lewis’ objectivity and 

expert evaluation of 

his subject met with 

considerable response 

more than 1,500 re- 

prints of the article 

were requested. Now, 

in fulfillment of the 

original plan, the McGraw-Hill Book Co. has published 
an expanded version of the study in book form. 


MARKETING ELECTRICAL APPARATUS AND SUP- 
PLIES. By Dr. Fdwin H. Lewis, 320 pages. McGraw-Hill 
Book Co. $8.50 


CONTENTS: 


CHAPTER !1—THE ELECTRICAL INDUSTRY 
Output of Electric Current 
Output of Electrical Products 
Product Characteristics 


CHAPTER 2—USERS OF ELECTRICAL APPARAT- 
US AND SUPPLIES 

rhe Electrical Contractor 

rhe Role of the Architect and ¢ onsulting Engineer 


CUPHE days of easy wholesale profits are over. 
further effort and inquiry are necessary to develop 
ways by which the wholesaler can adapt his opera- 

tions to the changes which are constantly occurring in the 

market. This is the challenge facing the electrical distribu- 
tor.” 

The challenge, as stated by Dr. Lewis, is an extremely 

complex one stemming from all phases of today’s dynamic 

electrical industry. But, it is one that can be, and must be, 
met and resolved. 

In his book, “Marketing Electrical Apparatus and Sup- 
plies,” published this month*, Dr. Lewis presents a com- 
prehensive picture of the distribution patterns and prac- 
tices of the electrical industry. His analysis puts the in- 
dustry in perspective and focuses attention on the basic 
forces responsible for the movement of goods from point 
of production to the user. 

The 320-page book not only describes the many exist- 
ing channels of distribution and the various types of mid- 
dlemen in these channels, but also analyzes their opera- 
tions. Dr. Lewis’ impartial observations in this respect 
underscore those practices which appear to be useful to 
the industry and those which appear to be questionable. 

The book should prove invaluable to manufacturers, 
agents, distributors, contractors and users in clarifying the 
marketing problems of one segment of the industry in re- 
lation to those of another. 

Below and on the following three pages are some of 
Dr. Lewis’ views which should be of particular interest. 
Each direct quotation is extracted from those sections 
that are bold-faced in the table of contents presented 
in the facing columns. This manner of presentation was 
used to show the scope of the book and the flavor of Dr 
Lewis’ comments. It should be pointed out that, as such, 
these comments are taken out of context. 


QUOTES: 


rhe Electrical Contractor: 

. . the bidding system has become a highly competi- 
tive and frequently cut-throat type of operation. ... Man- 
ufacturers, manufacturers’ representatives, distributors 
and contractors all share responsibility for this difficult 
situation.” 

The Electric Utility: 
“In order to reduce their own stocks, utilities have 
come to depend on manufacturers’ stocks in some areas.” 
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Substitution of Materials 
The Electric Utility 

The Industrial Purchaser 
OEM Purchasing 
Export Markets 


CHAPTER 3—COMPETITIVE FACTORS IN THE 
INDUSTRY 
Product Differentiation 
Company Reputation 
Product Availability 
Pricing Practices 
Price Policies 
Credit Policies 
Personal Selling 
Advertising 
Market Research 
Marketing Organization 
Competition from Imports 


CHAPTER 4—CHANNELS OF DISTRIBUTION 


Manufacturers’ Representatives 
The Electrical Distributor 
“Brokerage-type” Distributors 
Mail-order Distributors 

The Wire Jobber 

Parts Distributors 

Hardware Wholesalers 
Industrial Distributors 
Purchasing Companies 

[he Electrical Contractor 
Retail Outlets 

Composite Channels of Distribution 
Export Middlemen 


CHAPTER 5—THI 
SENTATIVE 
The Manufacturers’ Representative 
Manufacturer-Agent Contracts 
Responsibilities of Agents 
Sales Control 
Credit Responsibility 
Agency Stocks 
Agency Ownership of Field Stocks 
Representatives’ Commissions 


CHAPTER 6—THE ELECTRICAL DISTRIBUTOR 
The Electrical Distributors’ Market 
Seasonal Sales Patterns 
Distributor Trading Areas 
Branch House Operations 
Lines Carried by Distributors 
Duplication of Lines 
Distributor Stocks 
Warehousing 
Sales Service 
Advertising 
Distributor Price Policies 
The Credit Function 
Recoi.! Systems 
Labor Relations 
Operating Costs and Profits 
Manufacturer-Distributor Relationships 
The Manufacturers’ Obligations 
The Distributors’ Obligations 


CHAPTER 7—AUXILIARY SERVICE ORGANIZA- 


TIONS 
Testing Services, Product and Safety Standards 
NEMA Standards 
Underwriters’ Laboratories 
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MANUFACTURERS’ REPRE- 


Product Differentiation: 

“The attempt to develop a distinctive (and usually a 
special purpose) product has resulted in a considerable 
amount of proliferation in some types of products.” 


Pricing Practices: 

“During the post-war period, there has been an in- 
creasing tendency for . . . buyers to negotiate on price 
wherever there is a possibility of getting a concession.” 

“(The) notorious ‘rebidding’ system has resulted in ex- 
tremely severe and economically unsound price compe 
tition in many markets.” 


Ihe Electrical Distributor: 

“A manufacturer sometimes by-passes the distributor 
because he feels that the distributor has not done a satis- 
factory job. This criticism is sometimes justified when 
the distributor is carrying too many competing lines (as 
he frequently does) and when the manufacturer also is 
selling through too many competing distributors. One 
solution to this problem is for the manufacturer to adopt 
a policy of selective distribution and for the distributor to 
adopt a policy of limiting the number of competing lines 
which he will handle.’ 


“Brokerage-type” Distributors: 

“It would appear unlikely that this type of operation 
will seriously encroach on the markets of the established 
full-service distributors in very many areas.” 

“Certainly they are weak reed to lean on if a manu- 
facturer is interested in building a stable market for his 
product.” 

“Distributors have contributed to the growth of broker- 
age operations to the extent that they have not carried 
adequate stocks and have not given a full range of serv- 
ices.” 

The Manufacturers’ Representative: 
“The main reason for their presence in the (distribu- 


tion) channel is that they can do a more efficient job of 
selling a manufacturer’s output than he can do himself.” 


Agency Stocks: 


“The pros and cons of consigned agency field stocks 
are essentially the same as those for manufacturers’ lo- 
[here is the potential danger in either 


cal stocks 
case that excessive field stocks will be established which 
will increase marketing costs.” 

“It may be necessary, however, for manufacturers or 
their representatives to carry reserve stocks of products 
in limited demand.” 


The Electrical Distributors’ Market: 

“Leading distributors indicate they do not engage 
in rebidding practices Some distributors state that 
they will not furnish bids to contractors known to be 
‘price chiselers,’ but these contractors continue to get 


both jobs and supplies.” 


Duplication of Lines: 

“The typical electrical distributor tends to carry too 
many lines, and, more particularly, too many competing 
lines.” 

“The lines generally in greatest need of pruning are 
construction materials and lighting fixtures.” 

“A distributor can do an excellent job of promoting 
one or two lines, a fair job of selling three, but on more 
than this, he is actually just handling orders.” 

“This is an area in which distributors could well un- 
dertake considerable experimentation.” 

“It is doubtful whether most distributors are aware of 
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Study of Industry—Contents and Quotes (cont.) 





National Electrical Code 

American Standards Association 
Certification Groups 

Simplified Practice Recommendations 
Trade Practice Rules 

Industry Promotion 

National Wiring Bureau 

Edison Electric Institute 

American Home Lighting Institute 

National Lighting Bureau 

Industrial Electrification Council 

Building Construction Services 

F. W. Dodge Corp. Services 

Builder’s Exchange 

Construction News Report 

Price Services 

Credit Associations 

Industry Trade Associations 

Electrical Manufacturers’ Credit Bureau 
National Electrical Manufacturers Association 
National Association of Electrical Distributors 
National Electrical Contractors Association 
Electrical Leagues 

National Industrial Service Association, Inc. 


CHAPTER 8—MOTORS AND GENERATORS 
The Motor Generator Industry 
Location of Manufacturers 
Product Specialization 
Motor and Generator Markets 
Channels of Distribution 
Wholesale Distributors 
Manufacturers’ Field Stocks 
Factors Influencing Motor Purchases 
Pricing Methods—Price Leadership 
OEM Pricing 
Discounts and Terms of Sale 
Price Competition a Strong Market Factor 
Service a Competitive Factor 
Motor Repair Service 
Sales Promotion 
Advertising 
Manufacturers’ Marketing Costs 
World Markets 


CHAPTER 9—TRANSFORMERS 


Growth of the Transformer Industry 
Product Specialization 

Types of Markets 

Channels of Distribution 

Selling Methods 

franstormer Field Stocks 
Nature of Competition 

Pricing Methods 

The Discount Structure 
Cruarantees 

Manufacturers’ Marketing Costs 
World Markets 

rhe Rising Tide of Imports 


CHAPTER 10—ELECTRICAL DISTRIBUTION AND 
CONTROL APPARATUS 

Marketing Channels: Distribution Equipment 

Marketing Channels: Fuses 

Marketing Channels: Controls 

Manufacturers’ Local Stocks 

Price Quotations 

Price vs Service 


¢ 


Product Guarantees and Returns 


the costs involved in handling multiple competing lines.” 

“Except for occasional courtesy transactions, it would 
appear to be more efficient and better for manufacturer- 
distributor relations to refuse orders for competing lines 
not regularly handled.” 


Distributor Stocks: 

“There has been a slight drop in inventories relative to 
sales since the early post-war period. To the extent that 
this drop in inventory reflects the pruning of unnecessary 
lines, it is a step in the right direction. If instead, it indi 
cates a shift in the performance of the stocking function 
from the distributor to the agent or the manufacturer, it 
is quite clearly a step which places the electrical distribu- 
tor in jeopardy.” 

“The problem (of local stocks) is not insolvable, but it 
does require some new and realistic thinking on the part 
of both the manufacturers and distributors and perhaps 
some retreat from previously defended positions.” 


The Credit Function: 

“Oddly enough, regardless of how bad a contractor's 
credit may be, he seems to be able to find some distribu 
tor willing to do business on the assumption that he will be 
paid.” 

“A tight credit policy on the part of distributors would 
help materially to improve the unhealthy credit situation 
which exists in many markets.” 


Operating Costs and Profits: 

“The growing pressure on profits makes it particularly 
necessary for distributors to analyze their business in or 
der to bring to light product lines, areas, customers and 
sizes of orders which are unprofitable.” 


Manufacturer-Distributor Relations: 

“A carefully devised system of selective distribution 
would substantially improve manufacturer-distributor re 
lations in many lines, but it needs to be emphasized that 
this must be a two-way relationship. Both parties have ob 
ligations under such an arrangement.” 


Discounts and Terms of Sale (Motors): 

“Manufacturers who wish to obtain distributor support 
for motors will need to analyze their distributor margins 
carefully. Distributors increased their sales of motor con- 
trols substantially after manufacturers raised the distribu- 
tor’s margin. This lesson may be applied to other electri 
cal products including motors.” 


Channels of Distribution (Transformers): 

“The distributor is most valuable when the products are 
standard items which do not require selling and engineer- 
ing know-how beyond the competence of the distributor 
and which can be carried in stock by the distributor.” 


Marketing Channels (Controls): 

“This company’s experience disproves a common belief 
that it is more efficient to ‘go around the wholesale mid- 
dleman’ and sell direct. When the manufacturer tries to 
take over the wholesaler’s functions, he may find . . . that 
marketing costs are higher than they were when the 
wholesaler was used.” 

Sales Training: 

“There is a growing awareness that sales training is 

never finished.” 


Types of Wire and Cable: 
“The development of new types of insulation and cov- 
erings by the various firms in the industry has resulted in a 
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Methods of Selling Distribution Equipment 
Sales Training 

Growing Need for Distributor Training 
Control of Selling Activity 


CHAPTER 11—ELECTRICAL WIRE AND CABLE 
Types of Wire and Cable 
Industry Patterns 
A Billion Dollar Industry 
Channels of Distribution 
Manufacturers’ Field Stocks 
Distributors’ Consigned Stocks 
The Wire Jobber 
Trend to Standardization of Products 
Price Policies 
The Price Structure 
Sales Promotion 
Advertising Media 
Trade Practice Rules 
World Markets 


CHAPTER 12—WIRING DEVICES AND SUPPLIES 


Output Doubles in 10 Years 
Channels of Distribution 
Distributor Policies 

Ihe Need for Field Stocks 
Conduit Field Stocks 
Pricing Methods: Fittings 
Price Quotations 

Pricing Methods: Conduit 
Selling Methods 
Manufacturers’ Marketing Costs 
Export Trade 


CHAPTER 13—LIGHTING FIXTURES 
Types of Specialization 
Small Scale Production 
Expanding Fixture Markets 
Channels of Distribution 
Field Inventories 
Aggressive Industry Competition 
Returned Goods 
Sales Promotion 
Manufacturers’ Marketing Costs 
Foreign Markets 


CHAPTER 14—LAMPS 
Lamp Markets 
Channels of Distribution 
Lamp Contracts 
Consignment Contracts 
Purchase Contracts 
Utility Lamp-renewal System 
Local Stocks 
Industry Competition 
Selling Methods 
Advertising and Sales Promotion 
Price Policies 
Foreign Trade in Lamps 
Postwar Trade in Lamps 
CHAPTER 15—THE FUTURE OF THE INDUSTRY 
Marketing Developments 
The Expanding Wholesale Structure 
Growth of Manufacturers’ Representatives 
The Manufacturer-Distributor Team 
Distributor Self-appraisal 
Need for Better Industry Practices 
Industry Leadership 
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great deal of overlapping and duplicating of lines. Out- 
moded lines are frequently continued even though their 
usefulness is substantially reduced by the manufacture of 
newer and better materials.” 


Distributor Consigned Stocks: 


“The larger electrical distributors would like to see an 
end to both manufacturers’ field stocks of wire and cable 
and consignment selling of these products.’ 


The Need for Field Stocks (Fittings): 

“The nature of fittings is such that the great bulk of the 
stocks in the field should be carried by distributors. If 
the distributor performs this function properly, there is lit- 
tle need for manufacturers’ field stocks. It is clear that 
some manufacturers have over-extended themselves in 
this connection. Manufacturers need to analyze carefully 
the costs of maintaining field stocks. There is little eco- 
nomic justification for pushing into markets where dis- 
tributors are now carrying adequate stocks.’ 


Aggressive Industry Competition: 

“If there is one competitive factor which dominates the 
fixtures market, it is price.” 

“There appears to be no sound reason for the high 
markups which have prevailed on residential fixtures, and 
they seem to be given primarily to permit high discounts.” 

“Distributors who have reduced their markups and their 
contractor discounts generally find the change beneficial.” 

“If the electrical distributor wishes to hold his position 
in the residential fixture market, he must meet the grow- 
ing competition from large-scale retailers. A_ realistic 
price system is a start toward strengthening his position.” 


Purchase Contracts (Lamps): 

“Whether the industry leaders will continue to use con- 
signment contracts will be governed largely by the extent 
to which other manufacturers get an increased share of 
the market and compete on a price basis.” 


Marketing Developments: 

“The increased flow of electrical products has attracted 
new middlemen, both distributors and agents. In their ef- 
forts to break into the market, these middlemen have not 
always followed the practices of established firms in the 
field . . . the so-called broker . . . the agent who makes 
direct contact with users, and then attempts to have the 
sale handled by an electrical distributor at a low markup 
. . » These methods of doing business challenge the posi- 
tion of the established electrical distributor.” 


Need For Better Industry Practices: 

. . Changes have impinged to a great degree on the 
distributor, and again the electrical field is not unique 
Actually the full-service wholesaler in most fields has 
been slow to change his practices. He usually tends to op- 
erate conservatively. He favors the status quo and assails 
the innovators. This does not help solve the problem. The 
only rational approach, of course, is to take the steps 
necessary to improve his position in the market.” 

“It is also a fact that some distributor practices are not 
in the best interests of the industry. Profitless bidding, 
overextension of credit to contractors of doubtful financial 
stability, and the failure to give full service when such 
service should be given are examples of practices of very 
doubtful value to the industry.” 

“Poor business methods and dubious ethical standards 
on the part of many contractors certainly have con- 
tributed to the problems of the industry. A great deal 
of educational work needs to be done among centractors.” 
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THE SALESMAN’S TECHNICAL NOTES No. 83 
METER CONNECTIONS 








The VOLTIMETER has two terminals, 7s connec?- 
a ed by two conductors directly across load to 
£ measure The voltage, or potential difference, 
ax across The load. /n ac cireulls, as shown, The 
: s positive Termina/ of the meter must be corr 
Ieanenncsl nected To the positive side of the load. /n 
ac circuits, either terminal of an ac volr- 
meter may be connected fo either side oF 
the Joad. 






































The AMMETER has two Sermina/s, i3}- 1 | 

ys Conpected in series with the (OY $ 

load fo measure the curren? How- CA) 
7 














jg jn the circurt. The CLAMP-ON 
AMMETER has hinged jaws which nindieatna 
are sipped over conducrors. No 
physica/ cormection /s regurred. 











my The WATTMETER combines Suncrions 
nso — 7 METER of ammeter and voltmeter 7o give 
(TY a reading directly jn watts. 1 Aas 
sn two curren? terminals, cornmecred 

in series with Joad, and 7wo volr- 























J om 














VOLTAGE ~ age terminals, connected across rhe 





TERMINALS 





joad. 





The WATTHOUR METER (or kifowal/hour merer), hke fhe 2- wise 
wallmerter, has both volfage and curren? serminats. SINGLE - PHASE 
A rotating disk, or armature operates inditaring —: 
W/a/s or @ counter fo show the total energy consumed. SOCKET 
Jt 1s normally connected through a meter socker 


at the service entrance /ocarior. 


EXAMPLES 


NEUTRAL 











I= lO AMPS 


ne fa. 
A) tA) 


LOAD = 1200 oa LOAD »* 2400 WATTS”. 














E* 120 VOLTS 








What +s the voltmeter reading? Wha? 1s the ammeter read 1g ? 
& _ 1200 wears rs P . 2#00 watrrs 





oe >? JO arnps & 420 volrs 
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Pinpoints the Information You Need on... 





Power and Work-II 


By J. F. McPartland 
and W. J. Novak 


NASMUCH as the basic equation 

for determining the power of elec- 

trical loads—P—E x I involves the 
voltage and current with 
the load, the equation can be written 
other ways by substituting equivalents 
for voltage and current from the 
equations of Ohm's Law: 
P Ex! 
but, E Ix R 
therefore, P Ix RxI 

If we have a load of 10 ohms re- 
sistance with a current of 4 amps 
flowing through it, the power of the 
load is 

P 4° x 10 160 watts. 

Or by substituting for I in the basic 
equation in accordance with Ohm’s 
Law that I—E/R, we get 
P Ex E/R E 

R 

Then if we had a load of 20 ohms 
resistance with 120 volts impressed 
across it, the power of the load would 


be 


associated 


I? R 


120 720 watts 
20 

Although the basic power equation is 
stated as P E x I, to determine the 
power when voltage and current are 
known, it can be rearranged to yield 
any of the three quantities when the 
other two are known. 
Example: What is the voltage across 
a resistance heating element rated at 
1,200 watts through which 10 amps 
are flowing? 
E P/I 

120 volts. 
Example: What is the current flowing 
through a load rated at 2,400 watts 
with 120 volts impressed across its 
terminals? 
I P/E 
20 amps. 


1,200 watts/10amps 


2,400 watts/120 volts 


Electric Energy 

As we have seen, power is the time 
rate of doing work. Power rating tells 
how fast or how slow a load will ex- 
pend electrical energy or, which is the 
same thing, do work. Electrical work, 
then, is expressed in units which rep- 
resent the product of electrical power 


January, 1961—ELECTRICAL WHOLESALING 


and time. The basic unit of work ot 
energy expenditure is the watthour. A 
watthour is simply the energy expend- 
ed when power of one watt is applied 
for one hour. A kilowatt-hour is 1,000 
watthours. 
Example: If an electric light bulb is 
doing work at the rate of 100 watts 
(or, as it would more commonly be 
expressed, if the bulb is rated at 100 
watts) and operates for 20 hours, the 
work the expended 
would be: 
Energy=100 watts x 20 hours 
2,000 watthours or 2 kilowatthours 
Although the concepts of electric 
prima- 


done or energy 


power and energy are applied 
rily to lights, 

motors 
tion, there 
inevitable, power 
in electrical systems. 
viously, current flow 
produces an unavoidable drop in volt 
age from the source to the load. Sim- 
ilarly, as long as the current flows to 
the there power pro- 
portional to the volts dropped in the 
conductors and the current flowing 
And for any period of time over which 
power is applied, there is an expendi- 
ture of energy or an energy loss equal 
to the product of the power loss and 
the time involved. Both of these losses 
are inevitable in but 
care in design is usually taken to min- 
imize such not 
only cost money due to the charge for 
watthours expended in the conductors, 
but the electrical energy is expended 
by conversion to heat which can have 
deleterious effects on the insulation of 
the conductors. 


heaters, 
utiliza- 
though 


load devices 
to determine 
undersirable, 
and energy 
As we saw 


desired 
are 
losses 

pi c- 


over conductors 


load are losses 


every system, 


losses. These losses 


Basic Meters 


In practice, application of forego 
ing theory to circuits and equipment 
found in any electrical system depends 
upon some measuring un- 
known conditions and correlating the 
data obtained. A basic group of in- 
struments provide for ready and 
curate measurements of electrical 
conditions. These are: 
Voltmeter—This is a device construct- 
ed and calibrated to provide directly- 
read indication of value of voltage 
when properly applied. A voltmeter 
must always be connected across in 
parallel with the load device, the cir- 


means of 


ac- 


cuit or circuit element across which 


the difference in electrical potential is 


to be determined Prope! connections 
in de circuits call for the 
minal of the meter to be connected to 


1 
must also 


positive ter- 


the high-potential side. Care 
be taken to meter with 


indicated on its 


use a 
tas scale) Su 


the task 


by using a 


Greater accuracy is possible 
meter range just above the 


value of voltage being measured 
Ammeter— This is another direct-read- 


ng instrument, designed to measure 


flow A 


be connected 


amperes of current conven 
tional ammeter 
the 


element through which current flow 


must 


ie ith ] i de - , if 
series Wiin 1Oaad UeVIce ¢ ( Cull 


in the proper con 
1, 


nection, all the current flowing through 
test also flows 
Another ty] 
clamp-on 

/ ’ 


onnected to tl 


ent 


is to be measured 


the device under 

through the ammeter 
ammeter, the 
magnetically c 
under measure! 


Wattmeter 
strument which measures powel! 


This direct-re 

tne 

rate of energ\ expenditure S 
combination of ammeter and voit 

meter, measuring volts and amps and 

their which is 


basic 


indicating product, 


watts. The has fou 


wattmetel 


terminals for connection into the < 
is to be measured. Two of 


for 


load 


cuit which 


the connection 


terminals are 


the and supply the 


series with Ip] 


instrument 


for tt 


ammeter section of the 
The 


voltmete! 


other two terminals are 


section and are connected 
across the load 


Watthour meter 


meter is used to measure 


This direct 
m 
the 


The 


electrical energy expended 


amount of electrical work done 
meter that the power company 
determine how much energy the 
owner or 
watthour 
its internal 
power requirements of the loads being 
the time for which the 
power is applied. The product of 
watthours is indicated on a 


dials on the tace of 


tenant iOT 18 a 
meter 


mechanism 


must pay 
As you might guess 
the 


correlates 


served and 
system ol 
calibrated the 
meter 

Although there are many other types 


today’s electrical 


ln 
1c 


of meters used in 


systems, the foregoing are for both « 
and ac measurement 


Next Month: Electric Conductors 
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rad Gallery: 
he Third Class 


HE THIRD graduating class of ELECTRICAL WHOLE- 


SALING’S “20-Hour 


the 15 men 


Electrical 
presented 


Course” includes 
here. They hail from 


Boston, Mass. to Louisville, Ky. This brings the total 
number of graduates for 1960 to 74. 

Among the graduates were 10 distributor personnel 
from E & H Electric Supply Co. in Louisville, Ky. All 
those who passed the course were wholesalers except 
for one manufacturer’s agent from Hohokus, N.J. 

Che general opinion of the value of the course was one 
of hearty approval. Those who took the course ranged 
in positions from warehousemen to outside salesmen. Of 
the 15 graduates, 13 have their pictures on these two 
pages. Only two pictures were not available. One was of 
Walter G. Beck, Jr., lighting specialist for E&H Electric 
Supply Co. Beck is a member of IES and has been with 
E&H for 6 years. One of the 10 graduates from the 
Louisville firm, Beck is 41, married and has a son and 


three daughters. 


The other unpictured grad is James 


Mullarkey. His profile appears last on the next page 


Kenneth W. Bess 


Five years with E & H 
Electric Supply Co., Lou- 
isville, Ky., city sales su- 
pervisor Kenneth W. Bess 
is 28, married, father of 
two girls and is attending 
night college where he has 
completed two years. Bess 
likes to cater to the “house 
wireman” and he says that 
the course was very useful 
to him. “Four other boys 
who work with me (and 
who also took the course) 
and myself used to meet 
on Various nights and hold 
round table discussions 
about the questions.” 
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Eugene Endris 


Outside salesman Eu- 
gene Endris of E & H 
Electric Supply Co. spe- 
cializes in insulation, con- 
trol and insulation materi- 
als. He is 29, married and 
his favorite activities are 
hunting and fishing. As a 
passive sportsman, Endris 
enjoys watching football, 
baseball and _ basketball. 
With E & H for one year, 
Endris says he found the 
20-Hour Electrical Course 
“very interesting and very 
helpful,” in providing the 
background he puts to 
work in the selling field. 


Charles T. Alford 

Price and edit man, 
Charles T. Alford has 
been with E&H Electric 
Supply Co. in Louisville, 
Ky. for 6 years. He says 
he found the 20-hour 
Course really useful in pro- 
viding technical informa- 
tion that he could put to 
work, — “but 10. times 
more than that would be 
better.” Alford raises trop- 
ical fish for a hobby. He is 
24, married and has one 
child. Alford’s favorite 
spectator and playing sport 
is football. 


Stephen H. Gens 


Salesman Stephen Gens 
of Loman Electric Supply 
Co., Inc., Boston, Mass. 
has been with the firm for 
one year. His specialty: 
“products applicable in in- 
dustrial electricity.” Gens 
is 25, married and has a 
daughter. His active sports 
interests are swimming 
and squash. He favors 
watching hockey and foot- 
ball. A graduate of Clark 
University, he says that the 
20-hour Course provided 
him with the basic essen- 
tial vocabulary and under- 
standing of electricity. 


ELECTRICAL 


Robert F. Baldwin, Jr. 


Hockey, football and 
golf are the chief outside 
interests of Robert fF 
Baldwin, Jr., assistant con- 
troller of the Baldwin-Hall 
Co., Inc., Syracuse, N.Y 
Employed at the company 
for 5 years as a part-time 
worker behind the counter 
and in the warehouse, Bob 
is a junior in college, a 
member of Delta Phi Fra- 
ternity and collects classi- 
cal records as a hobby. He 
is 21, and specializes in 
limit switches. He found 
the Course helpful 


Charles Robert Herman 


At the present time, 
Charles Herman’s’ work 
“does not call for the 20- 
Hour Electrical Course,” 
but, as he says, “I do think 
it will be very helpful to 
me.” Herman is in charge 
of Kardex for E & H Elec- 
tric Supply Co. He is 29, 
married and has a son. He 
has been with E & H for 
two years, is a member of 
the Kentucky National 
Guard and has firearms as 
his favorite hobby. Her- 
man says that his favorite 
outdoor active sport is 
hunting. 
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John H. Kenny 
John H. Kenny, head of 


counter and warehouse 
operations and also pricing 
clerk at Peninsular Elec- 
tric Dist. Ltd., West Palm 
Beach, Fla., has been with 
the firm for 7 years. He 
thinks the 20-hour Course 
helped him in his job 
Kenny's outside interests 
include: horseshoes, bow]- 
ing, swimming and fishing 
(he lives right on a lake) 
Kenny is 28, married, has 
two sons and says he spe- 
cializes in selling every 
product. 


Robert Taylor 


Counterman Robert 
Taylor of Dauphin Elec- 
trical Supplies Co., Harris- 
burg, Pa., has been with 
the firm for one year. He 
is 23 and his favorite 
sports are water-skiing, 
swimming, football, hock- 
ey and foreign car com- 
petition. Bob belongs to the 
foreign car auto club. His 
favorite hobby: collecting 
records. Talking about the 
EW 20-hour Electrical 
Course, he says, “it’s help- 
ed me in many phases and 
gave me a lot of help in 
learning the industry.” 


L. C. Leonhardt, Jr. 


L. C. Leonhardt is 
warehouse supervisor with 
E & H Electric Supply. 
Leonhardt, who has been 
with the firm for three 
years, says that the 20- 
Hour Electrical Course, 
“has been very helpful to 
me in my line of work.” 
Leonhardt classes his “spe- 
cialty” as all electrical sup- 
plies. He is 27, married 
and has a son. In his spare 
time he prefers to watch 
football and bowling. His 
favorite outdoor 
sport is football. 


active 


William V. Waldridge 


William Waldridge has 
been with E & H Electric 
Supply Co. for almost 
seven years. He is a coun- 
terman who says he spe- 
cializes in all products 
Waldridge says he has 
found the 20-Hour Elec- 
trical Course to be espe- 
cially helpful in providing 
technical information that 
he is able to use in his job. 
Waldridge, who is 27, fa- 
vors basketball as an active 
outdoor pastime and he 
says that he also likes to 
watch all other sports 
events. 
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Ronald V. Morrison 


Counterman Ronald V. 
Morrison has been with 
E & H for two years. He 
was an electrician in the 
navy before he joined the 
firm. Morrison says that 
the 20-Hour Electrical 
Course taught him more 
about the products he sold 
across the counter, there- 
by helping him in_ his 
work. Morrison’s favorite 
hobby is hunting and fish- 
ing. He is 22 and married. 
He likes to play and watch 
both football and basket- 
ball. 


Edward G. Wygant 


Edward G. Wygant, 
newly appointed office 
manager for H. M. Linter 
& Son, manufacturers’ 
representatives in Hohok- 
us, N.J., is a specialist in 
current limiting fuses, NEC 
fuses, electrical tapes and 
splicing material. Wygant 
is 26, married, with two 
sons. Wygant’s hobbies are 
hunting, fishing, philately, 
photography and hi-fi. Fa- 
vorite sports are football, 
bowling and hockey. The 
20-hour Course, says Wy- 
gant, gave him what he 
lacked in electrical savvy. 


Henry Steiger Ill 


Warehouseman Henry 
Steiger, E & H Electric 
Supply Co., says he found 
the 20-Hour Electrical 
Course helpful and in- 
teresting. He has _ been 
with the Louisville, Ky. 
firm for one year. Steiger 
is 22, married and has a 
daughter. He likes to play 
baseball, goes hunting and 
watches all sports events 

with no particular fa- 
vorites. Before joining I 
& H, he had previous elec- 
trical experience when he 
was in the navy 


... and one of 


the grads we 


had no picture 


James Mullarkey 


Jim Miullarkey is 41, 
married and has six chil- 
dren, a son and _ “five 
daughters. He has been 
with E&H Electric Supply 
Co., Louisville, Ky., for 12 
years. As an outside sales- 
man, Mullarkey says his 
specialty is the “general 
line of construction mate- 
rial for contractor and in- 
dustrial application.” His 
favorite spectator sports 
are baseball and football 
Actively, he prefers golf 
Speaking of the 20-hour 
Course, Mullarkey says 
that it was well presented 
and should prove “valu- 
able to me in my work.” 
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EXPLOSION 


OUTLET AND PLUG PREVENT ARCING 





TILE 


Lat BRONZE CASTING 


ALUMINUM CASTING 


CONDUIT 


PLASTER 


HOLLOW TILE 




















ADJUSTING RING 7] 


‘= 


SAFETY CHAMBER 
NO. 2 












































BAKELITE CASING 
CONTACTS 
THREADED METAL BUSHING 
SWITCH OPERATING CAM 
Ze SAFETY CHAMBER NO. 1 


SWITCHES 

















APPLIANCE 
GROUNDING 
WIRE 





CAST IRON CONDULET 
{7 threads engage ring) 














20 AMPERES, 125 VOLTS A.C. 
Described by NFPA Bulletin No. 56 














CONDULET RECEPTACLE UNIT CAP NO. 24312 


Write for complete information. 


Complete explosion-proof unit consists of: (1) 
No. 24305 shallow or No, 24306 deep cast iron 
Condulet box. (2) Threaded cast iron adjust- 
ing ring for 0” to 5¢” or for 0” to 114” adjust- 
ment. (3) Cast aluminum safety chamber. (4) 


Polished chrome-finish bronze casting contain- 
ing specially keyed ‘“‘Hubbellock” Explosion- 
Proof Receptacle. (5) Specially keyed “Hubbel- 
lock” Explosion-Proof Cap No. 24312, which 
is washable, vapor-proof, and waterproof. 
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- PROOF 


IN HAZARDOUS ATMOSPHERES 


New Safety for Hospital Operating Rooms and 
Class I, Group C or D, Industrial Atmospheres 


Designed to meet the safety specifications of a 
leading New England hospital, the new “Hubbel- 
lock” Explosion-proof Receptacle and Plug can- 
not arc when circuits are closed or opened. 
These devices establish a new standard of 
electrical safety in hospital operating rooms 
and in industrial areas where Class I, Group C 
or D, atmospheres disqualify conventional wiring 
devices. 

DUAL SAFETY CHAMBER 
Current will not flow until a specially keyed 
“Hubbellock” plug (No. 24312) is firmly seated 
and locked by rotating it clockwise. This action 
causes a cam to operate paired microswitches 
in a casting-enclosed safety chamber. 
This chamber connects with a Crouse-Hinds 
Type CPS Condulet, which forms a second safety 
chamber to prevent escape of flame into the 
operating room if gas should ignite in the switch- 
ing chamber. 


VAPOR-PROOF PLUG 

Further protection is provided because all air 
spaces where gases might collect within the plug 
are filled with a self-hardening epoxy resin, 
poured in at the time the three-wire cord is fas- 
tened to the terminals. 

As a result, this vapor-proof plug is also abso- 
lutely waterproof. It can be washed without dis- 
connecting it from the cord, so that operating 
room soilage may be removed without delay. 


Strain on the terminals is relieved by rugged 
cord clamps. A pressure-expanded grommet pro- 
vides additional sealing. 


EXTRA SAFETY FEATURE 


Because the receptacle is keyed to accept only 
this special explosion-proof “Hubbellock” plug 
(No. 24312), accidental insertion of standard 
“‘Hubbellock” plugs is prevented. 

However, the explosion-proof plug will operate in 
standard “Hubbellock” receptacles, so that ex- 
plosion-proof surgical or electrical appliances 
equipped with the explosion-proof plug may be 
used in non-hazardous locations if necessary. 


ONE-HAND OPERATION 


The receptacle is the dead-front type with a 
spring-loaded shutter. No covers or other me- 
chanical closures are necessary. This permits 
one-hand connection or disconnection of appli- 
ances, which is a great convenience in operat- 
ing rooms or other hazardous locations. 

The receptacle and plug are UL listed for new 
installations with the Crouse-Hinds Condulet. 
For modernizing existing wiring, a special mat 
is provided, and the installation is subject to 
approval by local inspectors, 

Receptacle and plug are described for use in 
any Class 1, Group C or D, atmosphere by the 
National Fire Protection Association. 


EXPLOSION-PROOF 


Hubbellock 


WIRING DEVICES 


HARVEY HUBBELL, INCORPORATED . 


““HUBBELLOCK"’ IS A REGISTERED TRADEMARK OF HARVEY HUBBELL, INC. 


BRIDGEPORT 2, CONNECTICUT 
IN CANADA: SCARBOROUGH, ONTARIO 
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ANNOUNCING... the 





and most powerful ~ 


4”" segment bender 
on the market 


Greenlee No. '7'77 
(1-1/4” thru 4”) 
weighs only 65 Ibs. 


(exclusive of shoes) 





pa et tn te AA me 


COMPARE 





>i PARTS 
a8 2 


one-piece frame of high- 
strength aluminum 

one set of aluminum pipe 
supports for all pipe sizes 
one set of safe, quick-locking 
pipe support pins. 


=. BENDERS 
~~ IN ONE 


a few optional parts adapt the 
No. 777 segment bender to 
fast, one-shot 90° bending 
1/2’ thru 2” and thin-wall 
bending 3/4’ thru 2’. 


THESE IMPORTANT 
ADVANTAGES... 


a Qs 
SAFE, N 
ONE-MAN 
OPERATION 
safety valve in pump, oil by- 


pass in ram, weighs only 65 
Ibs. excluding bending shoes. 


wy 


Unmatched for over-all performance, the new Greenlee No. 777 does more jobs for you 
than any other bender of its type. Use it to make offsets . . . large sweeps ... concentric bends ... 


one-shot 90° bends . . . thin-wall bends. 
Its 27-ton ram has power to spare for segment bending of steel or aluminum conduit and pipe 1-1/4” 
thru 4” — will bend extra heavy schedule 80 pipe. Comes equipped with a hand hydraulic pump, 


but can be operated with power pump for even faster performance. 


OPTIONAL EQUIPMENT FOR ONE-SHOT AND THIN-WALL BENDING 


One shot 90° bending 1/2” thru 2” Thin-wall bending 3/4” thru 2” 


90° bends in one 


‘9 Min OR) Zeemnm xiv 
eal ss aba os, Tes 


shot An important 


es: 
Neate 


aay, 


exclusive advantage you 


+p Fe 
ete: 


a. 


get with this new, light- 


2 wey 
be 


weight GREENLEE seg- 


Weezy 


1 Sy den ba 


ment bender. Simply by 
Quickly mounted 


thin-wall attachment The No. 777 segment 
bender can be quickly and economically converted 
to bend thin-wall conduit 3/4” thru 2”. Standard 
No. 770 thin-wall attachments fit the No. 777 
bender with only the addition of one roller. 


oe: 


adding bending shoes 


and adapter, you can 


ar 


make any bend up to 
90° in 1/2” thru 2” con- 


duit or pipe in one shot! 


ASK YOUR DISTRIBUTOR FOR A DEMONSTRATION NOW! Write for bulletin E-249 
GREENLEE TOOL CO., 1937 Columbia Ave., Rockford, Illinois 


GREENLEE JOB-PROFIT TOOLING 


... cost control for contractors 





INTRODUCING a =. = = Pe cieaa. 
—1 Sid Yoeqs 
MODULES 


YOU PICK THE EXACT DESIGN YOU WANT... 


pick 
a 
MODULE! 














pick Poocct ; > A P 
a | : SPAN 


+ 





BOTTOM ! STANDARD MYSTIC PRISMOID CONCAVE OPTiLUX 
GRATELITEY GRATELITE™* GRATELITET DROP MARKT | 


Fi A 
Pius many Othér popular bottom enclosures PA --- (Solid Diastic) 


: - —— 
4 . { acme gee” 
al ' pean emacs ’ 
NE as Ceti RES NE | 
LIGHT WINDOWS 


SLIMFINS PSGXSs 
(Prismoid sides end bottoms) 











SOLID SIDES 





DOZENS OF VARIATIONS! All slim, trim, efficient and beautiful! 

Quality construction. Bottoms are hinged ...and the hinges are hidden! 
KRWMAGHTING Super rich, Acrylic white baked enamel finish. !|.8.E.W. made and wired. 
since 1902 


"R 


ASK FOR THE NE'¥ GUTH SURFACE MODULE SPECIFICATION SHEETS. 
THE EDWIN F. GUTH CO. « 2615 WASHINGTON BLVD. © BOX 7079, ST.LOUIS 77, M0. 
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open for business...YOUR 
business! 


ROYAL Portable Cords 

have the quality, the reputation, and the packaging to open up more 
sales and profits for you! There’s a complete range of cord types and 
sizes, serviced by Royal’s nationwide sales organization. Rubber, 
neoprene, thermoplastic portable cords. Fixture wires. Lamp cords. 
Machine tool wires. Thermo cables. Bell wires. Coaxial cables. And 
more. Stock up now on the fastest-selling cord line . . . the line that’s 
preferred by users . . . the line that means business — for you . 
Royal! See your Royal representative. 
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en associate of 


ROYAL ELECTRIC CORPORATION 
PAWTUCKET, RHODE ISLAND 


in Canada 
Royal Electric Company (Quebec) Ltd., Pointe Claire, Quebec 
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IN’ 
(5 


WATCH VIRDEN IN ’61 for exciting new fixture désigns for homes... for offices... for industry! 
Look for aggressive sales support. ..sales winning promotions...new merchandising plans! 
The lighting industry is big — and getting bigger. It is filled with profit opportunities. It is our 
goal to give Virden distributors all the vigorous support they need to capture their share and 


more of the expanding lighting market. 


“ VIRDEN LIGHTING 


a division of John C. Virden Company + 6103 Longfellow Ave., Cleveland 3, Ohio 


ial 
TORONTO, ONTARIO 


SUBSIDIARIES: LIGHTING DYNAMIC iC ANGELES, CALIF, AND DALLAS, TEXAS; JOHN C. VIRDEN, LTD 


LOS 
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PROFIT 


KNOCKOUT... 


with the 


md Odi -leti-le rd edge} iit—3 
Tab d-Jaliela am Orolalige) Miadt-1a) 


When business is good—dut your profits 
are taking it on the chin—just look at your 
inventory! Dead stock on your shelves— 
items that are obsolete or too slow-moving 
—knocks out profits every time. 


Profits start with buying—the right mer- 
chandise ...at the right price...in the 
right quantity ... and with the right ser- 
vice and cooperation to insure rapid 
turnover. 


When you call for cable—call for Carol! 


Te) Ay , 
“EOPRENE 600% 


Portable Cords » Power Supply Cable, Types W & G « Arc 
Welding Cables « Cord Sets » Asbestos Types « Plastic 
Jacketed Cords *« Thermostat Wires » And Many Others 
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of 


That’s why it’ll pay you to know about the 
Carol Protected-Profits Inventory Control Plan 
...@ newly developed service designed to: 
Insure maximum turnover 
Eliminate obsolescence 
Insure adequate inventory to fill all orders 
prompily 
e Insure balanced inventories 


e Protect your profits 





STOP TAKING IT ON THE CHIN... Ask your 
Carol salesman for full details on the “Carol 
Protected-Profits Inventory Control Plan’’— 
or write, wire or phone Carol Cable Company, 
Pawtucket, Rhode Island. 


CAROL CABLE COMPANY 


Division of the Crescent Company, Inc., Pawtucket, R.I. 





BUSINESS INDEX for OCTOBER 1960* 





1954 +100 Z 


NATIONAL SALES PICTURE: 


960 


SALES INVENTORY 
———(% Change)——— ——-—(% Change)——— 
1960 
From From From From From 
Oct. '59 Sept. ‘60 1959** Oct. '59 Sept. ‘60 


NATION 8 4 0 5 3 


NEW ENGLAND 


MIDDLE ATLANTIC 


EAST NORTH CENTRAL 


WEST NORTH CENTRAL 


SOUTH ATLANTIC 


EAST SOUTH CENTRAL 


WEST SOUTH CENTRAL 


MOUNTAIN 


PACIFIC 5 8 +12 


**10 months 1960 from 10 months 1959 
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R&M-Hunter's new Convection Baseboard 
makes electric heat better than ever! 
| | 


Here’s how exclusive Honeycomb Heat 
Exchanger increases warm air delivery 


In the new R&M-Hunter Convection Baseboard, heat- 
ing engineers have combined a fast-action, highly 
efficient rod-type heating unit with newly designed 
Honeycomb heat cells of non-corrosive aluminized steel. 
The result: greater metal-to-air ratios provide more ef- 
ficient heat transfer at lower surface temperatures. 
Directional outlet speeds circulation of warm air into 
room, away from wall. This advanced design achieves 
a 9-to-1 ratio of warm air delivery to radiant heat. 


FEATURES 
High and low density—For concentrated heat loss 
area, higher wattage sections may be used (below a 
window, for example). Low wattage sections spread 
heat source evenly for normal areas. 
Room-by-room controls—Individual built-in ther- 
mostat section controls comfort levels in each room. 
Eliminates wasteful overheating in one area to provide 
comfort in another. Insures efficient use of power. 
Complete safety—Surface temperatures are always 
low. Can’t harm sensitive skin of children. Won’t dam- 
age fabrics that can be ironed with “medium” setting. 
Thermal cut-out— Each baseboard section has a ther- 
mal cut-out switch. This prevents any overheating that 
might occur if air flow were restricted or shut off. 


HONEYCOMB 
HEAT EXCHANGER 


Continuous interlocking fins 
provide fast heat transfer 
from element to air 


Reflective aluminized 

Stee! baffles enclose - 

Honeycomb heat . St. Fast action, reliable 
exchange cells. . rod-type heating element 


Double spring mounts absorb 
expansion and contraction silently 


Silent operation—Heat exchange assemblies and baf- 
fles are separately spring mounted to prevent expansion 
or contraction sounds resulting from cycle operation. 


Accessories—Convenience Outlet Sections (240 on 
120 Volt). Dummy Sections. Matching End Caps and 
Corner Pieces. Built-in Thermostat Sections. Wall Ther- 
mostats also available for use where desired. 


Other Data—240 and 208 volt sections available 


9" ” 


32” and 48” long, 634” high x 244” deep. 


Send today 
for catalog 


Hunter Division—Robbins & Myers, Inc. 
2772 Frisco Avenue, Memphis 14, Tenn. 


Send complete data on new R&M-Hunter Convection Baseboard to: 


Name 


Address_ 
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Antitrust Trial Averted 


MASS antitrust trial of 29 of the nation’s leading 
electrical equipment manufacturers, which had its 
beginning in Philadelphia last February, was averted 

last month, by changes in pleas. 

At a re-arraignment before a Federal Court judge, 

19 pleaded guilty on some indictments and no defense 
on others. Ten companies entered no-defense pleas only. 
The indictments charged price-fixing and rigging of bids 
on heavy electrical apparatus between 1956 and 1959. 
e One Trial—The pleas meant forty-four officials 
avoided a trial. One Westinghouse Electric Corp. official 
stuck to his earlier plea of innocent in one of the 
government’s 20 cases and will have to stand trial. In 
another case, the Government dropped its charges 
against a General Electric Co. official. 
e Charges and Products—The principal charge in the 
cases was price-fixing of heavy electrical equipment. 
Many of the indictments also had alleged the defend- 
ants rigged bids on sealed-bid business for Govern- 
ment agencies, attempted to divide up markets and in 
some instances refused to sell components to other 
competitors. 

Four grand juries studied the evidence over a period 
of a year. The first indictments were returned in mid- 


February. Each indictment covered a different product. 
The products are mainly those used in the generation, 
distribution and control of electric power. The principal 
customers are private and public utilities, as well as 
large industrial and commercial firms. Sales of the 
products involved were more than $1,750,000. 

e Switch Pleas—Of those that switched pleas, the Gen- 
eral Electric Co. switched to guilty pleas in six cases 
and was allowed to plead no contest in 13 others. The 
case against Arthur F. Vinson, vice president and 
group executive, was dropped. The Westinghouse Electric 
Corp. changed to guilty pleas in seven cases and was 
allowed to plead no contest in twelve. W. C. Rowland, 
vice president of the steam division in Philadelphia, 
maintained a plea of innocent in one case and will 
stand trial. 

The two major electrical equipment manufacturers 
were the principal targets of the Justice Department. 
The two producers had more officials under indictment 
than any of the other companies. GE had 17, and West- 
inghouse 11. The two firms suggested to top antitrust 
officials last fall a program for disposing of the cases 
without trial. The Government eventually agreed to 
withdraw earlier opposition to no contest pleas in 13 


Distributors View ‘61 


Electrical wholesale distributors through- 
out the nation are looking at 1961 with a 
cautious eye and a hopeful future. 


Sales volume and gross profit in this area are on the 
decline when compared with corresponding months of 
1959. We look for this decline to continue thru 1960 
and extend thru the first quarter of 1961. It is too early 
yet to get a clear picture as to how liberal our new 
President Kennedy will be. However, we expect more 
borrowing and spending in 1961 than there was in 1960. 
We look for 1961 sales to be slightly up, possibly 3%, 
with gross margins and net profit about the same as 
1960. Manufacturers’ policies seem to lean toward 
more selective distribution, Competition will continue to 
be very keen—North Carolina. 


We are gearing our entire organization for increased 
sales at an increased gross margin. Our net profits, we 
anticipate, percentage-wise should be up. We are not 
supporting any manufacturer with a loose wholesaler’s 
policy. . . .—Texas 


. We believe business will be good, but because we 
have abandoned the practice of “swapping dollars” and 
have begun the practice of getting our money in “off 
the street,” we will most likely have to settle for a 
smaller share. Even so, come the end of 1961, we will 
have some profit in the till for our efforts—Florida. 


Needed: 1. more emphasis on gross profit dollars; 2. 
closer selection of lines sold, fewer and better; 3. collect 
money on sales on time—tighten when due cash dis- 


counts.— Michigan. 
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We have found this past year that volume is not the 
answer to our distribution problem. We maintained a 
comfortable volume margin and increased our profit 
structure. We have competitors who have some financial 
difficulties and will have even more, thus helping to 
destroy profit levels in 1961. Our expenses and operating 
cost will continue to rise. 

We are not confident in any resurgent spending policy 
of the new administration affecting our area. Loose in- 
terest money may stimulate some additional housing and 
commercial building in 1961, and the farm product mar- 
ket looks a little better with higher yield production. 
We firmly support the theory that will hold costs and 
central government spending to a minimum, Our mid- 
western economy, with lack of major balanced industry, 
becomes caught in the middle when inflation and costs 
rise. 

We will attempt to do a better selling job in ’61 but 
fear the price-buying disease extending to our smaller 
bread-and-butter contractors. The first four months of 
°61 couldn’t be much worse than the 1960 correspond- 
ing months. 

The political influence could flipflop any business prog- 
nostication—Jowa. 


* 


If money now invested in the electrical supply 
business is looking for a home, would it choose this 
industry? No. The returns are better elsewhere. Try U.S 
Bonds and a rocking chair... . 

Most schools of thought say that “cost plus 5% isn’t 
very good.” Contrary to this, I think it is very good 
business. But only thing is I believe that our cost is 
invoice cost plus overhead—5% on top of this is fine 
with me. . . .—/llinois. 
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Change of pleas avoids court action 


cases if it could get guilty pleas in the seven “most 
serious cases,” as the trustbusters called them. 

After some difficulties, this compromise mace possible 

the changes in pleas. 
e Suits May Result—A plea of no defense does not 
affect the possible sentence. But the consequences are 
much less severe than one of guilty for future damage 
suits. When a corporation pleads guilty to an antitrust 
charge, anyone affected by its conduct can sue for 
treble damages and use the plea as conclusive proof 
of the antitrust violation. The plaintiff has only to 
prove his damages. But a no defense plea cannot be 
used as evidence in a damage suit. The expectation 
is that there will be heavy damage suits as a result 
of these cases. 

In entering guilty pleas for the General Electric 
Co. in six of the cases, attorney Gerhard A. Gesell 
said the pleas “are not an admission of all allegations 
of these indictments” but were made with a desire to 
terminate what otherwise would be protracted and costly 
litigation. A similar statement was made by former 
attorney general Herbert Brownell, who represented 
Westinghouse. 

e Possible Jail Sentences—The Government is expected 
to urge at least some jail sentences—a rarity in anti- 


trust cases—in view of what it has called the gravity 
of the offenses. The conspirators were said to have got 
together to work out fixed shares of the market for 
each company, and to have used code words to hide 
their dealings. 

Other corporate defendants named in one or more 

indictments were: 
Allis-Chalmers Manufacturing Co., Federal Pacific Elec- 
tric Co., I-T-E Circuit Breaker Co., McGraw Edison 
Co., Joslyn Manufacturing & Supply Co., Porcelain 
Insulator Corp. (a subsidiary of Joslyn), Lapp Insulator 
Co., Inc., Ohio Brass Co., Hubbard & Co., A. B 
Chance Co., Southern States Equipment Co., H. K 
Porter Co., Moloney Electric Co., Wagner Electric Corp 
Kuhlman Electric Co., Schwager-Wood Corp., Allen- 
Bradley Co., Clark Controller Co., Cutler-Hammer, 
Inc., Square D Co., Foster Wheeler Corp., Carrier 
Corp., Ingersoll-Rand Co., C. H. Wheeler Manu- 
facturing Co., Worthington Corp., Sangamo Electric Co., 
and Cornell-Dubilier Electric Corp. 

It was indicated in Federal Court that companion 
civil cases brought by the Government would soon 
be settled by consent decrees. According to the Justice 
Department, it was the largest criminal case in the 
history of the antitrust laws, since their inception 


Here are some more opinions for the year ahead .. . 


Gross margins have been dwindling, expenses increas- 
ing and expected to increase more in 1961. We are 
forced to conclude that we cannot make the necessary 
profits specifically in selling such items as wire and cable, 
fittings and boxes by being loyal to one or two suppliers 
Rather, it is necessary to make our profit by “buying 
right”—purchasing where there is a price advantage. In 
buying right, we find more advantageous prices on lines 
we represent through jobbers and export houses. 

We prefer stable prices and loyalty to a few manu- 
facturers. Where prices are relatively stable and manu- 
facturers’ policies firm, we can function as a sales organ- 
ization selling on quality, service, features 

Problem: Sales training. Some manufacturers have ex- 
cellent training material, others don’t know what we are 
talking about when we ask for help. It would be helpful 
if all manufacturers would schedule one mailing each 
year listing sales training material available to new distri- 
butor personnel and as refresher material for old hands. 

We are more and more in the financing business and 
would welcome ideas on how to get this into the banks 
and finance companies where it belongs—Hawaii. 

a * * 

Contracts let for this area were down approximately 
30% or 40% for 1960. Jobs on drawing boards for 1961 
should give us one of the highest dollar volumes of con- 
tracts let in previous year; therefore, we anticipate a 
peak year, equal to or far better than 1958 or 1959, 
which were boom years. —Mississippi. 

+ * 

1961 does not look any brighter than 1960 has been 
to date, which has not improved over 1959. Our predic- 
tion is no change in 1961 sales. Profits must go up to 
keep pace with increased operating cost. — Michigan. 
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More and more it seems that the electrical distributor 
is losing valuable lighting fixture, ventilating fan and 
hood, and electric heating business to the building sup- 
ply distributor. Apparently the electrical contractor is 
not affirmative enough in his dealings with the builder 
or general contractor and, being too lenient, allows these 
historically electrical contractor items to be purchased 
by others than himself. The distributor in turn loses this 
necessary business and will, of necessity, start selling to 
the electrical contractor’s customer. We have held the 
line for some years and have endeavored to impress the 
contractor with the importance of his furnishing such 
materials, but to no avail. Too many “fly-by-nighters” 
have caused this situation to come about—Ohio. 


a toad * 


Too many distributors taking business with 2 & 3% 
markup even on smaller orders. Large manufac- 
turers are greedy for business; take business offer to 
distributor with small profit—Take it or leave it!—Texas 

+ * * 

The squeeze is on more than ever. Distributor’s posi- 
tion is being usurped by manufacturers; they are quoting 
contractors direct, setting a low level of profit for us— 
New York. 

x * 

; Find it necessary to go more and more into 
specialized fields such as apparatus, controls, electronics 
to get the better profit margins—New York. 

* * . 

We have cut out all non-profit and non-paying con- 
tractors completely. More effort on industrial accounts 
and government work, with a profit. We are giving our 
customers real know-how engineering service—New 
Jersey. 
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Whether it’s for business or pleasure .. . 


Annual Electric Show Is Hit 
For Long Island Distributor 


A record attendance of nearly 


see exhibits at Mid-Island 


NE distributor’s building was lit 
erally overflowing with potential 
October during 
show. 


customers last 
an industrial electrical 
The occasion was the annual open 
house at Mid-Island Electric Sales 
Corp., Mineola, N.Y., especially for 
industrial customers, with an empha- 
sis on plant engineers and purchasing 
agents 
Nearly 470 
tial customers were present to see the 


55 industrial exhibits set up by manu- 


customers and poten- 


facturers’ representatives and agents. 
All displays were in the firm’s large 
lighting showroom and at the counter 
area 

e The Purpose 
the annual event 


officials 


Mid-Island 
believe is beneficial 
for two 

“Basically, we want our customers 
potential customers to get to 
us,” Vice President Len Forrest 
“We them to see our fa- 
cilities so they will know how well 
we are equipped to serve them.” 

In addition, Forrest adds that cus- 
tomers are able to see first hand many 
products—both current and new— 
available for their use. He says that 
this provides an opportunity for in- 
dustrial men to ask questions about 
the products they can see demon- 
strated, where, under normal working 
conditions, they could not take the 
time to look at these lines. 

Forrest that the 
of the show have been gratifying. 


reasons. 


and 
know 


Says want 


indicates results 


470 industrial customers 
Electric Sales Corporation 


SALES Division Manager Ed Boudreau 
talks business with customers and manu 
facturers’ agents at show 

been 


“Our have 


orders for 


salesmen writing 
many of the their 
customers saw at the show,” he says 
“Also, our customers appreciate our 
efforts in showing them what is use- 
ful and industrial 
[his helps establish a good relation 
with the customer, and pays off in 
future sales.” 

e Social Too—The show, which got 
underway at 6 p.m., was not all busi- 
ness. After cocktails, a buffet dinner 
was served at the sales counter. For 
entertainment, a_ strolling musician 
provided music during the event. Be- 
fore the show was ended at 11 p.m., 
door prizes were presented. 


items 


new in our lines 
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KNOW YOUR 
SYMBOLS 


j 


tc 
w 


THE SAFETY SWITCH THAT CHALLENGES COMPARISON... 


Th aI s' 
‘ > 


b 
le 


tr BullDoeg’s 
iS general-duty 
os Safety switch! 


e Minimum arcing—double break switching 








e Arc control—Vacu-Break® principle 
e Pressure contacts—Clampmatic® spring action 


e Positive switching—direct handle operation 


... plus, all current-carrying parts are silvered. 
Available in NEMA 1 and NEMA 3R enclosures .. . 


competitively priced. Write for details! 


BullDog Electric Products Divisi 1-T-E ¢ t Breaker Company, Box 17 


(f}) |-T-E CIRCUIT BREAKER COMPANY 


BULLDOG ELECTRIC PRODUCTS DIVISION 
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QUALITY SHOWS THRU... 
on SKIN-PAK CARDS 


¢ Split Bolt Connectors e Service Entrance Connectors 
e Solderless Terminal Lugs 


Here’s the newest way to buy connectors and lugs from your electrical whole- 
saler . . . on Skin-Pak Cards where the products are held under a tough, 
brilliant layer of plastic that keeps them clean, handy and protected until 
ready for use. Why buy a handful or a boxful to roll around in the bin or 
tool kit, get scarred up and dirty when you can buy convenient quantities 
in strips, keep them handy and protected until they’re ready to install on 
the job? Just give them a try. You'll like the ease of handling and carrying. 
You'll like the visual in- 

ventory control to warn THESE ARE THE CONNECTORS PRESENTLY AVAILABLE 
you when you need more. ON SKIN-PAK CARDS 

You'll like the physical as 

well as the elec tric al clean- Quantity Quantity Conventional 


; Card ‘ ‘ 
nine ot Saal i good. ane - or per Strip Carton Quantity 
2 % ( 0) 10 100 
connections. And you will ; onnec 30) 10 100 
save money by eliminat- -C Split Bolt Connes 25 5 100 
] r 4 100 


ing thread damage, loss , 
ow 


ermuna 


: : HH 
and misplacement. ry erless Terminal I 100 
IL 


Porcelain Products lugs Iderless Termina 100 
ice Entrance Conn 2 100 


ice Entrance Connect ) 100 

» ’ . 
Pak ( ards the next time ) ervice Entrance Conne 100 
you buy. 


PORCELAIN PRODUCTS CO. [rp 


225 N. PATTERSON ST., CAREY, OHIO 


and connectors on Skin- 














Letters ... 


Continued from page 6 

So, eventually, we have a team, 
with an all-time great fullback, 205 
lbs, versatile, can kick, throw and 
run. However, the 10 other team 
members weigh 130 lbs and are un- 
healthy. Where does he, the fullback, 
go but down and out by inadequate 
support. 

Realistic pricing is the first step in 
correcting the problem but it must be 
supported by the manufacturer policy. 
This does not mean quantity discounts 
which create only one problem: the 
large and wealthy have a preferred 
position, can buy low and sell for less, 
so we are back to providing the tools 
for a price-cutting cycle. 

Many years ago the motor and con- 
trol industry had a firm, realistic dis- 
count structure. Industrials received 
12%, contractors received 17%, 
small users and industrials purchased 
a list net; distributor discount was 
commensurate with the above sched- 
ule. 

This was charged to allow an in- 
crease in all discount schedules, and 
the distributor was instrumental in 
creating this change. There has been 
no stability since; quantity discounts 
appear which are of necessity discon- 
tinued because one or two items are 
sold at the 200 lot price to meet com- 
petition. This pattern has been char- 
acteristic of our distribution industry 
for several years, and we must face 
the contribution distributors have 
made to the conditions. 

There are few of our suppliers who 
have a firm, realistic price policy; all 
distributors fight for their franchise 
and are proud to list them and sell 
their product and they have to be 
sold the first go around. However, the 
effort is worth the time required be- 
cause repeat orders come much 
easier. 

The problem, however, develops 
because the distributor, who so proud- 
ly displays the trade mark of such a 
manufacturer as one of his suppliers, 
does not have the intestinal fortitude 
to stand or fall with the products of 
such a manufacturer. 

Competition forces him to sell the 
product of another manufacturer of a 
similar product because of a price 
concession which the major supplier 
will not meet because he has a quality 
product priced realistically 

These facts, when analyzed, point 
up that a mutual problem exists for 
the distributor and the manufacturer 
This can be corrected slowly and 
patiently by a program and the faith 
necessary to develop respect for each 
other. 

1. Realistic pricing and policy by 
manufacturers which have no hidden- 
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Sure, they'll take any-make starter or circuit breaker. The 


door swings open right or left. Doesn’t make any difference 
which. You always have plenty of room to work. And plenty 
of future capacity, too. Crouse-Hinds DMC/WMC'’s can be 
had with pilot-light holes, push-button holes, or selector- 
switch operating-shaft holes already drilled, tapped and 
plugged. Installation is always simple, fast, permanent. 
Dismounting just as easy, should you need to move to a 
new location. 

Plenty of other advantages make for ease, endurance and 
economy. For example: Both the dust-ignition-proof DMC 








and the watertight WMC are strong, lightweight and cor- 
rosion resistant, made from top-quality cast aluminum. 
Each is designed for flexibility and for low-cost installation. 

Ask your Crouse-Hinds Distributor for details. You can’t 
go wrong. The dust-ignition-proof DMC conforms to Na- 
tional Electric Code Class II, Groups E, F, G and NEMA 
Type 9 EFG. While the watertight WMC conforms to 
NEMA Types 3, 3R, 4 and 5. 


CROUSE /HINDS 


SYRACUSE 


OFFICES: Atlanta Baton Rouge Birmingham Boston Buffalo Chorlotte Chicago Cincinnati Cleveland Corpus Christi Dallas Denver Detroit Houston Indionapolis Kansas City 


los Angeles Milwaukee New Orleans New York Omoha Philadelphia Pittsburgh Portlond, Ore, St. Lovis 


St. Paul Salt Loke City Son Francisto Seattle Tulsa Washington 


RESIDENT REPRESENTATIVES: Albony Saltimore Reading, Pa. Richmond, Va. 


Crovse-Hinds of Canada, Lid., Toronto, Ont. 
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Crouse-Hinds-Domex, $. A. de C. V. Mexice City, D. F. 


Peterco, Sao Pevic, Brazil 





FROM THE 


BRONCO STABLES 


INFERNALLY GOOD PERFORMERS 


When it’s hot enough to melt the moccasins off Sitting Bull’s statue, only asbestos insulation 
will provide electrical cables with the protection needed for safe operation. Asbestos insulation 
s stable, easy to strip, doesn’t corrode copper. Bronco engineers were in the business of build- 
ng better asbestos-insulated cables from the very beginning of this important phase of electrical 
technology. Sound engineering principles, carefully selected raw materials, and expert workman- 
ship have contributed to building a broad line of asbestos-insulated cables with an enviable 
reputation for dependability. The most commonly used types of Bronco Asbestos are 
AVA POWER CABLE, 600 voits, (Boiler Room type also available) used in extremely 
severe environments such as steel mills, foundries, smelters. Insulated with 
purified long-fiber asbestos combined with varnished cloth tapes, applied by 
an unique process. Single, stranded conductor, sizes 18 through 500 MCM 
Maximum operating temperature 230°F 
AVB SWITCHBOARD WIRE, 600 volts is used for control panels, fire doors, induction 
heating apparatus, et Over a tinned copper conductor, either stranded or 
solid, is an insulation of varnished cambric and asbestos. Over all is a flame- 
resistant cotton braid. Sizes 18 through 2. Type AVB MULTIPLE -CONDUCTOR 
CONTROL CABLES are available. Maximum operating temperature 194°F 
WIRE AND POWER CABLE, 600 volts, is used for resistance grid 
ns vens, annealing furnaces, and open wiring exposed to high ambi- 
. It is made with a purified, long-fiber asbestos insulation 
d or stranded conductor with an impregnated, flame-proof 
sr all. Sizes 18 through 2. Maximum operating temperature 


Stos-insulated wires made by Bronco include Type AF Fixture Wire 
sizes 18 through 10; Type Al Appliance and Range Wire and Cable 
sizes 18 through 10, solid or stranded, one or three conductors 
nostat Wire 
SOLD THROUGH ELECTRICAL WHOLESALE DISTRIBUTORS 


omplete description of Bronco Asbestos-Insulated Wires and Cables 


cua don ene WESTERN INSULATED WIRE COMPANY 
Los Angeles 58, California 


extra factors; in fact no extras, hid- 
den or otherwise. 

2. Selective distribution which will 
limit the number of distributors in a 
trading area commensurate with the 
sales potential and those who are 
dedicated to selling at right prices. 

3. Assist distributors to equip their 
salesmen to sell the product rather 
than negotiate for an order. 

4. Both manufacturers and selected 
distributors must keep faith with each 
other and rebuild the respect for each 
other so necessary if a relation will 
grow and prosper. 

5. Our industry can only grow and 
prosper if all segments are honest 
with each other, have faith in each 
other and sell the product, rather than 
deteriorate to the competitive level. 

This is all very well and makes 
good reading so that everybody 
agrees verbally something must be 
done. 

But herein lies the problem. I don’t 
have the guts to sign this and go on 
record. Your periodical probably 
can’t use such an article without an 
author. However. it helps to let off 
steam, and I hope some of these re- 
marks can be correctly interpreted 
and put in an article by someone 
capable who feels the same way. 

NAME WITHHELD ON REQUEST 


e EW established the identity of the 
author of this sincere and well-phrased 
letter. Therefore, we were willing to 
publish it and withhold the name of 
the writer. While we are willing to 
publish contributions anonymously, 
the identity of the author must be 
known to us. 


Regard Foreign Trade 
As Challenge, NAM Says 

NEW YORK—Foreign competi- 
tion should be regarded as a chal- 
lenge, rather than a disaster—a chal- 
lenge to “show the good sense to do 
the things we ought to be doing any- 
way,” a recent NAM report revealed 

If the U.S. pursues sound economic 
policies at home, the industrial re 
surgence of other nations will be 
beneficial, rather than destructive, to 
the American economy, the National 
Association of Manufacturers said 

“In fact,” the NAM statement said, 
“foreign competition can have an 
even more beneficial effect, since it 
tends to impose on our whole econo- 
my the same discipline which internal 
competition imposes on_ individual 
firms. We can profit by such disci- 
pline, provided we understand the 
lessons it teaches us and have the 
courage to act on them. Without such 
understanding and courage, foreign 
competition will be merely punish- 
ment instead of discipline.” 
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GET OUT OF THE TRUCK BUSINESS 
AND BACK INTO THE ELECTRICAL BUSINESS! 


Every hour spent on truck problems and administra- 
tive details is an hour better spent in promoting your 
own business. This is why more and more companies 
today are switching to Hertz Truck Lease Service 

Hertz pays cash for your present trucks. Then you 
take your choice of new GMC, Chevrolet or other 
make trucks. Or your own trucks can be 
reconditioned and leased back to Instead of 
many separate bills, you pay just one check per week 

and that covers everything except the driver. 


famous 
you. 


Hertz Truck Lease Service includes complete truck 


No investment...no upkeep 


LEASE HERTZ. p= 
TRUCKS fai ae 


TRUCK LEASE 
HERTZ ALSO RENTS TRUCKS BY THE HOUR, DAY OR WEEK 


maintenance, plus all administrative details such as 
licensing, insurance, garaging, emergency road service, 
painting and lettering of trucks, and much more! 


The service is flexible—trucks are custom-engineered, 
for example, to suit any kind of business. Should 

truck be tied up for repairs, Hertz supplies a replace- 
ment. Or if extra trucks are needed, for peak periods, 
Hertz supplies them immediately. Get out. of the truck 
business today! Call your local Hertz Truck Lease office 
for more information or write for booklet —“‘How To 


GET OUT OF THE TRUCK BUSINESS.” 


HERTZ 
660 Madison 
Please 
Truck Business’’ to 


TRUCK LEASE, Dept. C-1 
Avenue, New York 21, N.Y. 


send copy of booklet —“‘How to Get Out of the 


NAME_ 

POSITION IN COMPANY 
COMPANY 

ADDRESS 


CITY 
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EDO 
Lehn (Gocbed 
CONDUIT and PIPE 


WRENCHES - CUTTERS - THREADERS 





6’ to 48” DIE HEADS 
SIZES “%"’ to 2” 


RATCHET TYPE 


"te 1” 
3-WAY TYPE 


%"' to 2” 
CAPACITIES 


PORTABLE 
POWER DRIVES 


NEW, Advanced Features 


Here are a few of many Toledo Quality Checked Pipe Tools 
with extra values built-in, yet they sell at popular prices. 

When you see and buy Toledo Pipe Tools you get advanced 
design and Toledo engineered mechanical features that 

give you better job performance and long service life. 


Don’t settle for anything less than the best— 
INSIST ON TOLEDO! 


(SOLD THRU AUTHORIZED “TOLEDO” DISTRIBUTORS) 


Write For New Catalog 


EDO sf “ilily (MAttKkba 


PIPE THREADERS e WRENCHES e MACHINES e TUBING TOOLS 


THE TOLEDO PIPE THREADING MACHINE CO...TOLEDO 3, OHIO 


Industry Finalizes Plans 
For 1961 NEW Observance 


NEW YORK — Members of the 
electrical industry throughout this 
country and Canada report that plans 
are now well underway for the 1961 
observance of National Electrical 
Week, February 5-11, according to an 
announcement by Harold A. Webster, 
president of the National Electrical 
Contractors Association and chairman 
of the NEW committee. 

This year’s observance will again be 
held in the so-called “umbrella” fash- 
ion in which each group within the 
electrical and allied industries carries 
out its own program of: telling em- 
ployers, customers, suppliers, and 
others how important the industry is 
and how important each of them is to 
its continuing growth; educating chil- 
dren and adults about electrical safety 
and electricity’s role in history and 
scientific progress; promoting new 
business through special campaigns 
and programs; honoring electrical pio- 
neers and present day leaders; and 
creating good will among people in 
the community and across the nation. 

More than 6,000 industry leaders 

have already received copies of the 
1961 planning guide which details 
ways of participating in NEW. The 
planning guide also announces the 
theme for the observance — “Make 
Electricity Work for You.” 
e Material Available—A number of 
observance materials are being of- 
fered through NEW headquarters. 
These include: planning guides at 
$1.00 each, free reproduction proofs 
and copy materials, display materials 
at various prices, Edison replica lamps 
at $5.00 each, television film clips, 
Electricity in Your Home electrical in- 
spection reports, and other materials. 
Information and orders may be sent 
to: National Electrical Week Commit- 
tee, Suite 306, 407 North 8th St., St. 
Louis 1, Mo. 

Participants are urged to order ma- 
terials now and to report plans to St. 
Louis NEW headquarters in order that 
news of scheduled activities can be 
distributed in advance of the Week to 
as many sources as possible. 


Webcor Acquires 
Stock of Dormeyer Corp. 


CHICAGO—Webcor, Inc., has ac- 
quired the outstanding stock of Dor- 
meyer Corp. through an exchange of 
shares, Titus Haffa, chairman, has an- 
nounced. Webcor issued 290,000 
shares of stock at $12.50 a share for 
a total acquisition price of $3,625,000, 
he said. Dormeyer was owned by 
Haffa and members of his family. The 
company will be operated as a wholly 
owned subsidiary of Webcor. 
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: He can make or break sales. He’s the guy with the answers. 
He’s the distributor’s inside salesman. €_ He’s expected to 
have the knowledge of an encyclopedia, the patience of a 
F polar bear, the speed of an antelope, the accuracy of a UNIVAC 


and the tireless feet of a race horse. €_ Everybody wants everything in a hurry, 
wants a “price,” wants to chat, wants help in buying supplies. His Jos: turn wants 
into sales, customers into friends. His Toots: his feet and his head. Rome Cable 
Division of Alcoa can do little for his bunions, but plenty for his brains. €_ Today he 
has more backing and help than he has ever had before, through the combined 
strengths of Rome and Alcoa, integrated into a single sales force. These men are 
ready to draw upon their experience to help you solve customer problems or improve 


selling techniques. €_ Keeping your inside sales- 
ROME CABLE 


men up to date keeps us on the go. Rome Cable 


Division of Alcoa, Dept. 17-11 Rome, New York. DIVISION OF AL Cc Oo A 





CITY ELECTRIC SUPPLY CO 





RECEPTACLE 


into this 


“KEY” which is now a part of our #190 
fits most popular style and size recep- 
found on your Distributor’s shelves 


and stops ear ipping 


TO INSTALI.—Drop the “KEY” into special 
slots built into adjusting ring——-select the re- 
simply ““LAY-IN"; then 


receptacle ring. This has been 


ceptacle required and 
“LAY-ON” 


added at no extra cost ery easy to install 


FULLMAN’S 


Adjustable 


STEEL BOX 


190-N R Series 
No Receptacle 


The #190 “Tru-Level” series is a 
octagon, sheet steel box for concrete or tile 
floor with concrete base. It i 
adjusting rine and three 
long which make for quick and 


also wooder 
1 deep with 
crew legs 2! 
easy tru-leveling 
You can now pour concrete to ver 
and still have plenty of room for 
tachment or wire pulling 

314” opening box permits whole hanc 
access from toy concrete to bottom of floor 


box 


NEW, LARGER 
PIPE or CONDUIT HANGER 


i] 


A new, larger hanger to ac- 

commodate 2” thru 2'.” wi 

be available soon. Especially 
confined areas 
complete info 


Sold Only Tho u Whole salers 


Pullman 


Manuiacturing Go. 
JEFFERSON STREET 


a 


1209-1215 


LATROBE. 





U.S. Out To Balance Payments 


* Government moves to combat foreign imports 
pricing American products out of world market. 


* Drive is on to strengthen the American dollar against 
nations which we made financially strong. 


HE RECENT gold price gyrations, 

the fear that American products 

are being priced out of the market, 
the concern over U.S. monetary re- 
serves and President Eisenhower's or- 
ders to reduce government spending 
overseas, all highlight the importance 
of our international transactions. It 
we can balance payments, or even cut 
the deficit to manageable proportions, 
confidence in the dollar will be greatly 
strengthened. And the U.S. is on the 
record shows an 
1959, and further 
gains are predicted for 1961. 
e Off Balance—Our balance of pay- 
ments, or the sum of our international 


move. Last year’s 


Improv ement over 


transactions, Is a set of accounts sim- 
ilar to a company’s consolidated in- 
come statement or the government's 
budget. In both cases, income is bal- 
anced against outgo. Exact balance is 
not often achieved, but this does not 
matter as long as surpluses and deficits 
each other in the longer-run 
payments 


offset 
However, our balance of 
since 


Suez 


has run a deficit 
1950, except during the 1957 


crisis, and in the last couple of years 


every \yeal 


has been too large for comfort. 
The following table shows the U.S. 
balance of payments of 1959-60. 


Exports of goods 
Imports of goods 
Trade Surplus 
Services rendered to Foreigners 
Services purchased from Foreigners 
Services Surplus 


Private Capital Outflow from U.S 
Private Capital Inflow to U.S. 
Private Capital Deficit 
U.S. Government Loans and Transfers 
Military Expenditures Overseas 
Economic Grants Overseas 
Loans and Credit (net) 


Deficit on Government Transactions 


Last year, U.S. com- 
mercial exports—all non-military 
goods sold overseas—improved more 
than any other sector of our balance 
of payments; they were 22% higher 
than a year ago. Since imports de- 
clined slightly, the trade surplus last 
year was $4 billion, more than four 
times greater than 1959. 

What accounts for this large trade 
surplus? In part it is the result of sev- 
eral special circumstances. For exam- 
ple, exports of commercial aircraft 
were cut drastically in 1959 when air- 
craft manufacturers were switching 
from piston to jet engines. Now, the 


e Out And In 


export sales volume of American jets 
is almost five times greater than over 
a year ago. 

In addition, raw cotton exports are 
now more than tripled. The major 
reason is this: In 1959, the U.S. De- 
partment of Agriculture, which pays 
exporters a subsidy on cotton sold 
abroad, announced that it was raising 
export subsidies in 1960. This led cot- 
ton exporters to defer 1959 sales until 
1960 when the higher payments be- 
came available. 

Jet aircraft and raw 
account for more than a third of the 
current improvement in U.S. exports 


cotton alone 


Continued on page 95 


Billions of Dollars 

1960e 196le 
19.1 9 
15.1 


~ 
m 


1959 


.6 


Billions of Dollars 


1960e 196le 
2.8 3.0 


% 0.6 
l 2.4 


Unrecorded payments (errors and omissions) 


Balance of Payments Deficit 
e—Estimated Figures 
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ANNouNCING 
NEW 


the ARROW HART 
DAD RELAY 


+165°F 


















| COMPENSATES 

FOR BOTH HEAT 
AND COLD FROM 
-20°F to 165°F 





RELIABLE AND ACCURATE PROTECTION REGARDLESS OF HEAT OR COLD 


Here, for the first time, is a compact overload Effective through a temperature range from 
relay that compensates for both heat and cold, —20°F to 165° F. 

operating on the same time curve at all tem- e DEPENDABLE IN OPERATION . . . and requires no adjust- 
peratures from -20°F to 165° F. Compensation is ments of any kind. 

completely automatic. No feld adjustment is . AVAILABLE... with all A-H Starters. Ratings 
os (es a ee, from 25 to 300 amperes, continuous current. 
and dependable. Normally supplied with manual reset. If desired, 
This performance is made possible by the exclu- relays can be equipped with a change-over lever 
sive Arrow-Hart “Balancing Bi-Metal” which is that provides manual or automatic reset, as re- 
located in a separate compartment and is not; quired. 

therefore, affected by heat applied to the working IDEAL FOR USE 


bi-metal. 

OUTDOORS ..... in oil fields and other 

© MUCH SMALLER SIZE . . . than any other comparable installations subjected to wide seasonal or daily 
unit now available. Base size is the same as stand- : 
ard A-H Overload Relays. changes in ambient temperatures. 
e USES STANDARD HEATERS .. . and works equally well {NDOORS.... for control installations lo- 
with either quick-trip or regular type. cated near boilers, furnaces, heating units or 
© COMPENSATES AUTOMATICALLY for both heat or cold, refrigeration equipment and subjected to wide 
by means of an exclusive, “Balancing Bi-Metal’”’ daily changes in ambient temperature. 





SEE NEXT PAGE FOR CONSTRUCTION DETAILS and ADDITIONAL DATA~ - : Le 
THE ARROW-HART & HEGEMAN ELECTRIC CO., HARTFORD 6, CONNECTICUT 









DEPENDABE 
A WIDE RA 


As shown in the accompany 

the working bi-metal and th 

sating ti-metal are identical 1 
construction and are joined b 

pling bar. As the ambient temp 

rises above 72°F, the compensati 
metal operates through the coupling 

to move the working bi-metal in ord 
to maintain its distance from the tn 
arm. Similarly, as the ambient tempera- 
ture falls below 72°F, the compensating 
bi-metal operates to maintain its dis- 
tance from the trip arm. Therefore, trip- 
ping time remains the same regardless 
of temperature. Switching mechanism 
itself employs the same positive snap- 
action featured in all Arrow-Hart Over- 
load Relays. The calibrating screw 
permits precise setting. This screw is set 
and sealed at the factory and requires 
no further adjustment. 


COMPARABLE IN SIZE TO 
STANDARD ARROW-HART O.L. RELAYS 


New 
Ambient Compensated Standard 
O.L. Relay O.L. Relay 


PERCENT O§ 
| $ 
° 
+ 


Please send me complete information on the new Arrow- 
Hart Ambient Compensated Overload Relays with exclusive 


“Balancing Bi-Metal’” Mechanism. 


name 


position 


company 
co. address 


city 


. AMBIENT COMPENSATED 
OVERLOAD RELAYS 


WITH “BALANCING BI-METAL” 





MAIN BI-METAL 


TRIP ARM 


SNAP ACTION 
SWITCHING 
MECHANISM 


CALIBRATING SCREW COMPENSATING BI. 
FACTORY SET AND SEALED 


PATENT NO. 2,908,786 





OPERATES ON THE SAME TIME CURVE AT ALL 
TEMPERATURES FROM — 20°F TO 165°F! 


ARROW © HART 


Quad MMA (E90 


V TOR CONTROLS +: ENCLOSED SWITCHES 
APPLIANCE SWITCHES WIRING DEVICES 


Balance .. . 

Continued from page 92 
But these were exceptional circum- 
stances, which were not likely to con- 
tinue beyond last year. 

Higher steel exports also contribu- 
ted to last year’s trade surplus. Steel 
exports, off considerably in 1959 be- 
cause of the strike, in 1960 were 54% 
above 1959 and are likely to continue 
at a high rate. American cars are also 
getting a better reception overseas, 
now that all the car makers are turn- 
ing out a full range of compacts. 
Moreover, without resort to import 
restrictions, U.S. imports of foreign 
cars have declined, a development as 
important to the balance of trade as 
rising exports. A rising trend is also 
evident for machinery exports: the 
McGraw-Hill Index of Foreign New 
Orders, an indicator of future non- 
electrical machinery exports, is cur- 
rently 25% above the level of a year 
ago. 

Underlying these improvements in 
our balance of trade is the European 
economic boom. It has created labor 
shortages and rising prices there, en- 
couraging businessmen to buy more 
U.S. goods. Many countries in Europe 
have eased and even abolished import 
restrictions against American goods. 
As much as 15% of the rising US. 
trade surplus last year can be attrib- 
uted to trade liberalization in Western 
Europe. Further gains may well be 
achieved in future years if the current 
tariff negotiations in Geneva, under 
the auspices of GATT (General 
Agreement on Tariffs and Trade), suc- 
ceed in reducing the proposed tariff 
of the Common Market against our 
oper. Finally, European wage lev- 
els have risen and delivery times for 
machine tools and other heavy equip- 
ment have lengthened so that, by con- 
trast, American products are now 
more competitive. 

So far, the increased flow of U‘S. 
exports has gone almost wholly to 
Europe, because Canada and Latin 
America—traditionally this country’s 
major foreign customers—have been 
in a recession. But the European boom 
may spill over into other continents— 
especially to the underdeveloped coun- 
tries—and enable them, too, to shop 
more in the U.S. For several months 
last summer, it was feared that a pol- 
icy of high interest rates in Germany 
and Britain would kill off the boom 
But the monetary authorities there 
have lowered their bank rates, en- 
couraging continued investment 
abroad and improving the prospects 
for continued high demand for goods 
in their own countries in 1961. These 
are steps in the right direction, both 
for the U.S. balance of payments and 
for the stability of the world economy 
next year. Continued 
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RAW L 


PRODUCTS 


A COMPLETE LINE OF ANCHORING and DRILLING 
DEVICES FOR FASTENING ANYTHING TO MASONRY 


... backed by complete, close-up support 
that puts this entire organization squarely 
behind your sales effort 


RAWLPLUG | 
DETROIT COMPANY | 


AUTOMATED STOCK CONTROL EFFICIENT MODERN PLANT 


Build profits with the leading line of 
masonry anchoring products, aggres- 
sively promoted, sold, and serviced to 
help you win and keep customers. 


For details, please call or write: J. E. BURKE, Marketing Manager 


THE RAWLPLUG COMPANY, INC. 


202 Petersville Road, New Rochelle, N. Y. — 
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@ stock this new product 
which eliminates the harmful 
effects of moisture on 


electrical and electronic 


equipment 


CRC 2-26 distributors everywhere are telling the same story 
... high turnover—excellent profits. With this new 

formula, CRC 2-26, you can eliminate many products having 
limited application, such as penetrating oils and preservative 
chemicals that now take up room on your shelves. That’s right! 
Stock only one product, CRC 2-26. As a result, your volume 
will increase, you’ll get more repeat business and profit. 

You’ll save money too, by having to stock only one product. 


CRC 2-26 is an outstanding product for the electrical market 
that drives out moisture and forms a continuous molecular 
film that prevents the re-entry of moisture. CRC 2-26 
eliminates the effect of wicking, reduces electrical failures and 
costly downtime. Electrical characteristics which deteriorate in 
moist and humid atmospheres, are fully restored by treatment 
with CRC 2-26. It will not interfere with conductivity 

of contacts or commutators and prevents corrosion 

of ferrous and non-ferrous metals. CRC 2-26 will not arc and 
has a beneficial lubricating effect on moving parts. 


FoR INFORMATION on the many places that can benefit from 
CRC 2-26 as well as proven methods of selling it, write or call 
CORROSION REACTION CONSULTANTS, 

116-S Chestnut Street, Philadelphia 6, Pa., WAlnut 5-0200. 


@ LOW COST 
PROGRAMS FOR 
PREVENTIVE 
MAINTENANCE 


e Favorabie Balance—On the 
whole, we have a favorable balance 
in the “services” sector of the balance 
of payments—earnings of capital 
abroad and payments for foreign 
travel and transportation. The return 
on U.S. investment overseas, the sin- 
gle largest item in the services ac- 
count, is increasing. American hold- 
ers of foreign bonds and equities are 
receiving a higher rate of return, while 
interest payments by Americans to 
foreigners are declining in step with 
lower interest rates in this country 
during the past year. 

Partially offsetting this gain is a loss 
from travel expenditures. More and 
more Americans are traveling over- 
seas for business and vacations, and 
they are using more foreign transpor- 
tation facilities. Rising expenditures of 
foreign visitors here have not yet sig- 
nificantly cut this loss because they 
have been so small. 

We should continue to have a sur- 
plus of nearly $1 billion in the services 
sector next year. The return on our 
growing Overseas investment may be 
expected to rise. Also, U.S. transpor- 
tation firms expect to handle a larger 
share of the transportation of goods 
and travelers into and out of the U.S. 
And next year may see the first sig- 
nificant gain in foreign tourists’ ex- 
penditures in America. 

Private capital transactions affect 
our balance of payments much like 
the trade flows do: foreign investment 
by Americans increase the deficit, 
while the investment of foreigners in 
America decreases it, 

Recently, the net outflow of capital 
has been unusually large for two rea- 
sons. First, relatively high interest 
rates and rising stock market values 
in Western Europe have attracted 
American short-term capital. And sec- 
ond, American firms are showing 
greater interest in long-term invest- 
ment overseas—both direct investment 
and purchases of stocks and bonds. 
The McGraw-Hill Survey on Over- 
seas Operations revealed that U-S. 
industrial companies are spending 
15% more on plant and equipment 
for foreign subsidiaries this year. But 
the rate of gain is expected to slow 
down to only 6% next year. 

On the other side of the account, 
the Department of Commerce reports 
that foreign long-term investment in 
this country has practically ceased for 
the moment. But any pickup in U.S. 
production will reverse this develop- 
ment. 

The net effect of all these diverse 
influences is difficult to predict, espe- 
cially since speculators over-respond 
to any unexpected changes in the 
economic climate. It now appears that 
the outflow of short-term capital from 
the U.S. may have already reached its 
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NT ame lere) ays 
FROM PRYNE... 


New FashionLine Styling 
Modern Finishe 


Deluxe Model 4100...has high output vaneaxial fan with 
true ‘‘air foil’’ Axial-Flo blade, distinctive decorator trim 
shielded light and easily removable filter 


Standard Model 4000... offers outstanding economy fea- 
tures, highly efficient Axiai-Fio fan completely pre-wired 
for fast, easy installation 


Pure-Aire Model 4400... requires no ducts, has aluminum 
mesh filter and extra-large activated charcoal filter plus 
powerful two-speed Mixed-Flo fan. 
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we, 


Emerson-Pryne has developed a complete new 
FashionLine of hoods that give kitchens the glamour 
of a fashion show . . . keep kitchens outdoor-fresh. 
Air delivery has been increased by the use of a new 
power pack designed to move more air quietly. 
Vertical discharge, self-contained, ‘‘duct-free’’, 
island and oven units are available. Installation is 
easier than ever, and all models meet HVI require- 
ments. Show your customers the new Emerson- 
Pryne FashionLine. There’s a hood for every home 

. . In every price range and in a variety of finishes 
from anodized aluminum to decorator colors. An- 
other of Emerson Electric’s Finishing Touches... . 
pre-sold packages of quality electrical accessories. 


EMERSON ELECTRIC 


BUILDER PRODUCTS GROUP 


EMERSON i= PRYNE 


—_ — a4 me WA ; 
IMPERIAL RITTENHOUSE 


Emerson Electric * 8100 Florissant St. Louis 36 





Floodlights have spun oluminum reflector with 
ANODAL finish. Cast aluminum socket housing has 
built-in cooling fins, integral wiring compartment 
and watertight connector. Silicone gasketing at 
critical points. All hardware except yoke and 
mounting brocket is non-ferrous or stainless 

steel. 


mercury Soreadiliters 


400-1000 WATTS 


Color Corrected Lamps—Ribbed or Clear Heat-Resistant. Lens 


®@ Uniform Distribution: No Hot Spots 

@ Full 18” Parabolic Reflector: No Trapped Light 

@ Fin Cooled: For Greater Efficiency 

® Simple Installation: Fully Adjustable 

@ Easy Servicing: No Tools Required 

® Sturdy, Yet Light in Weight 

®@ High Efficiency: More Lumens Per Watt 

® Versatile: Can Be Used Anywhere 

®@ Listed by Underwriters’ Laboratories 

Sold NON-EXCLUSIVELY Through Recognized Steber Distributors 


Write for Spreadliter Bulletin with Photometric Data 
and Description of Optional Mounting Arrangements. 


STEBER DIVISION ~- tHe pyYte-NATIONAL COMPANY 


2700 Roosevelt Road, Dept. 71, Broadview, Illinois; 242 Anderson Street, Los Angeles, California 


MANUFACTURED IN CANADA BY 


e-National (Canada) Ltd., 33 Ingram Drive, Toronto 15, Ontario 


peak, and the outflow of long-term 
capital may well hit its peak next 
year. But there will still be a net deficit 
of more than $2 billion in the capi 
tal flow account in 1961 

e Government Transfers—tIhe fed 
eral government's expenditures over 
seas have also recently caused head- 
lines. Our foreign aid programs and 
the expenditures of American troops 
overseas have contributed to the bal 
ance of payments deficit, and the 
Government is now trying to reduce 
all such spending. While continuing 
support to foreign aid, we are press- 
ing our allies to assume a larger share 
of the burden. But armed forces 
spending will be cut all along the line 
Foreign governments will be expected 
to contribute more to the cost of our 
troops overseas. Fewer dependents will 
be permitted to join the armed forces 
abroad. In addition, fewer supplies 
military and civilian—will be pur 
chased outside the U.S. 

In conclusion, the outlook is bright- 
er for our balance of payments, and 
a reduced deficit is in prospect. The 
danger of a monetary crisis, reflected 
so clearly in the wild bidding for gold 
in London a month ago, appears to 
have passed. Confidence in the dollar 
will be greatly strengthened as the 
balance of payments deficit is reduced 
to more manageable proportions 





NAED Western Region 
Officers Elected 


LOS ANGELES — The following 
members have been elected to the 
NAED Western Region board of gov 
ernors, effective as of January |! 
James B. Love, Love Electric Co., 1914 
Market St., Tacoma, Wash.; J. I 
Wright, Afton-Lemp Electric Co., 620 
S. Ninth St., Boise, Idaho, both for : 
term of two years. 

K. P. Rehwaldt, of General Elec- 
tric Supply Co., 700 Turner St., Los 
Angeles, Calif., will continue in his 
office as vice president - Western Re 
gion until time of general elections at 
the May national convention in De- 
troit. 

Stanley M. Johns, The Electric 
Corp. of California, 200 South Mis 
sion Rd., Los Angeles, Calif., has been 
elected chairman—Zone 9. 


3rd National Lighting 
Exposition Set For March 


NEW YORK—Thirty-two national 
and international lighting authorities 
will take part in the World Lighting 
Forum, a series of nine symposiums 
which will be the highlight of the 3rd 
National Lighting Exposition sched- 
uled for March 5 thru 8 at New York’s 
Coliseum. Symposium attendance is by 
reserved seat, available at $2.00 each 
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RITTENHOUSE 


This intercom beats all competition in quality, versatility and performance at 
a surprisingly low price. It’s fully-transistorized with AM/FM radio, big speakers 
in the remote stations for true high fidelity tone, convenient, inexpensive wall 
receptacles for the home owner to plug in his own Hi-Fi or Stereo and many 
other features that make it easy to sell to builders and contractors. And that’s 
not all! This sound system will be Nationally Advertised in Better Homes & 
Gardens and in Builder magazines. Rittenhouse will give you plenty of sales 
INTERCOM helps displays, folders to send to your own mailing list, promotional sheets, 
envelope stuffers, plus publicity in leading magazines. We’ll give you material 
that will help your customers sell a Hi-Fi record with background music and 
a sales pitch that the builder can play in his model homes to demonstrate the 
Rittenhouse Sound System an attractive display sign that ties-in Rittenhouse 
with a famous name in music 
YOU CAN SELL IT FOR LESS THAN OTHER COMPETING SOUND 
SYSTEMS. Write or Phone Today! 


BIG ADVERTISING AND PROMOTION PROGRAM 


AM/FM RADIO 


x 


Better Homes}; [—- 
sien 





RECORDED MUSIC Builder- Builder Helps 


National 


Consumer Ads Contractor 


Magazine Ads 


=) 8 tO) 8 Ee 8 eg FS | om 


BUILDER PRODUCTS GROUP 





Displays 
Write Dept. B-24 a 


EMERSON ELECTRIC (i = genie 
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the switch 
with all 


the advantages 


NEW: 
DIFFERENT! 


The ONLY SWITCH of Its Kind 
AT NO EXTRA COST CS 


SWITCH 
15 and 20 A—120-277 V 
AC ONLY 


AUTOMATIC POSITIVE ACTION 
Works Mechanically. . . 
Not Manually 


wit BOTH 


SCREW AND 


E-Z WIRE 


PRESSURE 
TERMINALS 


COMMON 
TERMINALS 
FOR CONVENIENT 


FEED THRU 
CONNECTIONS 


COMPACT 


USE IN ANY 
POSITION 


NTERCHANGE TYPE 


INSTANT 


actiON 
—i ROLL IT 
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EAGLE ELECTRIC 
MFG. CO., INC. 


LONG ISLAND CITY 1, NEW YORK 
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ROADER and more liberal fed- 
eral policies on power issues are 
certain under the upcoming ad- 
ministration of President-elect John 
F. Kennedy. This includes more fed- 
eral spending, increased federal con- 
struction and operation of power 
facilities, and easier money policies. 

The Rural Electrification Adminis- 
tration, which President Eisenhower 
would have cut back, probably will 
be left alone by Kennedy. And this 
“hands off” policy should have the 
effect of strengthening REA. 

In other areas, such as federal 
power facilities, Kennedy will step in 
where Eisenhower chose to keep 
hands off. Where the outgoing Re- 
publican administration claimed the 
government had no business accept- 
ing a “utility responsibility” to serve 
power customers, Kennedy is ex- 
pected to move toward such federal 
responsibility. He'll recommend more 
construction starts on federal multi- 
purpose projects (including power), 
and he’s expected to push for de- 
velopment of federal transmission 
lines to interconnect new and existing 
federal generating plants. 

The Kennedy Ideas 

An expanded REA program seems 
assured under a Kennedy administra- 
tion. 

He’s already on record in favor of 
keeping the present REA interest rate 
at an even 2%. He will probably back 
removal of the legal prohibition on 
REA loans for electric facilities in- 
side the limits of towns with 1,500 
population or more. Co-ops have 
complained that, as towns grow or 
annex adjoining land, the existing 
power facilities in these areas are 
frequently lost to franchised systems 
within the town limits, or REA is 
no longer able to grant loans to the 
CO-OPps 

He would encourage co-ops to seek 
bigger loans to build their own gen- 
erating plants and transmission lines, 
instead of buying power wholesale 
from nearby utilities, or using utility 
high lines. 

The Kennedy administration also 
will give a big push to increasing 
federal generation and transmission 
facilities, making more power avail- 
able to “preference customers”—co- 
ops, public and non-profit systems. In 
addition, the Kennedy administration 
probably will support legislation to 
revise the allocation formula for fed- 
eral multi-purpose projects to give a 
smaller cost allocation to power— 
thereby making federal power rates 
lower. In other areas, Kennedy is ex- 
pected to call for more new construc- 


tion starts on federal power projects 
in the west. He won't be as concerned 
as President Eisenhower about 
budgeting these costs. In addition to 
hydro-power plants, Kennedy may 
recommend the start of several fed- 
eral thermal generating plants to back 
up its system where many hydro 
plants are already operating: The 
Missouri and Columbia basins in par- 
ticular. 

He will be for construction of huge, 
regional transmission lines to connect 
various federal systems—the Bonne- 
ville Power Administration, Central 
Valley Project in California, Missouri 
Basin Project, upper and lower Colo- 
rado power systems. This would be 
the beginning of federal recognition 
of the “giant power” plan long advo- 
cated by the late FPC Chairman Le- 
land Olds. 

Kennedy and his aides are likely 

to create new “valley type” power 
marketing agencies, and give existing 
agencies more and broader powers. 
He'll back proposed legislation to turn 
the Bonneville Power Administration 
into a “TVA-like” corporation, with 
authority to issue its own revenue 
bonds. Several of the joint “coordinat- 
ing committees” (involving Corps of 
Engineers and Bureau of Reclamation 
officials) in various river basins might 
be made into permanent basin com- 
mission; and there’s talk of a pos- 
sible northeastern power administra- 
tion for New England—similar to 
Bonneville. 
e Real Test—The first real test of 
Kennedy’s programs may come in his 
relations with Congress. The Demo- 
crats lost 20 seats in the House; two 
in the Senate; and most of these were 
Congressmen generally favorable to 
Kennedy’s_ legislative ideas. Vice 
President-elect Lyndon Johnson prob- 
ably will play a key role in determin- 
ing Kennedy’s effectiveness in the 
House and Senate. 

Right at the outset you can count 
on Kennedy proposing to Congress 

and probably getting swift action 
on—several measures of importance 
to the industry. Among them: new 
legislation to stimulate the lagging 
housing industry; another try at rais- 
ing the minimum wage from the pres- 
ent $1.00 to $1.15 or $1.25, and 
expanding coverage to workers in the 
retail and service trades; and aid to 
depressed areas, which give federal 
loans to cities and towns to help build 
new plants and retrain local labor to 
handle the jobs. 

In the regulatory agencies, Ken- 
nedy has opportunities to provide for 
immediate Democratic control be- 
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Shown here unplated 


The other one is ordinary EMT that failed early in a pressure test. CIRTUBE EMT held up 
far beyond UL requirements. The reason: continuous induction welding, by far the best 
technique for making bead-free, split-free welds on high quality EMT. 

The benefit: your men get easier, neater bending without kinking or flattening—and they 
get it right the first time around. Add easy fishing, a good-looking, life-time finish, easy-han- 
dling bundles and fast, friendly service—and you’ll know why more and more contractors 
are specifying CIRTUBE EMT. 

Ask for it on your next job—you’ll like working with it. 


CIRCLE WIRE & CABLE CORP. 


SUBSIDIARY OF CERRO CORPORATION 


PLANTS: Maspeth and Hicksville, N. ¥. SALES OFFICES & WAREHOUSES: In all principal cities 
Rubber Covered Wires & Cables + Varnished Cambric Cables - Plastic Insulated Cables - Neoprene Sheathed Cables - “‘CiIRTUBE"’ EMT 
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cause of seats currently filled by com- 


missioners not confirmed by the Sen- 
ate. On the Federal Power Commis- 
sion one seat is vacant, one filled 
by an interim appointment, and a 
third is filled by Commissioner Arthur 
2 Kline, whose term expires in June. 


It will be easy for Kennedy to get a 
three-two Democratic majority on 


FPC as a result. 
Look for the Federal Trade Com- 


mission to take a more active stance 


, in enforcement of anti-monopoly and 

price discrimination laws. Kennedy’s 

WHOLESALER S own attitude toward these statutes is 
not too clear—aside from general en- 
dorsements of the principle of anti- 


trust laws—but there are many Derno- 
crats in Washington who feel the 
FTC could be more effective in prose- 
cuting unfair business practices. Two 


seats on the FTC currently filled by 
non-confirmed commissioners — will 
make it simple for Kennedy to get 


a three-two majority here, too. 


In Congress, Sen. Kefauver’s anti- 
trust subcommittee will have an ac- 
tive year. An increase in steel prices 


would trigger an immediate investiga- 
a tion by Kefauver’s committee. Staff 
Backed by 37 years of experience in the Elec- SP ‘s 
trical Catalog business, the new Jaqua Standard- members for Kefauver are also = 
ized type of catalog was introduced a year ago. rently preparing a report on identical 
The enthusiastic acceptance and unqualified en- bidding scheduled to be released early 
dorsement by all sizes of distributors who have next year. It may include data on 
used this new catalog idea proves it is the right purchases of electrical equipment by 
answer for your catalog needs the Defense Department. 
Here are five exclusive advantages for you: Here’s a run-down on legislation 
which will likely be re-introduced in 
1) Available in quantities of 500 and up the new Congress: 
— at new low cost! e Pre-merger notification. This bill 
2) Minimum time and effort is required which would require certain com- 
— several have been done by mail! panies to inform federal antitrusters 
3) Presents only the lines you handle — of their intentions to merge, has 
don’t take what you do not want! been around for a number of years. 


‘ It could get more support in 1961. 
. 7 ° ° 
4) Covers 90% of all merchandise you e Pre-price increase notification. 
stock and sell. 


; : ae . The idea that basic industries should 
5) Multiple choices individualize | announce their intentions to raise 
each catalog. prices also has been kicked around 
T ee oe before. It'll be looked upon with less 
© increase sales in 1961 you need your own Jaqua ‘ 
Standardized Catalog. Mail coupon for sample favor than the pre-merger bill, but 
catalog and complete information a round of increases in basic indus- 
(se ee dee ean canvas edene daiace den tries—steel, for example—might pro- 


vide more Congressional support for 
FITZPATRICK the idea. 


ei OR igsscat The JAQUA Company e Good faith. A 1951 U. S. Su- 
ety wy Electrical Catalog Division, preme Court decision allowing price- 
124 Fair Street, S.E., Grand Rapids 2, Michigan cutting when it was made in “good 

faith” to meet competitors’ equally 

ut obligation send us a sample of your Jaqua Standardized low prices has rankled some antitrust 

saler Catalog and quote us on the quantities checked } adherents in Washington. This bill. 

) 500 1 750 ( ) 1000 ( ) 1500 ) copies backed by Sen. Kefauver, would limit 

the “good faith” defense in price 

Firm discrimination cases. It’s been re-in- 
troduced at least twice, and the last 

Name and Title . time died on the floor of the Senate. 

| Large companies oppose it; small 
concerns generally favor the measure. 
e Fair trade. A vocal group of sup- 
porters for a national fair trade law 
stand ready to re-introduce fair trade 
legislation. Kennedy’s attitude toward 
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turnover and profits 
are not the same... 


A busy cash register is not always the sign of a 
profitable business—when you sell on price alone. 
Of what value is quick turnover, if you lose a valu- 
able customer by offering inferior merchandise ? 

You can improve customer relations and 
increase sales and profits, too, by standardizing 
on quality electrical products. Products you know 
are made to rigid specifications, offering installa- 
tion features contractors use and like. 

Republic ELECTRUNITE E.M.T. is the best 
known, best accepted brand in the business. 
Recognized for quality by the man on the job 
who uses ELECTRUNITE’s “INCH-MARKS”’ for easy 
measuring, ““GuImDE-LINEs” for keeping bends in 
the proper plane, and “INSIDE-KNURLING” with 
SILVERSLICK inside surface that makes wire- 
pulling up to 37% easier. 

These are features your customer can see and 


use, features you can sell. All reasons why... 


OSTS LESS INSTALLED 





Satisfied Customers Cost Less to Se// 


REPUBLIC STEEL 


opie) STEEL AND TUBES DIVISION 
£ Cleveland 8, Ohio 
Compatability and strength # 

characterize 


raceways made of 


WRITE TODAY: REPUBLIC STEEL CORPORATION +» STEEL AND TUBES DIVISION + DEPT. A-1505 « 215 EAST 131st STREET « CLEVELAND 8, OHIO 
Electrunite®, ‘‘Inch-Marks’’®, ‘‘Guide-Lines’’®, and Silverslick®, are Republic registered trade-marks of quality 
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Caught in a 


PROFIT 


Here’s a sales policy designed to protect YOUR profits... 


If you’re like a lot of electrical distributors we know, you’re tired of 
being “‘squeezed”’ from all sides. Does it sometimes seem that every- 
one makes a fair profit on the product but you? 

Splicing tapes are one product you can eliminate from the profit 
squeeze. How?...by taking advantage of the Okonite tape dis- 
tributor policy. This policy supports and protects you. It recognizes 
the important part you play in getting Okonite tapes to market. 
And it sees to it that you receive full compensation for your efforts. 


YOU’RE BACKED UP 7 WAYS BY OKONITE 


1. 100% electrical wholesaler 
distribution. 

Okonite Quality Tapes are sold only 

through authorized electrical distrib- 

utors. There are no direct sales. 


2. One price for everyone. 

Okonite Quality Tapes— Manson, 
Okonite, Okolite, Okoprene and Oko- 
weld—are sold on the same basis to all 
authorized distributors. There are no 
inside’ discounts. 


3. Retroactive price reductions. 
Price reductions apply to the merchan- 
dise you have in stock. You get full 
credit for the difference. 

4. Excellent returned goods policy. 
Obsolete or outdated stock can be 
returned. 

5. A profit ‘‘sweetener’’. 

You receive full profit on the tape sales 
made by the Okonite cable sales en- 
gineers. 


6. Larger unit sales. 

Okonite tapes are packaged to stimu- 
late larger sales. An incentive discount 
system is employed to encourage your 
customer to purchase the next larger 
package. 

7. Easier to sell. 

Okonite tapes are easy to sell. They’re 
nationally advertised and the basic sales 
arguments are simple and persuasive. 


Break out of the profit squeeze on tapes. 
Get in touch with your Okonite repre- 
sentative. He’ll be happy to give you 
more details about Okonite’s 100% dis- 
tributor tape policy. 





THE OKONITE COMPANY 
Subsidiary of Kennecott Copper Corporation 
Passaic, New Jersey 











SOLD 100% THROUGH AUTHORIZED ELECTRICAL DISTRIBUTORS 
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fair trade is not clear. But strong 
White House backing might give leg- 
islation a chance. The outlook, how- 
ever, is not good. Some key Congres- 
sional figures view fair trade policies 
as being contradictory with Federal 
antitrust laws. 

e Subpoena powers. The Justice 
Department cannot demand evidence 
without going through the time-con- 
suming process of impaneling a grand 
jury or filing civil charges. Federal 
Trade Commission is also barred from 
demanding evidence without the filing 
of a formal complaint. A bill which 
has received strong backing from Re- 
publican trustbusters would give the 
two law enforcement agencies so- 
called “civil investigatory demand” 
power similar to subpoenas to assist 
them in civil antitrust investigations 
The attitude of Democratic Congres- 
sional leaders toward such legislation 
is unclear. 


NEWS 








Supreme Court Backs FTC 
Against “Phony” Co-ops 

WASHINGTON, D.C.—The Fed- 
eral Trade Commission has won back- 
ing from the U.S. Supreme Court in 
its contention that a “cooperative” 
cannot be organized simply as a tool 
to let its members obtain price dis- 
counts from suppliers. 

By refusing to hear arguments from 
a New York City cooperative of 17 
automobile parts distributors, the 
court in effect agreed with the com- 
mission that the co-op did not meet 
the provisions of the antitrust laws 
which exempt cooperatives. The com- 
mission considers the case an impor- 
tant one since it gives FTC lawyers 
a weapon to combat so-called phony 
cooperatives. In refusing to review 
the case, the Supreme Court in effect 
agreed with the FTC position. 

The federal agency had charged 
that the primary purpose of the co- 
operative was to obtain price cuts 
from auto parts manufacturers, But, 
the commission claimed, the cooper- 
ative organization could show no cost 
savings in distributing parts to its 
members to justify lower prices from 
manufacturers. As a result, the com- 
mission decided, the co-op was simply 
a “bookkeeping device” through which 
the distributors could coerce their sup- 
pliers into giving them lower prices. 
Such coercion was unfair to the dis- 
tributors’ competitors who did not re- 
ceive discounts, the commission found. 

This represented unfair competition 
and violated a section of the Robin- 
son-Patman Act which forbids buyers 
from inducing discriminatory prices 
from sellers, FTC ruled. The coopera- 
tive cited was the American Motor 
Specialties Co., Inc., New York, N.Y. 
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a complete line of 


O.Z. 


eos ee WATERTIGHT 
ENTRANCE 
FITTINGS 


for Conduit or Cable 


End leakage problems once and for all! 

O.Z.’s new wall and floor entrance fittings 

for installation in concrete provide a posi- 

tively watertight seal around conduit or 

cable at any pass-through point! Use them 

with threaded or unthreaded steel conduit, 

fibre or Transite® conduit, or exposed 

cables of varying number and sizes. Gland- 

type sealing assemblies, with pressure 

bushings, may be tightened at any time 

CAN BE USED IN Fittings accommodate conduit ranging 
FLOORS AND from %/,” to 6”. Standard types, sizes avail- 


a J able from stock. Specials made to order 


TYPE FSK ns 
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WALL ENTRANCE ) For more information on fittings and 
SEALING. Va other O.Z. products, call your local 


@Restshered trade-mark of Jehne-Manville Com. fF; distributor, or write to the company. 
Lo 


Copyright 1960 O.Z. Electrical Manufacturing Co., Inc 


+ CAST IRON BOXES 

+ CABLE TERMINATORS 

+ POWER CONNECTORS 

+ SOLOERLESS CONNECTORS 
ELECTRICAL MANUFACTURING CO.. INC. + GROUNDING DEVICES 

+ CONDUIT FITTINGS 


Q 262 BOND STREET + BROOKLYN 17, W. Y. + INTERLOCKED ARMOR 


CABLE FITTINGS 


Sales Office and Warehouse: 406 So. Cicero Avenue, Chicago 44, Ill. © ESterbrook 9-0326 h 
Office and Factory: 749 Bryant Street, San Francisco 7, Calif. © GArfield 1-7846 nema 
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FURNAS 
ELECTRIC 


LOOK AHEAD FOR 196I 


Take advantage of the new design of Furnas Size 2 and Exclusive 
Size 21/, Starters. Rated through 30 hp, 440 volts, the Size 21/, fills 
many applications normally requiring a much larger Size 3 Starter. 
You actually get wider application with fewer control units. Stand- 
ard Furnas quality features—such as dual voltage coils, silver- 
cadmium oxide contacts, trip-free thermal overload relays—assure 


better performance, longer life and unmatched economy. 


Look ahead for 1961. Write today for FREE BULLETIN 14-B2 
1069 McKee Street Batavia, Illinois. 


FURNAS 


ELECTRIC COMPANY 


BATAVIA - ILLINOIS 


SALES REPRESENTATIVES IN ALL PRINCIPAL CITIES 


Portrait Of 
| An Industry Leader 


N. J. MacDonald 


On November 17, of last year, the 
James H. McGraw Award was con 
ferred on N. J. MacDonald, president 
of The Thomas & Betts Co., Inc., for 
his contribution to the advancement 
of the electrical industry. Here is the 
citation, which accompanied the Medal 
for Cooperation—1 960: 

“N. J. MacDonald, president of The 
Thomas & Betts Co., Inc., more than 
any other individual in the electrical in- 
dustry, is identified with the concept of 
electrical interdependence. Through 
many years of dynamic personal ini 
tiative and leadership he brought in 
dustry-wide recognition of the principle 
that the welfare of each branch, each 
company and each employee is inti 
mately bound up with the welfare of 
all, that increased use of electricity 
means expanded markets for all elec 
trical products, more business for 
power suppliers, manufacturers, whole- 
salers, retailers and contractors, and 
more and better jobs and greater job 
security for their employees 

“As early as 1943 he sparked a 
movement, in coordinating the post 
war planning of NEMA. _ sections, 
which culminated in a special program 
devoted to electrical interdependence 
and the dramatic “Declaration of 
Electrical Interdependence” signed by 
the president of NEMA and many of 
its members. 

“Mr. MacDonald saw the concept in 
broader terms and set forth to sell 
the idea of electrical interdependence 
not only to management but to every 
worker in the industry. He began by 
setting an example in his own com- 
pany through a program illustrating 
to the employees how the products 
made by them were used and incor- 
porated in electrical appliances, equip- 
ments and systems. He encouraged his 
fellow manufacturers to initiate similar 
programs in their own plants and 
freely made available to them the 
material and techniques he had used 

“He personally carried the theme to 
the National Association of Electrical 
Distributors, the International Associ- 
ation of Electric Leagues, and the 
National Electrical Contractors Asso- 
ciation, winning industry-wide endorse- 
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Here’s how to increase your share of the profitable outdoor lighting market 


Sell the owner/developer 


Revere helps you sell the property owner and developer 

the user of outdoor lighting equipment. Revere lets 
you offer him economy of installation and economy of 
long-term ownership. 


Because Revere components are matched struc- 
turally matched for strength, balance and perfect fit, 
and design matched for peak lighting efficiency and best 
appearance you give the user of outdoor lighting 
every dollar’s worth of light he’s paying for when you 
give him Revere. 


The wide Revere line lets you offer greatly reduced 
maintenance costs to the prospective buyer. Because 
Revere products are always engineered up to a perform- 


OUTDOOR 


Revere Electric Mfg. Co. 
Long Distance Phone: Niles 7-6060 © Chi 


ance and quality level, never down to a price level, they 
feature dependability and rugged durability. Revere 
engineers design fixtures, poles, fittings and accessories 
for years of trouble-free service 

Developers of shopping centers, housing projects, 
commercial buildings, want and expect fast delivery. 
Because Revere lets you offer all outdoor lighting com 
ponents from one reliable source, you can guarantee 
on-schedule delivery every time 

Let Revere help you sell the owner/developer. To 
start increasing your outdoor lighting profits, write 
today for the complete Revere Outdoor Lighting Cata 
log. Ask your Revere salesman for his cooperation in 
helping you sell outdoor lighting to the owne1 developer 


LIGHTING 


e 7420 Lehigh Avenue ¢ Chicago 48, Illinois (In suburban Niles 


Phone: SPring 4-1200 ¢ Telegrams: WU 


In Canada: Curtis Lighting, Ltd., Leaside, Toronto, Ontario 


sell the 
owner/developer 
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electrical contractor 


sell the 
plant electrician 
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NEMA 12 
Cabinets 


JIC Pull Boxes 


Pushbutton 
Enclosures 


Nema 12 
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Open the door of a Keystone Nema 12 
cabinet . . . and you'll see the unmistakable 
sign of quality. A positive, liguid-tight seal, 
plus durable construction and finish—make 
these enclosures perfect protectors for all 
types of electrical and electronic controls. 


Keystone has a wide range of both single 
and double door models in stock, all built 
exactly to JIC and Nema specifications. 
Special sizes can also be quickly produced 
to meet unusual application requirements. 


So better yet, take a good, long look at 
what Keystone has to offer in the way of 
Nema enclosures . . . you'll be glad you did. 


Write for your new Keystone Catalog 
of JIC and Nema 12 Wiring Enclosures 


KEYSTONE 


MANUFACTURING COMPANY 
DIVISION OF Avis INDUSTRIAL CORPORATION 
23329 Sherwood Ave * Warren, Michigan 





ment. The theme ultimately found 
expression in “Housepower,” “Live 
Better Electrically,” and in “National 
Electrical Week” of which Mr. Mac- 
Donald became Chairman in 1958. 

“Mr. MacDonald has also served as 
a member of the NEMA Board of 
Governors since 1954 and asa NEMA 
vice president from 1956 until his 
election to the presidency in Novem- 
ber, 1959. 

“For his outstanding personal initia- 
tive and devoted service to the cause 
of electrical industry cooperation, the 
Committee of Awards on the recom- 
mendation of the Committee of Judges 
presents to N. J. MacDonald the 
Medal for Cooperation and Purse 
for 1960 given under the James H 
McGraw Award for Electrical Men.” 


Senator Requests GE, W 
Service Shops Report — 


TAMPA, Fla.—A report of the De 
partment of Justice’s investigation of 
the expanding service facilities of the 
General Electric and Westinghouse 
companies has been requested by 
Senator George A. Smathers of Flor- 
ida, ranking member of the Senate 
Select Committee on Small Business, 
according to a spokesman of the Na- 
tional Industrial Service Association, 
Inc. 

Sen. Smathers’ statement followed 
a resolution unanimously passed by 
officers of 35 regional, state and local 
NISA chapters at a recent conference 
The resolution protested continuing 
encroachment of motor manufactur- 
ers’ service facilities into markets now 
being served by independent firms 
The Senator had urged the Depart- 
ment of Justice to make a full and 
thorough investigation of the com- 
plaint. He requested the Justice De- 
partment upon conclusion of its in- 
vestigation to make a report to the 
Senate Select Committee on Small 
Business. 


Cornell Dubilier 
Moves Headquarters 
NEWARK, N.J.— Cornell-Dubilier 


Electronics division of Federal Pacific 
Electric Co. has announced transfer 
of its corporate headquarters to New- 
ark, N.J. from its former site in South 
Plainfield, N.J. However, some manu- 
facturing operations will remain in 
South Plainfield, it was announced by 
Octave Blake, Cornell-Dubilier presi- 
dent. “A closer working relationship 
between the division and parent com- 
pany staffs is the principal objective of 
the move,” Blake said. 

The manufacturing operations to be 
continued at South Plainfield are 
those concerned with power factor 
and energy storage capacitors. 
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SEE «~~ 


THE LARGEST ARRAY OF “WHAT'S NEW” IN LIGHTING UNDER ONE ROOF 


3rd NATIONAL LIGHTING EXPOSITION 


AND WORLD LIGHTING FORUM 


NEW YORK COLISEUM MARCH 5, 6, 7, 8, 1961 HOURS: EVERY DAY 1-8 PM—TUES. 1-9 PM 
250 EXHIBITS 
A GRAND, GIGANTIC EXHIBIT DESIGNED TO 


INFORM & ENLIGHTEN 


THE BUYER, USER AND SPECIFIER OF LIGHTING EQUIPMENT ABOUT 
THE GREAT NEW ADVANCES AND FACTS OF LIGHT FOR 1961. 


NO REGISTRATION FEE OR CHARGES FOR 
THE EXHIBIT PORTION OF THE SHOW 


AIAN LIGHTING FOR TODAY AND TOMORROW 902% 
SYMP 0 sTUM g 9 separate discussions by 35 top experts in their fields, to help keep your 


facts of Light up to date in 1961. Last year over 3,000 attended these 
symposiums. Make your reservations now! Use coupon below. 











SSSSOSS 





FOR THE TRADE ONLY 











TOPICS: eset 


MONDAY, MARCH 6TH, 10 A.M. 

1. Integration of Lighting, Heating 
and Air-Conditioning (re-lighting). 
MONDAY, MARCH 6TH, 12 NOON 

2. Success of the New Recommend- 
ed Higher Foot Candle Levels for 
Office, Industrial and Institutional. 


MONDAY, MARCH 6TH, 2 P.M. 

3. New Light Sources of the Indus- 
try and New Products. 

TUESDAY, MARCH 7TH, 10 A.M. 

4. The Creation of Comfortable Vis- 


ual Environment, Quality and Quantity. 


TUESDAY, MARCH 7TH, 12 NOON 
5. Street Lighting. 


TUESDAY, MARCH 7TH, 2 P.M. ° 


6. Outdoor and Recreational Lighting. 
WEDNESDAY, MARCH 8TH, 10 A.M. 

7. Residential Lighting. 

WEDNESDAY, MARCH 8TH, 12 NOON 

8. Esthetics of Lighting Pertaining to 
Entertainment—Theatre, High School 
Auditoriums, Art Objects, etc. 
WEDNESDAY, MARCH 8TH, 2 P.M. 

9. World Lighting. 





SYMPOSIUM RESERVATIONS: 


Assure your seat now—by using the ‘ 


‘Reserved Seat Plan”’. . 


symposium registra- 


tion fee of $2.00 for each symposium or $13.50 for all nine wid reserve your seat. 


Coupon must be accompanied by check or money order. 


You may register for the symposiums at the show. . . 


if seats are available. 


Upon receipt of coupon and registration fee, your reserved seat tickets and 
badge will be forwarded to you. 





IHAAAAYAAASY 


NOTE TO EXHIBITORS: 


Exhibit space almost completely SOLD OUT. 20,000 


Lighting People will attend. 


PELE ELE LEE EDEDEDEDEEDEEDDEDEDD DD DD DD DD DDD DD 


For symposium, travel, 


477 Madison Avenue 


New York 22, N. Y. ¢ PLaza 2-5190 


hotel reservations (groups and 
singular) and for additional information, write: 
= NATIONAL LIGHTING 


Street 


USE THIS COUPON 


For Symposium Reservations only no advance registra- 
tion needed for the exhibits. 


Check Symposiums you wish to attend 
10 20 30 40 50 
Amount enclosed 


6070 








EXPOSITIONS ae 


[] Elect. Wholesaler 





SPONSORED BY LLEMSA 


[C) Contractor 
C) Engineer 





CHECK YOUR CLASSIFICATION 
C) Architect 
() Decorator 
C) Builder 


() Association 
Type of Engineer 
6) 
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TAP THE 
PROVEN SOURCE 
OF 
STEADIER PROFITS! 


NEW VINYL 


CUBE TAPS 


The Original and still 
the Industry’s Standard 


Completely unbreakable Elec- 
trix Vinyl Cube Taps look better, 
they sell better. Cost you less. 
And behind those facts is an un- 
equalled quality story of service 
and satisfaction that builds repeat 
sales... makes Electrix the most 


outstanding line in its field. 


Why not sell the best. . . espe- 
cially when profits come bigger 
and easier. Sell Electrix Vinyl 
Cube Taps. 


Electrix 


CORPORATION 


Ashton « Rhode Island 








HIGH VOLTAGE 


by Bill Murray 





this?” I’m referring, of course, to the thirty-eight New York City 

electrical inspectors who have been charged with taking bribes. 
What is the cost of such an offense? Certainly it is not in the deed 
itself. The real injustice lies in the results—the many electrical projects 
that were unjustly “approved” and in actuality are most likely un- 
safe and unsound. Should such unethical electrical contractors be 
permitted to continue in business? This is the question before the 
State Investigation Committee. The irony of the act was clearly 
disclosed by one contractor who said he saw nothing wrong in the 
system. There is a very strong rebuttal to this point—the fact that 
there had been 1,984 fires of electrical origin in the city last year. 


Te quote a former Economics professor of mine “What means 


“Great Light Way” 


New York City’s Broadway is traditionally called “The Great 
White Way.” The following item appeared in The New York Times, 
(Tuesday, Dec. 20), which explains how the famous street acquired 
this “nom de plume.” It was a December 20th night, in 1880 that 
a stretch of Broadway was first bathed in electric light. In that year 
the busiest and most popular stretch of the street ran south from about 
23rd street to 14th street. Needless to say, here is where Broadway 
street lighting—in the form of arc lamps—was introduced. Despite 
the fact that the strong, white light in the glow of the arc lamps 
drained color from the cheeks and made the most elegantly turned 
out lady of fashion look supernaturally pale, arc lights proved effi- 
cient, at least for the time being. Not many months after this spectac- 
ular “first night” right in the middle of Broadway, wires for more 
extensive street lighting were laid in the streets; before long Thomas 
Edison had made the incandescent lamp available and the stage was 
set for the development of the electric sign. An enterprising adver- 
tising man named Oscar J. Gude made two momentous contributions 
at this point. He had used the outdoor sign as an effective publicity 
technique on blank walls of the taller buildings along busy thorough- 
fares for a few years before there was any idea of illuminating them 
for perusal after hours. What has now become the universally known 
symbol of Times Square actually had its initial trial and success nine 
blocks south when Gude put lights around a sign advertising Long 
Island real estate on the Cumberland apartments at 23rd St., where 
the Flatiron Building now stands. And it was Gude who first called 
Broadway “The Great White Way.” 


Living ‘Lectrical 


Junior found many new fascinating toys awaiting him on his 
awakening last Christmas morning, but sister found one that was 
most interesting, and good reference for future homemaking. The 
“young housewife” can “live better” electrically with her new nine 
piece electric kitchen. Such modern conveniences as a refrigerator- 
freezer, built-in double oven, counter top cooking units and dish- 
washer, are in the unit. . . . A matchbook cover without matches is 
the latest “gimmick” being used by Southern California Edison 
Company to help sell the flameless electric kitchen concept. The 
empty cover has this message: “Congratulations on your choice of a 
matchless Medallion kitchen.” The covers are attached to letters sent 
to new purchasers of Medallion homes. The letters conciude: “There 
is no matci: for a flameless electric kitchen, and enclosed is the proof 
you may wisn to show your friends.” 
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ALL NEW STYLE-LINE VENTILATING HOODS 


New design... new Radial-Flo fan .. . new finish... new low price. 
Scroll-type fan built in under hood. Push button operation for 
enclosed light and 2-speed fan. Horizontal /vertical 314” x 10” dis- 
charge with back-draft damper. Striking new sculptured, compact 
design. 4 lengths—30”, 36”, 42” and 48” —in Coppertone and new 
Trade-Wind Satintone, priced with the lowest. 


Ta DYVi 
oa unde-~D liad’ DIVISION OF ROBBINS & MYERS, INC., 7755 Paramount Place, Pico Rivera, Calif. Dept. EW 
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200-AMPERE CAPACITY 


IN THIS SIZE 
Whether you're interested in service entrance equipment or a safety 
switch, you need look no farther than this newest Heinemann circuit 
breaker unit. 

Far smaller than comparably-rated fused pull-outs, it carries a big 
200-ampere load—consistently, without any allowances for ambient 
temperature. De-rating—or any form of temperature compensation—is 
simply unnecessary. The breaker is magnetically actuated; there’s not a 
thermal element to be found. You can put this equipment next to heat 
lines, or inside a snow bank; it will always carry full-rated current, always 
trip as specified. 

And it’s easy to install. Wiring space is plentiful. So are knockouts 
(you can run-in conduit from any angle). Solderless screw-type connec- 
tors are another time-saver 

Rated at 120/240V AC, two- or three-wire service, this unit is 
available with indoor or raintight, tamperproof outdoor enclosures. Either 
way, it costs less than what you are used to paying for fused equipment 
with 200-ampere capacity after de-rating. 


For full information send for Bulletin 1003 


HEINEMANN ELECTRIC COMPANY 
E> RENTON 2,N. J. 


152 PLUM STREET 





CALENDAR OF EVENTS 





JANUARY 


National Association 

of Electrical Distributors 
Southern Region Meeting 
Palm Beach Biltmore Hotel 
Palm Beach, Fla. 
January 8-11 


National Housewares Exhibit 
Lakefront Exposition Center 
Chicago, III. 

January 16-20 


17th Annual Convention 
& Exposition 
National Association 
of Home Builders 
McCormick Place 
Chicago, Il. 
January 29-February 2 


American Institute 

of Electrical Engineers 
Winter General Meeting 
Hotel Statler 
New York, N. Y. 
January 29-February 3 


FEBRUARY 


Intermountain Electrical Association 
Annual Conference 
Hotel Ben Lomond 
Ogden, Utah 


February 2 


3rd Biennial Electric 

Living Exposition 
Cincinnati Gardens 
Cincinnati, Ohio 
February 4-12 


National Electrical Week 
February 5-11 


Electrical League of New York 
National Electrical Week Luncheon 
Sheraton-Astor Hotel 
New York, N. Y. 

February 7 


National Rural Electric 

Cooperative Association 
19th Annual Meeting 
Dallas, Texas 
February 13-16 


Upper Midwest Elec’! 
Industry Convention 
Minneapolis, Feb. 19-22 
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OM RA 
: 


64 
YOU! 


Now your prize winner can choose from 64 great 
men’s wear items in the new Van Heusen Premium 
Catalog (shown at left), handsomely illustrated 
in full color. Whatever his choice, the cost to you 


is the same*. For further information, write to: 
PREMIUM SALES DIVISION 


PHILLIPS-VAN HEUSEN CORP. 


*within pennies 417 FirtH AVENUE, NEW YorK 16, NEw YORK 


Please note: Van Heusen men’s wear Is available to manufacturers as incentives tor their salesmen, distributor salesmen and as premiums to retailers 
for buying a specified quantity of merchandise (dealer loader). Our program does not permit individuals to purchase our men’s wear for personal use. 
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Why be puzzled 
about time switches? 


.. SPECIFY 
PARAGON 


7000 SERIES puts automatic 
timing on easily controlled 
weekly schedule 


For the 7-day time switch that 
is ideal for all heating, ventiiat- 
ing and air-conditioning appli- 
cations, SPECIFY PARAGON’S 
7000 SERIES. Handles four dif- 
ferent voltages, and 40-ampere 
rating assures largest load-carry- 
ing capacity of any 7-day time 
control. 

Turnany electrically controlled 
system ON-OFF automatically 
at different hours of each day. 
Days of the week are clearly sep- 
arated ...day and night periods 
divided, too, for easy-read, easy- 
set convenience. 

Any day or days 
can be omitted. 
Settings can be 
made a week in 
advance and 
changed as de- 
sired. 

Gret ¢ omple te details 
on the 7000 SERIES 
now. Write for Bul 


letin 59; 


PARAGON 


ELECTRIC COMPANY 
1630 Twe/fth St. + Two Rivers, Wis. 


TIME 1S MONEY — CONTROL IT WITH PARAGON 
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By helping the electrical contractor this .. . 


Distributor Aims 
For Big Fixture Sales 


Offers complete plan to help electrical contractors 
regain residential lighting fixture business 


re you really — selling-up your 

residential lighting fixtures? Phil 

Leff, president of Leff Electric 
Co., Cleveland, feels that distributors 
and electrical contractors in his area 
are forfeiting much of the business by 
default. 

Leff claims that direct factory sales- 
men or mobile showrooms going out 
to job sites, discount houses, and 
do-it-yourself outlets are now getting 
the lighting fixture business. He be- 
lieves the reason for this is that con- 
tractors are not trying to sell the 
business and seem too willing to let it 
go elsewhere. 

Taking action, Leff called a meet- 
ing of contractors and manufacturers’ 
representatives to discuss the prob- 
lem. He outlined his company’s plan 
to help the electrical contractor recap- 
ture the lighting fixture business with 
the following program: 

e Lowering list prices on ail show- 

room fixtures by 25%. 

e Protecting contractor sales with 
a 20% commission (reduced 
from 40% of list), not just on 
the allowance but on the entire 
sale. 

Collecting the difference be- 
tween the allowance and actual 
owner cost and crediting it to the 
contractor’s account. 

Training all salesroom person- 
nel as “certified lighting consul- 
tants.” 
Offering 
fixtures. 
Increasing showroom hours in- 
to the evening. 
Promoting the 
lighting fixture jobs. 

Leff further emphasized his pro- 
gram by promising to protect the 
contractor. He is going to put a man 
in the field to talk with builders and 
owners as a Sales agent for the con- 
tractors. In addition, he is going to 
provide contractors with introduction 
cards so that his company will know 
which contractor is referring which 
customer. Leff also proposes to do 
some institutional advertising with the 
tag line—“Lighting Fixtures Through 
Your Electrical Contractor.” 


brand name _ lighting 


contractor's 


Manufacturer representatives back- 
ed up Leff’s comments by stressing 
the tremendous future in the lighting 
fixture business and emphasizing the 
selling role of the contractor in getting 
this business. 

One manufacturer 
many 
charging prices which the electrical 
contractor can meet and still make 
money. But he pointed out that many 
contractors ignore the fact and, in 
turn, lose business that should right- 
fully be theirs. As this manufac- 
turer sees it, the electrical contractor 
is in the best possible position to seil 
lighting fixtures because he has the 
confidence of the builder or owner 
He urged contractors to take advan- 
tage of this edge and make a real 
effort to sell. 

Another manufacturers’ representa- 
tive asked the question: Where is the 
profit in the electrical contractor’s 
business? His answer: labor. Too of- 
ten, he claimed, contractors will give 
fixtures at cost if they can get the 
contract to do the wiring. “Nobody 
can make any money in that sort of 
situation,” he said, and urged that it 
be changed. To prove his point, he 
cited examples of contractors in De- 
troit who had priced their fixtures 
realistically and made money on 
them. 

It was pointed out that plans, simi- 
lar to the one outlined by Leff, have 
been used in other areas of the 
country with good results. 

lo make the plan work though, the 
distributor apparently will have to do 
a bang-up job of selling the program 
to electrical contractors. Contractor 
Joe Erbs of Erbs Electric Inc., Cleve- 
land, gave his views of the program 
following the meeting. Erbs said that 
electrical contractors don’t want to 
take the chance of losing a job by 
going after the fixture business. “If 
the contractor puts in a fixture esti- 
mate that is too high, the builder or 
owner will get another contractor and 
get the fixtures cheaper somewhere 
else.” But, there is a big sales po- 
tential in the fixtures business for the 
electrical contractor. 


claimed that 


so-called discount houses are 
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New Wire and Cable Casebook 





from Du Pont tells you why 


THERE’S NO DOUBT 
ABOUT NEOPRENE JACKETING 


SO | CASE HISTORIES FROM A 
Saree me (‘qsebook QUARTER CENTURY OF SERVICE 
e “os VY Electrical distributors will find the new 


ts dieu’ nan 4 aula 


,) j ) 
<“riryfor ly th; AJIT 
HGH FD) (VEU O 


for NeW 
Jet Fermino! 


Exterior lighting for 
American Airtines ew 
passenger termina! at Whlewsid 
1s served by dependable 
neoprene -yecketed cable 


: Sepa gaa 
#3 

af ~ A 

3 


NEOPRENE 


SYNTHETIC RUBBER 


hs. uv. 5. pat OFF 


Better Things for Better Living 
... through Chemistry 
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iat 1 ' Wire and Cable Casebook a valuable source 


of information. It documents neoprene’s 
quarter century of service in the electrical 
industry. combatting weather. sunlight. 
aging. flame, ozone, corona, heat, oil, 
grease and mechanical abuse. Detailed re- 
ports of successful long-term applications 
. overhead and underground .. . show 
you how and why industry has put its con- 
fidence in neoprene-jacketed cable 


IMPORTANT PRODUCT NEWS 


The new Wire and Cable Casebook will 
keep you up to date on the use of neoprene 
in switches, connectors, accessories and the 
many other important new products being 
developed for today’s rapidly growing elec- 
trical industry. 


FREE SUBSCRIPTION 


Du Pont will send you the Wire and 
Cable Casebook free, four times a year. 
Take advantage of this new way to keep 
informed about neoprene, HyPALON® and 
the newer Du Pont elastomers. Fill out the 
coupon and mail it. . . today. E. 1. du Pont 
de Nemours & Co. (Inc.), Elastomer Chem- 
icals Department, Wilmington 98, Del. 


PLACE YOUR 
SUBSCRIPTION NOW 


Elastomer Chemicals Department 
E. |. du Pont de Nemours & Co. (Inc.) 
Wilmington 98, Delaware 


Please enter my name for a free subscription to the new 
quarterly, Wire and Cable Casebook 


Name 
Title 
Firm 
Address 


City 








> SUPER AC 


Built for 


R. E. DUMAS MILNER 
JACKSON, MISS. 
. 


ARCHITECT- 
ACI Super seemnetn 
up / ‘ : HEDRICK & STANLEY 
Ni 5 FORT WORTH. TEXAS 
7 


Modern, attractive Kroger Build- 
ing, designed for many years of 
continuous service to downtown 
Cincinnati, uses P&S 20AC1-I Super 
AC switches. Heavy silver alloy 
contacts mounted at the nodal 
point provide long life at full-rated 
capacity on inductive and tungsten 
filament loads. 


High quality 15- and 20-ampere 
P&S Super AC switches meet all 
Underwriters’ Laboratories require- 
ments, including rugged overload 
test of 4.8 times rated current, at 
40-50% power factor and rated 
voltage. 


As companions to P&S Super AC 
switches, 9260-I duplex and 5242-I 
grounding duplex outlets are used 
in the Kroger Building. 


Write for information, Dept. EW161 20AC1-I 


PASS & SEYMOUR, INC. 
SYRACUSE 9, NEW YORK 


60 E. 42nd St., New York 17, N.Y. 1440 N. Pulaski Rd., Chicago 51, Ill, Jn Canada; Renfrew Electric Co., Ltd., Toronto, Ontario 
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Sales Booster ... 


Spokane Distributors 
Hold Appliance Show 


SPOKANE, WASH. — Local elec- 

trical distributors here participated in 
a November appliance show which at- 
tracted 4,000 visitors. The show was 
sponsored by the Inland Empire Elec- 
trical League. Nineteen distributors 
had exhibits at the festival, which was 
held in the Washington Water Power 
Company’s service center building. 
e Show Praised Maage E. La- 
Counte, executive vice president of 
Columbia Electric and Mfg. Co., a lo- 
cal distributor, said the festival demon- 
strated that people are in a buying 
mood and have spendable income but 
they are weighing their choice of mer- 
chandise carefully. The festival, he 
added, gave the public an opportunity 
to see all the new models and to talk 
with specialists who could explain new 
features in appliances. 

League president Clarence Pierce 
said it was most certain that the league 
would sponsor a similar event next 
year. “I’m well pleased with the re- 
sults,” Pierce said. He cited strong 
interest in almost every type of ap- 
pliance displayed at the event, includ- 
ing electric heat, which was not in- 
cluded in the °59 festival. 

Howard Colburn, of the Spokane 

office of Graybar Electric Co., Inc., 
said: “The turnout was wonderful. | 
definitely would like to see another 
festival like this next year.” Bob Kohl- 
staedt, general manager of Taylor 
Distributing Co., Inc., said the festival 
was better than a home show because 
people came out for just one reason 
to see the new appliances. 
e Sales Stimulator — League officials 
agreed that the _MYHHWANNA 
(Make Your Home Happier With A 
New Appliance) festival was the best 
show of the year for the Spokane 
area dealers and distributors. No sell- 
ing was permitted at the festival, but 
several distributors reported that their 
exhibits stimulated sales at dealers, 
some within hours. However, league 
officials showed more interest in the 
long range results of the festival. They 
felt it would generate a buyer interest 
that will be reflected in sales through- 
out the year. Good cooperation by 
dealers and distributors, league offi- 
cials pointed out, was a key factor in 
the success of the event. 

Distributors and dealers who par- 
ticipated were: Columbia Electric and 
Manufacturing Co., General Electric 
Co., Graybar Electric Co., Inc., Hot- 
point, Inland Electric Co., Maytag 
Northwest Co., Montgomery Ward & 
Co., Sunset Electric Co., Taylor Dis- 
tributing Co., Tel-Electric Distributors, 
Inc., Westinghouse Electric Corp., and 
Neil Distributors Inc. 
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see NEW, LOW COST method of installing 
INTERLOCKED ARMORED CABLE 


See this single fitting system that eliminates on-the- 
job improvising . . . installs with all sizes of Inter- 
locked Armored Cable .. . eliminates costly racks, 
ladders, baskets and trays. The simplified fitting de- 
sign will give you unusual savings in meeting these 
installation requirements: 


@ TERMINATE @GROUND @ DEAD-END 
@ POT HEAD @ SUPPORT @ MOUNT @ SPLICE 
@ IN WET OR DRY LOCATIONS 


OTHER ADVANTAGES: 


Fewer fittings required to accommodate the full 
range of cable sizes . . . fewer items to stock. 


All TGB products available only through authorized TUB distributors 


THE THOMAS & BETTS CO. 


INCORPORATED 


ELIZABETH. NEW JERSEY 


IN CANADA, THOMAS @ BETTS. LTO. MONTREAL 
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FOR HORIZONTAL FOR VERTICAL 
SUPPORTING SUPPORTING 


For complete details, with case histories on how these new 
T&B fittings have solved the problems of others, fill out and 
return the coupon below. 


The Thomas & Betts Co., inc., 20 Butler St., Elizabeth 1, N. J. 


Please include my name for your ““Eyeopener”’ 
series about T&B Interlocked Armored Cable 
Fittings. 

My name 


Title 








Company name 





Street 





City & State 











SALE 


(unless it’s wholesale) 


Tomic’s policy of channeling every sale through whole- 
salers is only one of the many advantages you enjoy as a 
distributor of Tomic’s advanced line of electrical fittings. 
And for your customers, Tomic fittings mean faster con- 
nections at less cost because they're specifically designed 
to speed and simplify electrical installations . . . provide 


a better all-around job! 


When you sell the Tomic line— 


YOU GET 


¢ 100% sales protection—assuring 
you of ALL Tomic sales in your area 
including OEM's! 


e Steady profit margins because prices 
on patented Tomic fittings seldom 
change 


e Extensive sales support through 
consistent national advertising, pub 
licity and sales promotion throughout 
the electrical contracting industry 


¢ Full representation at national and 


local exhibits and trade shows 


TODAY'S FINEST ELECTRICAL FITTINGS 


YOUR CUSTOMER GETS 


e Fast, easy electrical installations 
without special tools or equipment 
because a twist, a tap, or a snap is all 
it takes to install any Tomic fitting 


e Positive, vibration-proof connectors 
and couplings that won't shake, jar 
or work loose 


e Rugged, all-steel construction— 
zinc-plated for extra protection. 


¢ Complete technical assistance 


e All orders shipped within 24 hours 


, 


Write for details. 
TOMIC SALES & ENGINEERING CO. 
20000 SHERWOOD AVENUE, DETROIT 34, MICHIGAN 
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Lighting News .. . 





Announce Lighting 
Cost Reduction Program 


PITTSBURGH—A new approach 
to reduce lighting costs for indus- 
trial concerns, commercial establish- 
ments and institutions, has been in- 
itiated by the Westinghouse Electric 
Corp’s. lamp division. The basis of 
the new program consists of cost-re- 
duction recommendations based on 
a thorough area-by-area analysis of 
the existing lighting. 

The cost of power to provide the 
level of light required, the cost of 
maintenance and lamp replacement 
labor, and the cost of the lamps 
themselves make up the true cost of 
light in existing installations, accord- 
ing to a company spokesman. Charles 
E. Erb, general manager of the West- 
inghouse large lamp department said 
that studies of average lighting in- 
Stallations indicate that power ac- 
counts for about 75% of the cost, 
maintenance 15% and lamps 10%. 
Since power and labor rates are re- 
latively fixed, selection of the proper 
light sources and relamping plan for 
each lighting installation offers the 
greatest opportunity for savings, he 
said. 

The new lighting cost reduction 
plan consists of four major seg- 
ments. The first step is reduced cost 
of lamp purchases. This means the 
selection of the best lamp for use 
in existing fixtures. In other words, a 
suitable lamp having a lower list 
price, a longer average life, a higher 
lumen output, or a longer “in-ser- 
vice” life, Erb explained. The second 
step of the lighting cost-reduction 
plan, he said, is reduced lamp-re- 
placement labor costs. This calls for 
establishing tailor-made relamping 
programs as well as scientific selec- 
tion of the right lamp type in order 
to obtain longer life or higher light 
output. 

The third segment of the cost re- 
duction plan is increased lighting 
levels for the same or lower cost. 
Finally, the fourth step in the pro- 
gram is more efficient use of power. 
Erb pointed out that this means cus- 
tom tailoring a lamp replacement 
program based on actual burning 
hours. It may also involve substitu- 
tion of fewer lamps but ones having 
higher light output. In other cases 
this goal is achieved by providing 
more light on the actual work sur- 
face. 

To take advantage of the new 
lighting cost-reduction program, the 
maintenance department head, as 
well as production or office depart- 
ment personnel, meet with a West- 
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inghouse lighting specialist at which 
time a complete cost-reduction an- 
alysis is made. Within two weeks a 
complete lighting cost-reduction pro- 
posal tailored to the requirements 
of the company is submitted by the 
lamp specialist. 


Fear TVA Expansion 
Into Power Empire 


WASHINGTON, D.C.—A demand 
for legislation tightening Congression- 
al controls over the Tennessee Valley 
Authority is on the agenda for the 
next Congress. The contention is 
made in present law when Congress, 
above the legislative body. Part of the 
controversy stems from _ changes 
made in present law when Congress, 
in order to avoid annual appropria- 
tions, authorized the TVA board to 
issue bonds to pay for electrical 
expansion. 

Reps. Scherer (R-Ohio) and Jensen 
(R-Iowa) protested that the legislation 
would be construed by TVA as per- 
mitting the launching of huge new 
plants without any reference to Con- 
gress. This, Jensen said, has proved 
to be true. Jensen now says: “I shall 
continue to fight for the restoration 
of proper Congressional control over 
the operations of the socialistic TVA 
power empire and to prevent its ex- 
pansion beyond its presently pre- 
scribed boundary.” He said the TVA 
board violated the law making con- 
tract awards without prior notifica- 
tion or request to Congress, as pro- 
vided in the bond authorization act. 

One of the provisions of the TVA 
bond act provided for a limitation of 
territorial expansion of the govern- 
ment monopoly. At the time Congress 
passed the law, some members insist- 
ed that the territorial limitation would 
not be effective. 


California Site Of Total 
Electric Apartment House 


LOS ANGELES — The nation’s 
largest apartment house where elec- 
tricity “does the work,” is presently 
under construction in West Los An- 
geles, Calif. Called the Park West- 
wood Tower, the apartments will be 
equipped with electric heating, air 
conditioning, kitchen and laundry ap- 
pliances and special lighting. 

The Westinghouse Electric Corp. 
will install two electronically directed 
automatic elevators to service the 
building’s 13 floors. The 144 deluxe 
apartments, 96 one-bedroom units 
and 48 two-bedroom units will be 
heated and cooled by heat pumps. 
The building is scheduled for comple- 
tion in September, 1961. 
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WRITE FOR NEW CATALOG 





MINERALLAC 
“PULL-IN” 


COMPOUND 


__No. 100 


2) 


LISTED 
and 
APPROVED 
by 
UNDERWRITERS 
LABORATORIES 


Mimemarre® 


COMPOUND 


For Rubber, Synthetic, Plastic 
or Lead-Covered Wires or Cables 


Approved by Underwriters Laboratories 
for lubricating wires and cables to facil- 
itate pulling them into conduits. Not in- 
jurious to wire or wire covers. Free of 
objectionable odors. White in color. Will 
not drip or run. Convenient pint, quart, 
Y2 gal., gal. and 5 gal. cans. Available 
through your electrical jobber. 


MINERALLAC ELECTRIC COMPANY 
25 North Peoria Street, Chicago 7, Illinois 


MINERALLAC 


=~ 
Another SHAWMUT First... 
All NEW 
ONE-TIME FUSE 
(Silver-Plated) 
Runs up to 389% COOLER 
Saves Power Low Watt Loss 
U.L. Approved. Order now 
Predictable Performance 


THE CHASE-SHAWMUT co. 
| Subsidiary of 1-T-E CIRCUIT BREAKER CO 
374 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS 


' 











Now Available... the EASIEST 
CLINCHING fitting in the industry! 


INDENT 


COUPLINGS 
& CONNECTORS 


® Special Soft Steel for Easy Crimping 
® Solid One Piece @® Rolled Thread 
@ Concrete Tight #& Competitively 
Priced @ 14”, 3%”, and 1” Sizes. 


ETP makes clinching easy with this new 
type coupling and connector. A dead soft 
steel—especially formulated and processed 
—is used for easy crimping. 
© Precision rolled thread for 65% greater 
strength 
One-piece solid tubular steel 
open or spread. 
Sparkling corrosion-resistant zinc chrom- 
ate overplating. 
Far. exceeds requirements of UL file card 
No. 24788. 


CONNECT WITH @ FOR ECONOMY! 


WRITE TODAY FOR SAMPLES AND PRICE LIST 


INDIVIDUALLY TE 


— cannot 


ELECTRICAL TUBULAR PRODUCTS 


AOARKIN AVE MACPECTU IA r Ay \ 
iRANT VASPETE VY ( VY 


| 





of several 





| a managerial 


| Howell. 


PEOPLE IN THE NEWS 





Elmer G. Peterson retired recently 
after serving 43 years with Cutler- 
Hammer, Milwaukee, Wis. Peterson 
joined the company in 1917, working 
in the engineering department. He 
later served in the firm’s Pittsburgh 
sales office and was appointed regional 
sales manager in 1936. He retired as 
staff sales consultant, a post he has 
held since 1958. Peterson served on 
several industrial control committees 
for NEMA, and is a past member of 
the AIEE. 


Henry J. Baitinger, president of the 
Baitinger Electric Co., Inc., New 
York, N.Y., has been named chair- 


man of the Electrical Div. of the New | 
York Arthritis and Rheumatism Foun- | 


dation. Baitinger will head the Foun- 
dation’s drive to raise funds in the 
electrical industry toward an overall 
metropolitan goal of one million 
dollars. 


Westinghouse Electric Corporation’s 
lighting division, Cleveland, Ohio, has 
announced the appointment of David 
L. Litten as sales manager. Litten will 
be responsible for coordinating the 
activities of the company’s regional 
lighting sales managers. 


Leonard Isaacs has been elected vice 
president of City Electric Co., Syra- 
cuse, N.Y. In this new capacity, he 
will serve as general sales manager, 
and will concentrate on the promotion 
and growth of the appliance division. 


The company also announced the ap- | 


pointment of John L. Ryan as sales 


| manager. Ryan has been the recipient 


national and international 
awards in the electrical field. 


Abe Cohen has been elected to the 
office of executive vice president of 
the Standard Electric Co., Pontiac, 
Mich. Cohen, formerly general man- 
ager of the firm, was also elected a 
member of the company’s board of 
directors 


G. W. Wallin has been appointed to 
direct all engineering activities for 
Northern Electric Co., Chicago. He 


will be in charge of coordinating in- 


dustrial design with engineering and 
manufacturing. Wallin will headquar- 


| ter in Chicago and will also supervise 


activities at the company’s two Missis- 


sippi_ plants. Formerly, he headed 


| engineering at Webcor and served in 


capacity at Bell & 
Northern Electric also an- 
nounced the appointment of William 
L. Dillmuth as regional sales manager 
in New York. 








Resistoyl 


Seals moisture out- 
compound in- 
onG&W Series 800 
Interlocked Armor 
Cable Fittings ! 


GéwWw developed Resistoy]®, 
proven on potheads, boxes, and 
switches, is highly resistant to oil 
and water, high temperatures, 
aging, and compression setting 


Improved Resistoyl J seals G&W 
Series 800 Interlocked Armor 
Cable Fittings on both cable and 
junction-box ends. Resistoy] 
gaskets, compressed between 
two metal washers, press against 
cable fitting and cable jacket to 
make a pressure-tight, oil-proof, 
and moisture-proof seal. 


Gé&W Series 800 Fittings termi- 
nate, support, ground, mount, 
and dead end interlocked armor 
cable on the widest variety of 
applications. Four basic sizes 
accommodate all interlocked ar- 
mor cable now available; eight 
different styles in each size ac- 
commodate the various types of 
installations. Ask your G&W 
Representative for the whole 
story on Series 800 Fittings, or 
send for free copy of Catalog H. 


® Reg. trade mark 


GaW ELECTRIC 

ikud SPECIALTY COMPANY 

3520 West 127th Street, Blue Island, Ill 
H60.2 








ee 
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General Electric’s ballast depart- 
ment, Danville, Ill., has announced the 
appointment of Larry J. LeVieux as 
advertising and sales promotion spe- TRON G 
cialist. LeVieux is responsible for ARMS 
coordinating all advertising and sales 
promotion activities for the department THE RMO soy TATS 
line of indoor and outdoor fluorescent 


lamp ballasts. 


. 
Three new regional sales managers Lhivect YOY f actor 
were recently appointed by the port- ‘ . 
able appliance division of Westing- 


house Electric Corp., Columbus, Ohio. 
The new managers are: Walter R. B. 


Hall, central region, Cleveland; B. C. 
Bruemmer, northwestern region, Chi- 
cago; and A. H. Heitzler Jr., pacific | 
coast region, San Francisco No Sa les to OQOHM 
Cre 
Dale G. Hebron has been trans- 
fered to the Los Angeles district office A P) *() / ? ts / 
of I-T-E Circuit Breaker Co, Phila- CC OU } Ce 





delphia, Pa. Formerly field application 
engineer with the company’s Bulldog & Direct sales to distributors only 
division sales office in Cleveland, | , . 
Hebron will now serve contractor (no OEM) gives you extra profits on 
customers and handle the company’s | Armstrong top-quality controls. 


complete product Une. Write to factory today for full particulars! 


Al Griffin, formerly with Gough 


| 
Industries, is now a sales representa- | RONG CO 
tive with the Western Lighting Corp. | Ci E. ARMST . 
in Los Angeles. 
125 E.Hereford Street Gladstone, Oregon 
Lester Avnet, president of Avnet 
Electronics Corp., Abraham Krasnoff, 
executive vice president of Pall Corp., 
and Lionel M. Goldberg, president of bg 
Silas Goldberg and Son, Inc. have / _ TESTS PROVE: . 
been elected to the recently expanded | 10% more slip 


board of the Slater Electric and Man- 


ufacturing Co., Glen Cove, N. Y. ' . va ER EAS 


Crouse-Hinds Co., Syracuse, N.Y. =P. y Wire Pulling Lubricant 
has announced the appointment of ) 7” ~ ee Te 
Gunther J. Landers as product devel- E\ Synthetic Covered Cables 
opment manager and Edward Fiesinger ) 
as Labor Relations manager. John 





pen 





/ - 
. 
\ 4. There is only 
Feola becomes general foreman, iron | one Y-ER EAS 
foundry, replacing Fiesinger. Anthony | Don't accept substitutes. . 
Izzo was promoted to general foreman, The extra slip means extra 
non-ferrous foundry, replacing Feola. | savings on every job. SHAWMUT 





reune i ace e Creamy, non-corrosive. hy 
William W. Smith has been named Never greasy or messy. First... 


manager-marketing for General Elec- Prevents sticking or setting. y 
Extra slip for saddles and All NEW 


tric Company’s circuit protective de- 
, pan} it protective de- | | turns. | ONE-TIME 


vices department, Plainville, Conn. In Does not run back on cables 
his new position, Smith has manage- Never harmful to hands, cloth- FUSE 

ment responsibility for all marketing | ing, cables or conduit. (Silver-Plated ) \ 
activities of the department, including Write for 


sales, advertising product planning, | pode descriptive Long TIME DELAY 


customer service and market research. literature Up to 7 TIMES LONGER ~ \ 

Smith has been with the company P Sa than Ordinary One-Times 

since 1951. wt ou, % U.L. Approved. Don't Delay. 
Order Today 

Predictable Performance. 





Wheatland Electric Products Co., ; 
Carnegie, Pa., has named Frank King N ' : 
midwestern sales manager. King will At all Leading Electrical Supply Houses 


headquarter in Chicago and supervise A ELECTRO COMPOUND CO. Se CHASE- SHAWMUTco. 


sales activities in all or part of 18 4153 W. 150th St., Cleveland 35, Ohio Subsidiary of |-T-E CIRCUIT BREAKER CO 


states in the midwestern region. _ | 374 MERRIMAC STREET NEWBURYPORT, MASSACHUSETTS 














January, 1961—ELECTRICAL WHOLESALING y21 





lectri _ 

TRINE’S NEW “PUSH ais 
- convertible ! DISPLAY ' 

Fectialy ichted? 0. DEAL ony 


FEATURES 5 NEW BUTTONS! 


Features lighted push buttons, including 
the mew LIGHTED NAME push button and 
the new SNAP-ONS, lighted and unlighted. 
FREE built-in Trine transformer with 6 ft. 
cord and plug 

Equipped with changeable PRICE CARD 
Presents a selection of the newest, best- 
selling Trine Push Buttons. 

All flush numbers and SNAP-ONS are in- 
cluded, lighted and unlighted. 

Packed in labeled shipping carton for mail- 
ing to your customer. WEIGHT: 11 Ibs 
Trine’s newest display will fit anywhere in 
your store. 


CONVERTS IN A MINUTE! 
HANG IT! 


On shelf posts—on 
walls—on peg boards 
—on other displays 


Tritte push buttons STAND i! — —ae 
On Counters 
In Store 
Windows 


SIZE; 11” x 22” 





PACKAGED DEAL INCLUDES FREE DISPLAY, FREE TRANSFORMER 
and 21 Push Buttons mounted on display. PLUS introductory Back-up stock 
ot 47 Push Buttons, for a total of 68 push buttons. Push Buttons packed in 
individual, colorful Trine boxes. 


Trine Manufacturing Corporation, 1430 reris Place, New York 61, W. Y. 


ACMELITE 97 ~ ad 4 2 OF bj [ee]. | 
4-6 7 . St fe] faaciae) 
nn sonal PORTABLE 
i (Mlejepai. (ec 


FOR 


HOME 
One of the finest, all-purpose \ OFFICE 
uorescent lamps for the 
home, office or shop. Rugged, , INDUSTRY 
die-cast swivel parts, with 
MAGIC ARM that locks at all 
joints to prevent slipping and 
wire twisting. Double-bolt 


clamp secures lamp to desk 
or table. 2 lights, A.C. 


MAGNIFLEX 
WRITE FOR mAP-201 
ILLUSTRATED = ; 
CATALOG : WITH 5” 
~ OPTICALLY 
GROUND 
MAGNIFYING LENS 


Designed to provide cool, distortion-free 

magnified illumination wherever precision 

and accuracy are essential. 22-watt circ- 

LITE PRODUCTS CO., INC. line fluorescent tube for shadow-free light 
lofelalei-a-Mm. (-t am sola | that reduces eye fatigue. 


NEW LITERATURE 





Switches—Twenty page, _ illustrated 
booklet gives installation and applica- 
tion data on complete line of fuse 
panels, service entrance equipment, 
general - purpose switches. Booklet 
available from The American Elec- 
tric Switch Div., The Clark Control- 
ler Co., 1146 E. 152nd St., Cleveland 
10, Ohio. 


Electric Heat—Four page bulletin on 
heating schools electrically is availa- 
ble from Edwin L. Wiegand Co., 
Pittsburgh, Pa. Included are installa- 
tion illustrations, specification and 
product application data and a specif- 
ic operating case history of an elec- 
trically heated high school, giving 
breakdown of facts and figures. Bul- 
letin FOOIOI-1 is available from the 
company at 7500 Thomas Blvd., 
Pittsburgh 6, Pa. 


Cable Ties—Nylon cable ties and 
straps for securing and identifying 
bundles are described in 4-page bul- 
letin, TR 3. Bulletin shows applica- 
tion, lists complete line and gives in- 
stallation instructions. Available from 
The Thomas & Betts Co., 36 Butler 
Street, Elizabeth, N.J. 


Industrial Power Systems—‘Better 
Power for Production” is title of 48- 
page bulletin GEA-7139, available 
from the General Electric Co., Sche- 
nectady 5, N.Y. Chapters include 
choosing voltages, short circuit calcu- 
lations, protective relaying, selection of 
unit substations, power factor correc- 
tions, and grounding. 


Plastic Conduit—New 24-page cata- 
log describing plastic conduit material 
for industrial, commercial and munic- 
ipal power distribution is available, by 
writing for catalog No. EC-66, Carlon 
Products Corp., P.O. Box 133, 
Aurora, Ohio. 


Luminous Ceilings—Eight-page bro- 
chure lists wide variety of light dif- 
fusing panels and specifications ap- 
plicable to any ceiling lighting system. 
1961 brochure features luminous ceil- 
ings characteristic chart. Available 
from Luminous Ceilings Inc., Dept. 
S-61, 3701 N. Ravenswood Ave., Chi- 
cago 13, Il. 


Electrical Products—Four-page bulle- 
tin on electrical connectors, recepta- 
cles, switches, and lighting products 
for industry is available from Joy 
Manufacturing Co., Electrical Prod- 
ucts Div., St. Louis, Mo. Included in 
Bulletin B81, are illustrations, specifi- 
cations and suggested applications for 
standard and custom-built connectors 
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DO YOU KNOW 
thot STRINGER 


—manufacturers of safety equipment 
for linemen for 16 years—offers an 
OUTSTANDING discount plan to the 
electrical wholesaler? Become eligible 
for STRINGER’S High Profit, attrac- 
tive discount plan by displaying the 
STRINGER line in your catalog. You 


owe it to your company—and the 


company salesmen—to investigate this 


offer. Write STRINGER, or call, today. 


ASK FOR NEW 
FREE COLOR CATALOG No. 15 


e A COMPLETE LINE 
Highest Quality 
Sales Aids Supplies 
“Line Truck” Equipment 


UTILITIES SAFETY 


SUPPLY CO., INC. 
LEE’S SUMMIT, MO. 








RIGID 
dd Sd od 


ALUMINUM 
HOT DIP 
GALVANIZED 


Conpouit Nippte alice ok 


1455 SPRING GARDEN AVE. PITTSBURGH 12, PA. 
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| Electron Tubes—New 25-page, con- 


densed tube catalog is available from 
Amperex Electronic Corp., Advertis- 
ing Dept., 230 Duffy Ave., Hicksville, 
L.I., N.Y. Catalog contains descrip- 
tions and basic specifications on full 


line of tubes. 


Push Buttons—Eight-page, 6-color 
bulletin contains information on push 
buttons and control units. Described 
are: push button’ units; selector 
switch units; standard pilot lights; 
and push-to-test pilot lights or lighted 
push buttons. Available from The 
Clark Controller Co., 1146 E. 152nd 
St., Cleveland 10, Ohio. 


Sealing Compound—tTechnical data 
and information on Contax, a 
sealing and oxide inhibiting com- 
pound, is contained in data folder 
#6009. Booklet is available from 


test 


Jasper Blackburn Corp., 1525 Wood- | 


Rd., St. Louis, Mo. 


son 
Lamp Manual 
hensive 
phases of mercury vapor lamps has 


been published by the Westinghouse 
lamp division. Booklet contains in- 


formation on light output, life ratings | 
and electrical and physical character- | 


istics. In addition, it describes lamp 
construction, designations, color ren- 


dition and necessary auxiliary equip- | 


ment. Booklets are available from 
local Westinghouse lamp sales offices. 
Fixtures—Bulletin No. X988I1 de- 
scribes new line of fixtures in detail, 
including dimensions and finishes. 
Featured are 19 new types of lighting 
fixtures. Booklet is available from 
Emerson-Imperial, Emerson Electric 
Co., St. Louis, Mo 


Fixtures—Twenty page catalog, titled 
“Gallery of Lighting Inspirations,” fea- 
tures illustrations of great works of 
art with new line of manufacturer's 
fixtures. Catalog is available from 
Gill Glass and Fixture Co., Philadel- 
phia 34, Pa 


Industrial Lighting—Lighting units for 
industrial assembly, sign boards and 
gymnasiums are described in new In- 
dustrial Incandescent Lighting catalog 
published by Benjamin Div. of Thomas 
Industries Inc., Louisville, Ky. 


Sports Lighting—Revised edition of 
sports lighting bulletin features 100 
suggested lighting layouts for sports. 
Bulletin gives general information and 
application data, with recommenda- 


tions for types of floodlights best suited | 
for each application. Bulletin 2721, | 


titled “Crouse-Hinds Sportslighting,” 
Crouse-Hinds Co., Syracuse 1, N.Y. 


New 28-page compre- | 
manual covering nearly all 





Anotber 


SHAWMUT 


First 
All NEW 


ONE-TIME 
FUSE 


(Silver-Plated) 

The only AC Rated One-Time, 
tested and proven on AC. 
U.L. Approved. Competitively 

Priced. Order now for 
Predictable Performance. 


|S ask for bulletin O-T 601 


THE CHASE-SHAWMUT co. 
Subsidiory of 1-T-E CIRCUIT BREAKER CO. 
374 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS 


RED SYNTHETIC 
INSULATING 
VARNISH® 


Laboratory Tested and Proven 


Quick-drying—tough 
— flexible — oil and 
waterproof film for 
outsfanding adhe- 
sion. 


Dielectric strength 
1000 = volts / mil 
(ASTM-D149). 


Superior Coverage 

esses outstanding 
arc.sCéresistance and 
on-tracking proper- 


es. 


End uses: Ideal 

. f windings, c ‘ 
ie switchboard parts, 
commutator ends 

GI sus bars. Suitable 
wy for end shields and 
protective coating, a ss a sealer tor o 


water and aas pipe connections 


CHAMPION 
BRONZE POWDER & PAINT CO. 


2101 N. Elston Ave., Chicago 14, Illinois 
Dept. EW 








coob OUe 


Hi 
a COMPLETE 


QUALITY LINE OF 


MASONRY 
DRILLS 











"Tru-Start’ 
CORE DRILL 


WITH INEXPENSIVE 
STARTER POINTS! 


Here's the most efficient, 
accurate tool for drilling 
large holes in all types of 
masonry. New inexpen- 
sive Starter Point screws 
into drill—eliminates 
“walking,” holds core drill 
on-center until carbide 
cutters are engaged (for 
%" and larger drill sizes). 
Tru-Start fits any electric 
rotary drill. Fully guaran- 
teed. Sizes 12-212”. 


EASY-TO-USE 
STARTER POINT 


' rage? . ? 
CARBIDE MASONRY DRILLS 
‘HI-TWIST" 


a 


+. “FAST-SPIRAL” 


Ee 
i 
SeSipiote 


“TRIPL-FLUTE” PERCUSSION DRILL 





-_ 


“STAR. HAND DRILL 


SEND NEW “‘Hi’’ CATALOG 


NAME 
FIRM 
ADDRESS 


‘ 
CITY sctaginiente STATE 


HOLUB INDUSTRIES, Inc. 


450 ELM ST. © SYCAMORE, ILL. 


AAC 





‘61 Will Highlight 
More Antitrust Actions 


WASHINGTON, _ D.C.—Activity 
against corporate mergers believed to 
be illegal will continue to be empha- 
sized in the year ahead, warns As- 
sistant Attorney General Robert A. 
Bicks, in charge of the Justice De- 
partment’s anti-trust division. Bicks 
noted that thirteen antimerger cases 
were filed in the last fiscal year, which 
was a marked increase over each of 
the previous two years. He said the 
antimerger work is especially impor- 
tant because he thinks “judicious ap- 
plication” of the antimgerger section 
in growing industries may avoid anti- 
trust problems a decade or two from 
now. 


Lighting Display To Be 
At Home Builders’ Show 


CHICAGO—Lighting ideas that 
help the builder sell his houses will 
be presented at the National Asso- 
ciation of Home Builders Show in Chi- 
cago, January 20-February 2, 1961. 
On hand to help builders create sales 
appeal through lighting, solve their 
lighting problems, and answer ques- 
tions, will be lighting experts from 
the Moe Light division of Thomas 
Industries Inc., Louisville, Ky. On- 
the-spot suggestions for better sales 
through better and more imaginative 
lighting will be provided by some 60 
full-color illustrations of home settings 
lighted for buyer appeal. 


NFPA Issues 
National Fire Codes 


BOSTON-—A new and revised edi- 
tion of the National Fire Codes has 
been published by the National Fire 
Protection Association. The 1960-61 
issue incorporates important changes 
in many fire safety standards, accord- 
ing to Robert S. Moulton, technical 
secretary of the association. 

Volume five is the Electrical Code 
edition. It 800 
standards, including the current Na- 
tional Electrical Code, alarm and 
signaling systems, static electricity and 
lightning protection. 

The 1959 dollar loss in buildings of 
all types—from churches and schools 
to industrial plants and commercial 
buildings—reached a total of more 
than $1,083,000,000 in 883,300 fires. 
This was an increase of about 16,000 
in number and nearly $27,000,000 in 
cost over the 1958 figure. 

Fire cost industry close to $184,- 
000,000 last year, up about $1,300,- 
000 from 1958. Losses in stores and 
other mercantile buildings rose about 
$6,000,000 to a total of more than 
$ 101,000,000. 


consists of pages, 8 





for right—tight connections 

Accurate tapping, careful chamfering 
and rigid inspection combine to give 
users completely satisfactory installa- 
tions. Conduit Couplings are hot-dipped 
galvanized or black enameled .. . are 
available in all sizes from %" to 6’. 
Sizes 12" to 2” are conveniently pack- 
aged at no extra cost. Shipped promptly 
from factory or from one of ten stra- 
tegically located warehouses. 


CONDUIT PIPE PRODUCTS CO., 


SHAWMUT First ®): 
The All NEW \\ 


Predictable 


Performance 
UNIFORM in Manufacture 
UNIFORM in Performance 


Delivers more but costs no more 
Order today 


rwe CHASE -SHAWMUT.o. 


hulletin O-7T 60] 


T BREAKER 
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CLASSIFIED ADVERTISING 


SELLING OPPORTUNITIES 


AGENTS WANTED LINES WANTED 


POSITIONS WANTED BUSINESS OPPORTUNITIES 


RATES 
DISPLAYED 


The rate for Employment is $16.00 per inch for 
advertising appearing on other than a contract 
basis, Contract rates quoted on request. Sub- 
ject to Agency Commission 

Other advertising is $14.50 per inch 
to agency commission 

An advertising inch is measured 
a column—<s columns 


Not subject 


%” vertically on 
oU inches to a page 
UNDISPLAYED 

$1.80 per line minimum 3 lines. To figure ad- 
vance payment count 5 average words as a I.ne. 

Box numbers—counts as 1 line 

Position Wanted ads are 4% the above rate. 

Discount of 10% if full payment is made in ad- 
vance for 4 consecutive insertions 

Send NEW ADS or Inquiries to Classified 

Ady. of ELECTRICAL WHOLESALING 

P. O. Box 12, New York 36, N. Y. for 

February issue closing January 12th. 











ADDRESS BOX c 

Classified Adv. Div. of this 

Send to otice nearest you 
NEW YORK 36: P. O. BOX 12 

CHICAGO 11: 520 N. Michigan Ave. 

SAN FRANCISCO 4: 68 Post St. 


NO. REPLIES TO: Bos No. 


publication, 


SELLING OPPORTUNITIES AVAILABLE 
Top pete, high quality, complete fitting line 
will be available for the right agency. Ware- 
housing is a must. Kansas, Missouri, lowa and 
Nebraska. Resumes will be held in confidence. 
RW-5847, Electrical Wholesaling. 


Sales agents, all territories except New England, 
to sell sealing and wire pulling compounds to 
supply houses and utilities. RW-5839, Electrical 
Wholesaling. 
POSITIONS WANTED 
Sales: Twenty years experience in electrical 
wholesaling and manufacturing. Management, 
administration and supervision. Excellent sales 
and education background. Available at once. 
PW-5791, Electrical Wholesaling. 


Factory Representative desires position with 

Manufacturer or Distributor. 15 yrs. experi- 
ence—Eastern Pennsylvania—Electrical]l fixtures 
and supplies—Good background and references. 
PW-5822, Electrical Wholesaling. 


SELLING OPPORTUNITIES WANTED | 


Mfr's Rep. covering metro. N.Y. and NJ. dis- 

tributors and wholesalers seeks quality lines 
for volume sales. RA-5829, Electrical Whole- 
saling. 


Manufacturers Representative—Met. N.Y. seeks 
quality line, construction, for electrical whole 
salers. Old established firm, large following, 
warehouse space. RA-5768, Electrical Whole- 
saling. 
Manufacturers Rep. Met. N.Y. wants quality line 
for electrical wholesalers. Excellent contacts. 
RA-5821, Electrica] Wholesaling. 
New England M’‘frs’ Rep; complete office, ware- 
house and sales staff—currently doing over 
$3,000,000 volume for four triple A manufac- 
turers—has opening for one more top flight line 
to travel with this good company. RA-5675, 
Electrical Wholesaling. 
Mfr's Rep. invites quality lines for large follow- 
ing of electrical wholesalers in Metropolitan 
New York and New Jersey. RA-4934, Electrical 
Wholesaling. 
Factory Rep., 16 yrs. exp., contacts with Elec- 
trical wholesalers, electrical contractors, ar- 
chitects and engineers. Desires supply lines in 
Florida. RA-5668, Electrical Wholesaling. 


BUSINESS OPPORTUNITIES 
Wonted: For purchase or merger, manufacturer 
of church and public building lighting by 
established lighting fixture manufacturer with 
strong national reputation and distribution. All 
replies held confidential. Reply 
trical Wholesaling. Re 
Wanted: For purchase or merger, manufacturer 
of street lighting by established lighting fixture 
manufacturer with strong national reputation 
and distribution. All replies held confidential. 
BO-5743, Electrical Wholesaling. 
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BO-5742, Elec- 


OBITUARIES 





George D. Barbey 


George D. Barbey, founder and chair- 
man of the board of George D. Barbey 
Inc., electrical equipment wholesale 
firm in Reading, Pa., died recently at 
the age of 74. Barbey founded his 
company in 1917 and served as pres- 
ident until last June when he was 
succeeded by his son, Karl V. Barbey 
He was president and executive officer 
of the National Electronics Distribu- 
tors Assn. from 1938 to 1945, and a 
past president of the Reading chapter 
xf the American Business Congress. 
He also was a former director of the 
Chamber of Commerce of Reading 
and Berks County. 





NWB Appoints 

NAED Representative 
NEW YORK—E.M. Myers, man- 
ager of merchandising for Noland 
Co., Inc., has been appointed a mem- 
ber of the National Wiring Bureau’s 
Executive Committee as representa- 
tive of NAED. Myers joins the other 
NAED representative, Lester E. 
Barrett, president and chairman of 
Barrett Electrical Supply Co., who 
has been serving as chairman of the 
NWB Executive Committee. 





90° and 45° 


have smooth, 
work-speeding 
raceways 








SOLD ONLY THROUGH WHOLESALERS 





Role) QL im. a1: 
had up our sleeve! 
Now 


Iv’S OUT —S 


Another 


SHAWMUT 


First... 


All NEW 
ONE-TIME 


G00 vowrs oF cme 


SHAW NMUT 


(Silver-Plated) 
Meets Federal 
Specs For 
One-Time & Time 
Delay. 

Exceeds all 
industry 
standards for 
One-Times 
U.L. Approved 
Buy now for 
“predictable 

performance.” 


S 


THE CHASE-SHAWMUT co. 


Subsidiory of 1-T-E CIRCUIT BREAKER CO 
374 MERRIMAC STREET NEWBURYPORT, MASSACHUSETTS 


THEY STAY ON 
All VICTOR “MAGIC” CLAMPS 
and STRAPS for Thin and 
Heavy Wall Conduits have 
this time-saving snap-on 
feature 


ie ae 
Contractors everywhere are (= ® 


switching to VICTOR. Cash in 

on this heavy demand. Add 

these fast selling, profitable 

Clamps and Straps to your 

line 
VICTOR products are 
neatly packed, clearly 
and attractively labelled 
Orders for stock items 
shipped within 24 hours 


Write for the new 
Victor Strap Catalog 
Lists over 600 items 
to fasten Wire, Cable 
Tubing and Conduit 


\Wictor spEciattics, INC. 


775 MAIN ST., NEW ROCHELLE, N.Y 








The Greatest Single Source for Clamps and Straps 
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new speed and 
economy for 


wire and 
cable handling 


Advanced REEL-O-MATIC engineering 
now brings big savings in man hours 
and money to wire and cable reel- 
ing, coiling, measuring and cutting 
operations. 


Above is the new, mobile REEL-O- 
MATIC payout unit equipped with ac- 
curate, direct-read footage meter and 
sure-hold floor lock. Enables you to 
eliminate under-cut or over-cut losses. 


Note the simplicity of this power 
rewind and coiling unit, Hydraulic 
jacks quickly raise and position your 
reels. Variable-speed drive and foot 
control produce properly wound coils 
and reels, Fixed or mobile units avail- 
able to meet all reel requirements. 
For full details address Columbia 
Products Co., Wrightsville 3, Pa. 
Phone: Wrightsville 4211. 


“The famous name in Reel- 
Handling Economy" 
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WITH EACH 66’ ROLL OF 


No. 7 SLIPKNOT :.-.°'° 


the NEW 
FLiP-n-CuT 


INSTANT TAPE , 


DISPENSER | 





your favorite 
plastic electrical tape 
.. how handier than ever ! 


e Protects the tape ¢ Keeps tape clean 


e Dispenses quickly ¢ Cuts without 
effort 


e Convenient — hangs on your belt 


e Tape easily removed for hard-to-get-at 
splices 


e Saves tape — eliminates waste 


Starts instantly — no fumbling for 
the end 


EASY OPERATION SAVES TIME, TAPE AND TEMPER! 





TRY 17 TODOAY/ 
THRU 
domes PLYMOUTH RUBBER COMPANY, INC. 


QUALITY SINCE 1896 CANTON, MASSACHUSETTS 


SLIPKNOT 
TAPES By 
SOLD ONLY 





When selling Electrical Protection — keep in mind... . 


There’s a Safe and Dependable 
BUSS Fuse or FUSETRON Fuse 


to fit the needs of every user... 


a ae 
Stay: 


a 
LUE - >. 2 


em 


...and fuses provide the highest degree 
of protection available. 


They have no hinges or pivots, latches or con- 
tacts to stick or get out of order and possibly fail to 
function at the very moment when their operation 
means safety from serious fire and accidental haz- 
ards. No periodic inspections, recalibration and 
corresponding down-time is required. A fuse is just 
as safe and accurate 20 years or longer after instal- 
lation as it is on the day installed. 


] Buss LOW-PEAK fuses. A great advancement in pro- 
tective devices. Provide 200,000 amp. interrupting 
capacity ... great current limitation... plus long time-lag 

to prevent needless shutdowns... at minimum cost. 
Ask for Bulletin LPCS 


2 FUSETRON dual-element fuses. Have 100,000 amp. 
interrupting capacity. Eliminate needless blowing of 
circuit fuses. Protect motors against burnout from overloads 
or single phasing. Reduce heating in panels and switches. 
Give thermal protection to panels and switches. Save on 
service and maintenance costs. Ask for Bulletin FIS 


Buss Hi-Cap fuses. For loads above 600 and up to 

6,000 amps. Have 200,000 amp. interrupting capacity. 

High speed operation limits fault currents to safe values. 

Can be coordinated with FUSETRON or LOW-PEAK 
fuses to limit outage to circuit of origin. 

Ask for Bulletin HCS 


Buss LIMITRON fuses. Extremely fast opening charac- 
teristics prevent heavy short-circuit currents building 
up under fault conditions. Can be coordinated with FUSE- 
TRON or LOW-PEAK fuses to limit outage to circuit of 
origin. Ask for Bulletin HLS 


Buss Super-Lag Renewable fuses. Provide lowest cost 
protection where periodic short-circuits are expected. 
Give freedom from needless blows. Greatly reduce out-of- 
Ask for Bulletin RCS 


service-losses. 


Buss One-Time fuses. Offer most economical protec- 

tion for circuits where no motors are connéeted and 
possible fault current is not over 10,000 amps. 

Ask for Bulletin NCS 


7 Buss Clear Window Plug fuses. One-piece body and 
“safety’’ design guarantee protection. Easy to spot 
blown fuse, even when light is poor. Ask for Bulletin WUS 


FUSETRON dual-element Plug fuses. Safely reduce 
needless blowing of plug fuses and give full protection 
against short-circuits and overloads. Ask for Bulletin TCPS 


9 Buss FUSTAT fuses. Have type ‘‘S’’ base which pre- 

vents overfuseing or tampering. Protect against short- 
circuits and overloads. Safely reduce needless blows. 

Ask for Bulletin SCPS 

0 to 14 Ampere Buss FUSTAT fuses. Provide simple, low cost 

way to protect motors and apparatus against burnout on 

5 Ask for Bulletin SMPS 


circuits of 125 volts or less. 


10 BUSS and FUSETRON Small Dimension fuses. Used to 

protect TV, Radio, Instrument, Radar, Avionic and 
Electronic Equipment. Complete fuse line includes dual- 
element “‘slow-blowing,”’ single-element ‘‘quick-acting”’ and 
signal or visual indicating types, in sizes from 1/500 amp. 
up...plus a companion line of fuse clips, blocks and 
holders. Ask for Bulletin SFB 





McGroaw-Edison Co 
BUSSMANN MFG. DIVISION “<Ore™ Edison | 
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